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SERVING THE 19 SOUTHERN AND SOUTHWESTERN STATES SINCE yc: 





What does DEPENDABILITY 


mean to you? 


ao 


When a set of rings Is installed in an engine, 
at least two people are interested in what 
happens: the installing mechanic, and the 
operator. ‘To us, DEPENDABILITY means that 
neither of them is disappointed. 


Perfect Circle builds dependability into 
each ring set in these ways: 


By unsurpassed craftsmanship in 
manufacture, to assure consistently 
excellent initial performance. 


By scientific selection of materials for 
maximum performance in specific ring 


grooves. 


By skillful engineering design, to assure 
lowest rate of wear...longest useful life. 


PERFECT CIR 


PISTON RINGS FT 4 POWER SERVICE PRODUCTS 
Hagerstown, Indiana In Canada: Don Mills, Ontario 





with every order for 8 cans of 


Bondo 


This new Bondo Dispenser is one of the neatest, most efficient of 
“tools” for the body shop. Fasten it permanently, wherever it’s 
out of the way, yet conveniently available. Insert a full can of 
Bondo—and you're ready for business. 
Ane fe Use it only when you need it. Open the slide valve at the bottom 
salt A ...turn the handle at the top... for just the right amount of 
Bondo for the job at hand. No excess, no waste. Fast, easy, clean 
Then close the valve—and Bondo keeps fresh and ready for 
your next job. Again, no spoilage, no waste 
that’s the New Bondo Dispenser! And your Distributor has 
it for you FREE with every order for eight 3 lb. cans of Bondo, 
the most popular body filler of them all! 


\ twromotive-ts 
WOART and MAR ‘ 


BONDO DIVISION @ JAYCEE CHEMICAL CORPORATION @ NORTHFORD, CONN. 
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L SEALANTS 
ARE NOT ALIKE! 


Permatex tailors automotive sealants to the job... builds 
in features to match special needs of modern vehicles. You 
need hard and soft sealing ... slow and fast sealing... 
professional sealants on which you can depend. Here they 
are, engineered by Permatex to do the best possible job, 


Still the champs 
exactly right. 


. .. Made for the Professional! 





DRYING 
SPEED | SETTING USES FEATURES 








Withstands heat and pressures 
up to 5000 Ibs./sq. inch, during 
continuous service. 


Permanent assemblies; broken 
gaskets and fittings; building up 
uneven and warped surfaces; 
sealing damaged thread connec- 
tions; replacement of unavail- 
able gaskets. 


Fast Hard 





FORM-A-GASKET 
NO. 2 


¢ 


With Spe 
Spreader 


AVIATION 
FORM-A-GASKET 
NOwy 3 


SUPER ‘300 
FORM-A-GASKET 


STICK-N-SEAL 


Pliable 


For reassembly work where ad- 
justments or disassemblies are 
likely. ideal for cover plates, 
threaded and hose connections, 
and preservation of all types of 
solid gaskets. 


Perfect seal, allows disassembly 
without damage even after sub- 
jection to heat, pressure and 
long use. For pressures up to 
5000 Ibs./sq. in. 





Brushable 
liquid 


Medium 


Lubricates close-fitting parts for 
easy assembly, and keeps seal 
tight, corrosion-free, yet allows 
easy disassembly. 


Won't run at high temperatures 
or become brittle at sub-zero 
temperatures. Resists pressures 
up to 5000 Ibs./sq. in. 





Brushable, 
heavy- 
bodied 
liquid 


For assembly work on newer 
high compression engines and 
milled heads, diesel heads, cover 
plates and transmission hous 
ings. 


Diester resistant. Resists “‘wash- 
ing” action of detergent addi- 
tives for auto lubricants and 
aviation jet fuels. Pressures to 
6000 Ibs./sq. in 





Full-bodied 
liquid of 
Buna-N 
type 
synthetic 
rubber 











Holds gaskets or other material 
in place for easy assembly and 
eliminates ‘“‘delayed action” 
leaks after job is done. 





Combines outstanding initial 
tackiness with resistance to gas- 
oline, oils, water, glycol, kero- 
sene. Unaffected by iubricants 
which dissolve ordinary rubber 
cements. 








STOCK ALL THESE PERMATEX SEALANTS. . . made for the Professional! PLUS 
Permatex Gasket Cement, Permatex Pipe Joint Compound. Order from 
your jobber today. 


MATHS 


COMPANY, INC. 


300 Broadway, Huntington Station, L.I., N. Y. 
Brooklyn 35, N.Y. « Kan 


Factories: Kansas City 15 


SEALING COMPOUNDS ° POLISHES AND CLEANERS RADIATOR PRODUCTS SERVICE OILS AND FLUIDS SERVICE AND REPAIR PRODUCTS 
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“Here’s big news to help you 


too CASITE 


CASITE is co-sponsoring the hottest 
newscast in the radio industry... 


. This is the biggest “scoop” in the addi- 
over 258 stations tive business—and a promotion that will 
really bring you added sales. 


Paul Harvey, recognized top-flight 
. 0 
news announcer—and certainly the ‘‘sell- 
ii the ingest’’ salesman of them all—will be 
working for you all year long, plugging 
Casite Products in his daily broadcasts. 
His enthusiasm is contagious, as you 


J probably know. And you can be sure that 
countless listeners in your area will be 
every day, asking for Casite additives when they 


drive into your place. 


Monday through Friday. ..in Tune in yourself—5:55 PM EST, 5:40 
PM CST, 6:10 PM MST, 5:10 PM PST. 


But first, be sure you've plenty of Casite 
Products on hand. 


Featuring CASITE’S 3 New Products for 3-Zone Engine Protection 









Ss> Ss ‘FORTHE — FOR AUTOMATIC 
‘ TRANSMISSIONS 
Improved Casite Tune- 


‘>> ITE | FIRING ZONE tsi FRICTION ZONE oat 
CAS 9 New 3-C HD crankcase SMOOTH-SEH | New ‘‘Smooth-Seal”’ 
T (JP Up frees sticky valves J 
New 1.0. 
Now wir a and rings, cleans carbu- Crankcase Concentra# =| and quiets noisy en- 


concentrate cushions POR auTomatiC smooths out jerks and 
» !/ TH eanimet 
? gines, cleans parts, ir 


TRANSMISSIONS 


retor and spark plugs, 
protects against acid 


damage. List $1.25 > i" friction, toughens oil 
film. List, $1.50 


See Your CASITE Distributor-Now! 


HASTINGS MANUFACTURING COMPANY - HASTINGS, MICHIGAN 
\ Casite Additives, Piston Rings, Oil Filters, Spark Plugs 


hibits acids, reduces wear and damage 
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Designed to service late model engines which have valve guides 
cast as part of the cylinder head. In this new type head, it is the 
valve which has to be replaced. This is accomplished by reaming out 
the valve guide for oversize stem valves. Most of the engine and 
valve manufacturers now offer at least three sizes of oversize valves. 


The Lee Reamer Guide provides a true alignment with original 
guide bore using Lee Self-expanding pilots. The reamer is held 
rigid with reaming bushing during reaming operation. Simple to 
operate and extremely accurate. 

Special ts < } n rvic Ford. Mercury L coln, Cl vrolet, 
Plymouth, Dodge, DeSoto, Chrysle 
R55 Reseater Power Drive adapts to these valve guide reaming sets. 

Clip ad to your d for Literature 


fattachaed and « 
rn ~OoU orl 
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Now—a complete radiator shop | i a 
totest,cleanandrepair /( 
radiators. Only 11’ 7” long on 
handles all car radiators, many truck and tractor radiators 
FREE FACTORY SCHOOL will train one of your men...and in 
only a part of his time he will produce nice additional pr« 
Many adding $8,000-$15,000 a year servicing. radiators 
FREE 48-pe book, all about Inland Radiator Shop, easy-pay 

plan, letters from shop owners. 


INLAND MFG. COMPANY, Dept.SA-1, 
1108 Jackson St. Omahe 2, Nebr. 
ecm mm RR me ecm mee mm ke 
INLAND MFG. CO., Dept.SA-!, 1108 Jackson St., Omaha 2, Nebr 
Please send free 45-pg. book describing new 1-Piece 
Radiator Shop, training school, prices, etc. 


easy 


i 


ADDRESS_ - 


CITY State — 


i iiiniitidincunatiamnaaaiiesiapanilie TITLE 

If deoler, make of car sold___ 

Are you now operating a radiator Dept ? Yes 
nanananaleanamaneh amenunentinanesinas 
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A New “High’’ in 


NEW 


DIAPHRAGMS 
wouyne 


. - - 
‘ Positi ve -Seal’’ : Take Your “Q” 
Radiator Z t fram Mr. Cumber— 
# 8 out of 10 Cars 
Pressure P.; Cs ihe Road pots 
Caps , e w Fressure ops 








Here’s why the new Wayne 
BUNA-N Diaphragm sets a new stand- 
ard for durability and control: 


@ Will not harden, swell, or distort 
@ Unaffected by temperature extremes 


® Resists oil and radiator chemicals 





® Retains elasticity under all conditions 


Now—give your customers lasting protec- 
tion from overheating and coolant loss 
caused by faulty cap action. Wayne's ex- 
clusive full-valve design, plus Buna-N 

aphragm, guarantees positive seating, 
positive sealing—even in cars with dam- 
aged, nicked, or distorted filler necks. Take 


the quick easy Wayne way to pressure cap CAP ETERIA 


service that pays off BIG! 
42-cap assortment 


Compactly displays and auto- 
matically sells Radiator Pressure 
Caps, Locking Gas Caps, Stain- 
less Steel Gas Caps and Fender- 
well Gas Caps. 


-WOUNE METALCRAFT DIVISION 
E. EDELMANN &. Co. 


2332 Logan Bivd. ¢ Chicago 47, ILL. 
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SPOTLIGHT 


January 1960 














Shop volume is going to be up for more than two of every three readers. That's what 
you--or your kind--said you anticipated for this new year which is bound to usher in 
a decade the likes of which you haven't seen anything yet. Seventy-one per cent of 
the shops over the South and Southwest reported (page 31) their expectations of 
greater service sales, although the steel and railroad labor pictures weigh heavily 
in the over-all scene. 





i for the shop customer to pay higher rates. Nearly a third of you 
ate =a (page 7) in a survey last month and you're lifting 
There wasn't much new about this, though, as a fourth of 
raise had already hiked their charges this past year. 


‘ 





1959 was a "big" year, but look what's predicted ahead: Detroit big wheels 
are saying that by ) our motor vehicles will be rolling about 800 
billion miles a year, ‘al with around 575 billion this newly-dead 
year. To do it, Americans will be shoving 100 million vehicles in con- 


4 
ry 


trast to the 70 million which helped usher in New Year' 





The “compact” test tube is boiling now. How 

vair, Falcon and Valiant is being shaken down into 

mid-February the factories--now smoking at a record pace 

‘ar output of 9,000,000 units a year--should know fact from fancy. Carburetor 
troubles have plagued some buyers of Corvairs, Chevy dealers reported to SAd 

The rear-enginer has been wheeling around 23 to 25mpg and dealers reported a fair 

nber of sales to owners previously interested only in bigger cars. 





AU 


Th 


Will factories drown some dealers’ showrooms? 's a concern expressed (page 33 
by one prominent Southern franchise holder. In some localities dealers have been 
le to get full 21% gross mark-up on the "compacts," but with the growing emphasis 
hat field--aggravated by the production lost during the steel strike--it's 
sSible that profit may be a bit harder to come by as spring comes nearer, some 
2lers told SAJ editors during editorial field contacts. 





The aftermarket's big showcase opens for your inspection next month. It’s the 
International Automotive Service Industry Show at New York's Coliseum (page 
110). Everyone in the service market is invited Feb. 12 and 13 to see the 
new outpourings from more than 500 manufacturers, all designed to help you 
toward new market p ibilities and higher profit. Attendance may swell 
toward 50,000. Parts wholesalers will be on hand a day or two earlier for 
the show and can help you obtain free tickets. 





3 wm " 


The non-walking generation's going to be 25% stronger. Yhrysler's President "Tex 
Colbert asserted last month "the number of young people between the ages of 15 and 





10 

4 will increase very rapidly," so that by 1965 "this age group is expected to be 

25% larger than at present." Most of them can't recall when the family didn't have a 
car, so they have the happy habit of driving and maybe your shop should be gearing up 
now for the arrival of customers with small incomes but healthy riding habits 

That's why the shop equipping and grabbing ample room for operations today c 

buttering its bread later when others may have very little bread and no butte 
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SEALED POWER 
Stainless Staal. 
Oit RING 


does things 
no other ring 
can do!* 


* Stainless steel resists corrosion— 
makes it virtually impossible for 
troublesome sludge and carbon de- 
posits to build up. Overcomes oil 
ring plugging—oil pumping. 





« Stainless steel maintains its original, 
built-in tension indefinitely so it de- 
livers better oil control far longer 
than ordinary rings. 

The unusually high number of 
spring tension points assures positive 
oil control even in tapered and out- 
of-round bores. 

Side seals in piston groove—stops 
oil going around in back of ring— 
eliminates smoking. 

End-abutment design produces 
ring tension independently of con- 
tact with bottom of piston groove— 
eliminates groove depth problems. 

Chrome-plated, factory-seated 
side rails give instant oil control. 
Sealed Power Corporation, Muske- 
gon, Michigan. 








Preferred 
Performance 


KromeX 
PISTON RING SETS 


PISTONS « « PINS « ¢ SLEEVES AND 
SLEEVE ASSEMBLIES » = VALVES 
* * WATER PUMPS ¢ ¢ TAPPETS 


STAINLESS STEEL OIL RING 
U.S. PAT. NO. 2,789,872 





\ 
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Nearly a Third Plan Higher Labor Charge 


EARLY A third of the automotive repair shops over the South and 
Southwest are going to raise their flat rate this year. 

Replies to a questionnaire mailed to 800 franchised dealers and ga- 
rage operators, plus some service stations, revealed that 30% plan to 
hike their scale, usually where no change has been made in at least 
the preceding year and a half, and often longer. 


Seventy per 


cent contemplated no rise, they said, 


but 26% of this 


number had already raised their rate this past year. In most instances 


the raises were contemplated where 


hour. 


the flat rate was below $4 an 


There were a few instances of hourly charges no higher than $2.50 


to $3 which had been effective 
conditions the 
dealers, but more 
tations 


commonly 


1960 Rubber Industry 
May Set Record 


fps rubber industry may set a 
new sales volume record this 
year, according to the president of 
The General Tire & Rubber Co., 
Akron. 

William O'Neil said the forecast 
of increased demands for automo- 
biles and trucks in 1960 was one 
of the encouraging signs for good 
business for the rubber industry. 

“We produce many hundreds of 
items in addition to tires for the 
automotive industry and the 
indicated upturn in automotive 
production means that our plas- 
tics, chemicals and mechanical 
rubber goods divisions in addition 
to our tire factories will be kept 
busy,” he said. 

To meet the tire needs for the 
increasing new car and truck pro- 
duction as well as the growing re- 
placement market, O’Neil forecast 
the industry would produce a 
record 126 million tire units in 
1960. 

“Naturally, such a tremendous 
tire production will require the 
greatest consumption of rubber in 
the history of our _ industry,’ 
O’Neil added. “We most likely will 
use more than 1.7 million long 
tons of rubber and of this total 
about two-thirds will be synthetic 
which the industry manufactures 
here in the United States.” 


a decade, 
operators planned no change. Some were franchised 
they 


but due to local economic 


were small garages or service 


SS Operator Opposes 
Giving Free Stamps 


bergen of giving away stamps 
to promote shop _ business? 
Don’t, says Marvin C. Graham 
of Graham’s DX Service, North 
Little Rock, Ark., who has been 
trying this promotion. 
“I would not recommend a 


stamp program of any type for a 
service station operator,” he wrote 
SAJ editors. “I plan to discon- 
tinue the program the first of the 
year.” 

His shop business was down 
15% last year, attributed to “a 
gradual decrease in business in 
general in this area.” He looked, 
however, for a rise of 20% this 
year over 1959’s performance. 


Dupli-Color Will Build 
Larger Chicago Plant 


UPLI-COLOR Products Co., Inc., 

has acquired 156,240 square 
feet of land in Centex Industrial 
Park near Chicago for a new 
plant, President Sigmund E. Edel- 
stone announced. 

A one-story structure containing 
56,000 square feet of space will be 
erected on the site, situated at the 
northeast corner of Busse Road 
and Lunt Ave. in Elk Grove Vil- 
lage, one mile northwest of O’Hare 
International Airport. Cost of 
land, building and equipment will 
be in excess of $850,000. 


“I told her she should upholster her seat and redistribute the stuffing. 
Then she slapped me.” 


COMPLETE 


AUTO SERW/CE 
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3. SPECIAL BARRIER 
PLATE 


x 4. LEAD-TIN OVERPLATE 


\ 


_—aan 


2. COPPER-ALLOY eo 
LINING \ 


\ 


—s 5. PURE TIN FLASH PLATE 


Federal-Mogul builds CP bearings in 5 layers 
... each vital to extra-long service life 


Your customers expect—and get—thousands of extra 
miles when you install fm bearings. Here’s why: 


Manufacturing Federal-Mogul CP-type sintered bearings is an 
exacting process. In the bearing layer, for example, there are 
thousands of super-fine copper-lead alloy particles, and each 
one must have an unvarying composition ratio. The finished 
bearing itself is machined and plated to close tolerances. 

These five metallic layers give you longer bearing life: 1. Steel 
back for strength and bond; 2. Copper-lead sintered lining; 3. 
Special barrier plate for lining stability; 4. Lead-tin overplate for 
smoother “‘break-in’’; 5. Pure tin plating for corrosion resistance. 
Precision-engineered Fm engine bearings are made in thousands 
of types and sizes, standard and undersized. Your Federal- 
Mogul jobber can give you fast delivery on the bearings you 
need. Call him today! 


FEDERAL-MOGUL «om BEARINGS 


FEDERAL-MOGUL SERVICE 
DIVISION OF FEDERAL-MOGUL-BOWER BEARINGS, INC. ¢« DETROIT 13, MICHIGAN 
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R. D. McKay, veteran Wichita dealer, was honored last month by the 
Kansas and Wichita Automobile Dealers Associations as he stepped down 
after 14 years as Kansas director of the National Automobile Dealers 
Association. McKay was president of NADA in 1951 when it hit a peak 
rnembership of 34,000 and is a past president also of his state associa- 
tion. Shown are (1. to r.): Byron Stout, Jr., of Wichita, chairman of last 


month’s meeting; J. M. O’Mara 


of Hutchinson, past president of 


KMCDA, who succeeded McKay as the new NADA director: McKay; 
E. K. Beeman, president of KMCDA; Charles Spencer, president of the 
Wichita association, and Roscoe Hambric of Topeka, secretary-manager 
of the KMCDA. A scroll and a vicuna sport coat were presented McKay. 
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DEALERS 


convention of 
National Independent Automobile 
Dealers Association, Eden Roc 
Hotel, Miami Beach, Fla 

Jan. 30-Feb. 3—Annual convention 
of National Automobile Dealers 
Association, Sheratcn-Park Hotel, 
Washington, D. C. 

Feb. 15—Annual convention of Lou- 
isiana Automobile Dealers Associa- 
tion, Roosevelt Hotel, New Orleans 

Feb. 17—Annual business-legislative 
meeting of South Carolina Auto- 
mobile Dealers Association, Hotel 
Wade Hampton, Columbia. 

April 24-26—Annual convention of 
Automobile Dealers Association of 
Alabama, Buena Vista Hotel, Bi- 
loxi, Miss 

May  1-3—Annual 
Georgia Automobile 
sociation, British Colonial 
Nassau, B. W. I. 

May 1-3—Annual convention of 
Texas Automotive Dealers Associa- 
tion, Driscoll Hotel, Corpus Christi. 

May 5-6—Annual combined conven- 
tions of Kansas Motor Car Dealers 


Jan. 17-19 Annual 


convention of 
Dealers As- 
Hotel, 
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Association and Missouri Automo- 
bile Dealers Association, Hotel 
Muehlebach, Kansas City, Mo 

May 13-14—Annual convention of 
South Carolina Automobile Deal- 
ers Association, Francis Marion 
Hotel, Charleston. 

May 29-31—Annual 
New Mexico Automotive 
Association, Western Skies 
Albuquerque. 

Jan. 28-Feb. 1, 1961—Annual con- 
vention of National Automobile 
Dealers Association, San Francisco 

Feb. 3-7, 1962—Annual convention of 
National Automobile Dealers As 
ociation, New York City 


convention of 
Dealers 
Hotel, 


GARAGEMEN 


March 25-27—Spring convention of 
Independent Garagemen’s Associa- 
tion of Texas, Dallas. 

July 7-9—Fifth annual convention of 
Independent Garage Owners of 
America, Dinkler Plaza Hotel, At- 
lanta, Ga. 


WHOLESALERS 


Jan. 21-23—Regional conference of 
Automotive Electric Association, 
Biltmore Hotel, Atlanta, Ga. 

Feb. 7-9—Officers’ meeting of Auto- 
motive Affiliated Representatives, 
Manhattan Hotel, New York. 

Feb. 8—General meeting and elec- 
tion of officers of Automotive 
Booster Clubs International, Park 
Sheraton Hotel, New York, with 
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annual all-industry banquet at As 
tor Hotel Feb. 10 

Feb 8-9— Annual convention ol 
Automotive Service Industry As 
sociation, Carnegie Hall, New York 
City. 

Feb. 9—Automotive Affiliated Rep- 
resentatives breakfast meeting, 
Astor Hotel, New York 

Feb. 10-13—Automotive Service In- 
dustry Show, Coliseum, New York 

March 17-19—Regional conference of 
Automotive Electric Association, 
Gunter Hotel, San Antonio, Texa 

March 23-24—Spring convention of 
Virginias - Carolinas Automotive 
Wholesalers Association, Sedge- 
field Inn, Greensboro, N. C. 

March 24-27—Southwest Automo- 
tive Show, Automobile Building, 
Dallas, Texas. 

April 23—Annual convention of 
Automotive Wholesalers of Okla- 
homa, Skirvin Hotel, Oklahoma 
City 

June 1-4—Annual convention of 
Automotive Engine Rebuilders As 
sociation, Netherland-Hilton Hotel, 
Cincinnati. 

June 5-7—Annual convention of 
Automotive Wholesalers Associa- 
tion of Tennessee, Castle in the 
Clouds Hotel, Chattanooga. 

June 26-29—Annual convention of 
Automotive Wholesalers Associa- 
tion of Alabama, Holiday Inn Mo- 
tel, Dauphin Island, south of Mo- 
bile. 

Aug. 25-27—Annual convention of 
Kentucky Automotive Wholesalers 
Association, Kentucky Hotel, Louis- 
ville. 

Oct. 19-22—Annual 
Automotive Wholesalers 
Rice Hotel, Houston 


GENERAL 
Jan. 25-28—33rd annual Automotive 
Accessories Manufacturers Asso- 
ciation exposition, Navy Pier, Chi- 


cago 
Oct 


f 


f 


convention of 
of Texas, 


10-12—Annual trade show 
and convention of Automotive 
Parts Rebuilders Association, Con- 
rad Hilton Hotel, Chicago 

Oct 15-23——-National automobile 
show, Cobo Hall, Detroit 

Oct. 31-Nov. 3—Annual convention 
of Automotive Warehouse Dis- 
tributors Association, Muehlebach 
Hotel, Kansas City, Mo 


Tennessee Dealership 
Votes Out Union 
} Rye of Southern 
(Cadillac), Memphis, 
voted out the Machinists 
last month by 34-14. Four 
were contested 
The Machinists had organized 
the firm earlier last year 


Motors 
Tenn., 
union 
votes 





Buasiest 
Axle Shafts 


in the Business... 





On Cvery Highway... 


in every part of the world . 

. U.S. Axle Shafts are carrying 
condi fleet loads, day after day. 
Precision-made from finest alloy 
steels, these durable shafts give 
“extra-duty” mileage—reducing 
maintenance costs and protecting SEE your U.S. Axle Jobber — 

he has the exact replacement 
profits. Take the “‘short-cut” to shaft for every truck and 
longer, trouble-free mileage passenger car. 
between replacements . . . replace 
with U.S. Axle Shafts— 
the world’s finest! 
{HE WORLD TURN 


axl arts 


eI 
ee nee ® 
Write inthe for FREE copy 
Seem Goi THE AXLE COMPANY; INC. 


“Causes and Prevention of 


fate Sham Feuer Since 1920 ¢ Pottstown, Pennsylvania 
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This group of delegates from various units in Florida met in Miami 
recently to form the Independent Garage Owners of Florida (I. to r.): 
seated, Ralph H. James, executive directcr of the Independent Garage 
Owners of America: Jeff Newbill, John Von Oesen, W. R. Thompson, 
president of the Florida group; Jack Price and Irving Thal; standing, 
W. J. Oliveros, first vice president; J. C. Futral, Eno Packler, Bill Wad- 
dell, Carlton Scheirmann, Ted Wolf, Orlo E. Betz, third vice president, 
and D. C. Brooks, second vice president. Not shown are M. S. Hom- 
berger, secretary, and Harry Dickerson, treasurer. 


‘60's to See Increase 
Of Multi-Car Owners 


B« THE end of the 1960's, one 
family in five will own two 
or more cars compared with the 
current one in eight. 

That is what Alan G. Rude, 
president of Universal C.LT. 
Credit Corp., told a group of auto 
mobile dealers recently, adding 
that by the end of the next decade 
“we can expect a $790 billion 
economy compared with the pres- 
ent gross national product of some 
$480 billion estimated for thi 
year.” 

Consumer expenditures, he said, 
will rise from the present annual 
level of some $313.5 billion to $515 
billion, while the average family’s 
income will be over $8,000. Ninety 
million motor vehicles will trav- 
erse our highways, he said, com- 
pared with some 67,000,000 now. 

The opportunities for growth 
and increasing profits in the next 
decade “are not ours automati- 
cally,” Rude said. 

“The entire automobile indus- 
try depends on the salesman,” he 

aid, asserting that the 1960’s can 
be the best in the history of the 
industry if dealerships stay at 
their best “selling weight,” give 
salesmen adequate training in co- 
operation with factories and fi- 
nance companies, maintain good 
customer relations and _ control 
time sales in this period of in- 
creasing use of instalment credit. 


K. W. Pickering, formerly execu- 
tive vice president of Allied and 
Southland Battery Companies, has 
been elected president of the com- 
panies, whose home offices are in 
Dallas, Texas. Pickering attended 
North Texas Agricultural College 
and Southern Methodist Univer- 
sity. 


Ford Executive Predicts 
Bright ‘60 with an If 


Forp Motor Co. 
£ forecast last month an ad- 
vance to new highs in business 
activities in 1960, but warned that 
the pattern of advance will be 
distorted as a result of the steel 
strike. 

Speaking before the winter 
meeting of the Carolinas-Virginia 
Purchasing Agents Association at 
Pinehurst, N. C., George P. Hitch- 


economist 
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ings, manager of economic analysis 
for his company, said that if steel 
production is not again inter- 
rupted, economic activity in the 
first half of 1960 will be sharply 
higher as steel consumers rebuild 
stocks at a rapid rate. 

“Gross national product during 
this period will probably exceed 
$500 billion, compared with the 
previous peak of $4844 billion in 
the second quarter of 1959,” he 
said. 

“Maintenance of such a high 
rate of inventory build - up 
throughout the second half is un- 
likely. For this reason, the econ- 
omy is likely to show little, if any, 
further real growth in the second 
half. A moderate rise in dollar 
volumes could occur because of 
price incre ases.” 

Hitchings said the appearance 
that the benefited 
from the steel strike is only an 
illusion. The illusion stems from 
the rapid build-up of inventories 
before and after the strike, he ex- 
plained. 

“Actually, a strike of this dura- 
tion has made for greater insta- 
bility in the total economy,” he 
continued, pointing out that an 
excessive portion of the buildup 
will be concentrated in the first 
half of 1960, rather than dis- 
tributed over the full year. 

“A moderate, steady uptrend in 
the economy is far preferable to 
the alternate highs and lows pro- 
duced by such a strike.” 

Hitchings warned that the 
‘slowdown in the aggregate price 
rise has created another illusion 
that we can relax in our efforts to 
hold down costs and 
prices.” 

Much of this slowdown has 
temmed from a reversal of the 


economy has 


rising 


trend in prices to farmers in 1959, 
he said 
Oldsmobile Promotes Two 
Frederic L. Foerster has been 
appointed Southwest regional sales 
manager for Oldsmobile in Dallas 
Texas, replacing Harvie L. Waite, 
who was named assistant general 
sales manager to head sales in the 
western half of the United States. 
Foerster had been Detroit zone 
manager for Oldsmobile for the 
past three years, while Waite was 
Southwest regional manager for 
that length of time 





your customers will: -- 


we, COME AND GET IT 


REPLACEMENT FOR — 


CHRYSLER 
FAMILY CARS 
Chrysler + DeSoto + Dodge 
Imperial + Plymouth 
* 


FORD 
FAMILY CARS 


Comet + Continental + Edsel 
Falcon + Ford «= Lincoln 
Mercury + Thunderbird 
7 
AMERICAN 


MOTORS 


Ambassador + Rambler V-8 








FILTERS 
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HI-FLO WIXITE 
PREMIUM, DEPTH-TYPE 


for 


FORDS and 
CHRYSLERS 


Better be ready with this great, new Oil Filter de- 
velopment... many of your customers will be look- 
ing to you for it, to replace the millions of full flow 
SPIN-ON Filters on Ford family cars (1957 on) plus 
American Motors and Chrysler family vehicles 


(1958 on). 


It’s the sensationally new WIX Replacement Oil 
Filter that delivers 20% greater efficiency . . . now 
in high performance, depth-type construction for all 
the most modern full flow filtration systems! AND, 
it's a famous SPIN-ON, disposable type Oil Filter 
pioneered by WIX — contract supplier of original 
filter equipment to the Ford Motor Company. 

Ask us about this great new Filter and the WIX-O- 
MATIC program for Dealers that will really put 
you into the filter business—profitably. WIX means 


business—for you! 


WIX CORPORATION @ GASTONIA, N.C. 


In Canada: Wix Corporation Ltd., Toronto 


In New Zealand: Wix Corporation New Zealand Ltd., Auckland 
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Lawrence E. “Larry” Davis is the 
new executive vice president of 
the Mississippi Automobile Deal- 
ers Association, succeeding Carl G. 
Wallace, who resigned. He was 
born in Huntington, W. Va.. and is 
a journalism graduate of Marshall 
College, Huntington. He has been 
engaged in advertising and public 
relations work lately at Jackson, 
where he will headquarter. 


Automatic Cruise System 
Developed by AC 


A COMPLETELY automatic cruise 
control system for passenger 
cars, designed to sell for half the 
price of current, comparable de- 
vices, has been announced by AC 
Spark Plug Division of General 
Motors. 

Joseph A. Anderson, AC general 
manager and vice president of 
General Motors, said the system 
has been offered to all automobile 
companies for sale as a manufac- 
turer-installed option on new cars 

The ‘ACon-O-Cruise” combines 
an adjustable speed-control setting 
and a “silent” speed-warning sig- 
nal. It senses speed through a 
governor attached to the car’s 
peedometer cable and can be used 
to control speed automatically 
down to about 30mph. It is op- 
erated by vacuum from the engine 
manifold, without the need fo 
electric motors and springs as re- 
quired in other cruise control sys- 
tems. 

“This means it is less expensive 
to manufacture, easier and quicker 
to install and more dependable in 
service,” Anderson said. “In addi- 
tion,” he said, “there is no ‘hunt- 
ing’ or surging effect during speed 
compensation on hilly roads.” 


A touch of the brake pedal in- 
stantly disengages the system and 
returns the accelerator control to 
the driver. The system is also de- 
signed to disengage below canger- 
ously high cruising speeds, and 
the entire system becomes inopera- 
tive if any component fails. 


Maryland Dealers Name 
Kelly President 


( B. Kelly, Jr., of Kelly 
APontiac, Inc., Baltimore, has 
been named president of the 
Automobile Trade Association of 
Maryland. 

Vice president is John G. Kiefer, 
president of City Chevrolet Co., 
and Thomas J. O’Donnell is the 
secretary-treasurer. New board 
members include Joseph Penn, 
Charlie Irish and Bernard Sugrue 
Eight previously elected board 
members continue in that capacity 


Lakeland Dealers Pick Randall 


New president of the Lakeland 
(Fla.) Automobile Dealers Associ- 
ation is G. W. “Bill” Randall of 
Randall Motor Co. Other officers 
are J. H. “Dusty” Rhodes of Jeep 
Motors, Inc., vice president, and 
George J. Husek of M. P. Tomlin- 


on Co., secretary-treasurer. 


New officers of the New Mexico 
Automotive Dealers Association 
are (1. to r.): standing, Darwin L. 
Ingram, Clovis, Ingram Brothers 
Motor Co., Chrysler - Plymouth, 
vice president; Wayne Lovelady, 
Albuquerque, Wayne Lovelady 
Dodge, secretary-treasurer. Seated 
is W. E. “Ed” Black, Albuquerque, 
Oden Chevrolet Co., president. 
Not pictured are Nelson T. Tur- 
ner, general manager, nor 13 di- 
rectors elected for two-year terms 
as follows: Russell Poole, Bob 
Morran, Ed Walkey, H. L. Dewey. 
Russ Smith, Grover Dickinson, C. 
L. Hunter, Decil C. Bynum, Joe 
Romero, George W. Goldsmith, 
Carl A. Oliver, Al Griffin and 
John M. Harper. 


Executive committeemen of the National Dodge Dealer Advisory Con- 
ference, elected at the recent annual three-day meeting in Detroit, pose 
with M. C. Patterson (center), Chrysler vice president and general man- 
ager of Dodge Division (l. to r.): bottom row, Frank Collord of Water- 
loo, Iowa, executive committee vice chairman; Patterson; John H. 
Lander of Atlanta, Ga., reelected chairman; top row, Adelbert Spitzer 
of Mansfield, O., chairman of public relations committee; Louis J. 
Ouellette, Dodge director of dealer relations; Robert Popp of East Hart- 
ford, Conn., and William Scott of Charlotte, recording secretary. 
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FRESHIE’S 
a ae ee 


Pain | 
DELCOnc14 


DRY CHARGE BATTERY 


This perky little character is really spreading the word about Delco 100°; Fresh Dry Charge 
Batteries. Your customers saw him in 1959 and will see him all through 1960 as the symbol of 
Delco DC. During January, February and March, for example, he will appear on the pages of 
Life, Look, Post, Argosy, True, Popular Mechanics, Mechanix Illustrated, and Popular Science. 
Freshie’s on television, too, with the sparkling new Art Carney Show seen in millions of homes 
from coast to coast. 

Delco’s big, powerful advertising is national in effect—but, more important to you, the sales 
results are local. A large number of the 25,000,000 people who buy replacement batteries each 
year are presold on Delco. Thousands of these people may live in your town, hundreds in your 
neighborhood, many right in the block where you do business! You can help Freshie steer more 
of them your way by prominently displaying Delco Batteries, by using Delco point-of-purchase 
material, and by tying into the current Delco Sales Promotion. 


QUALITY BUILT BY DELCO-REMY, FIRST IN AUTOMOTIVE ELECTRICAL EQUIPMENT . . . AVAILABLE EVERYWHERE THROUGH . . . [LLMIB)/PSNEH 


umrTeo werems system 


Want more facts? Use Reader Service Card Page 89 SOUTHERN AUTOMOTIVE JOURNAL for January 1960 





Automotive NEWS BRIEFS 


{Continued from page 13) 





NADA Convention May Set Record 


NEW record of more than 13,- 

000 attendance may be chalked 
up at the 43rd annual convention 
of the National Automobile Deal- 
ers Association at Washington, D 
C., Jan. 30-Feb. 3. 

Convention officials reported a 
heavy outpouring of reservations, 
especially from the Southeast and 
South. 

Aside from the usual host of big 
hospitality events staged by cal 
factories and finance companies, 
the program calls for opening the 
equipment exhibition at the Shore- 
ham Hotel Saturday, Jan. 30. Gen- 
eral convention sessions will be 
held at the Sheraton Park Hotel a 
block away. 

On this opening day addresse 
will be given by Armand J. Ga- 
riepy, director of Sales Training 
International, Barre, Mass.; E. R. 
Taylor, executive vice president, 
Motorola Corp., Chicago; Clarence 
Wickham, Ford dealer of Tarboro, 
N. C., who will speak on “Service, 
the Backbone of This Business,” 
and Donald P. Nelson, president, 
U. S. Parts Corp. and U., S. Indus- 
trial Engine Corp., Washington. D 
C. . 

A non-sectarian laymen-led 
worship service will be held. as 
usual, the next (Sunday) morning 
Addresses that day will be by 
Gariepy, Arthur Hawkes, Cadillac 
dealer of Portland, Maine: Louis 
W. King of Fort Lauderdale, Fla., 
Oldsmobile dealer, on the topic 
“The Used Car—a Red Ink Eradi- 
cator,” Frank P. Tighe of Phila- 
delphia, editor of Motor Age, and 
Robert Young of Automotive En- 
terprises, Birmingham, Mich. 

A musicale, “Highlights of 
Broadway,” will conclude the pro- 
gram Sunday. 

The program for the remaining 
days will include: 

Monday—President’s report by 
H. L. Galles, Jr., Cadillac-Oldsmo- 
bile dealer of Albuquerque, N. M.: 
an address by Arthur Upgren, di- 
rector, Bureau of Economic Stud- 
ies, Macalester College, St. Paul. 
Minn., and a panel presentation on 
merchandising trucks for profit 

Tuesday—Addresses by Carl F 


Birkett L. Williams (top), veteran 
Ford dealer of Cleveland, Ohio, is 
expected to move up from the first 
vice presidency to the presidency 
of the National Automobile Dealers 
Association. John H. Lander (bot- 
tom) of Atlanta, Ga., one of the 
nation’s biggest Dodge dealers and 
who has been treasurer of NADA 
the last two years, is reported 
likely to be named first vice presi- 
dent, which would place him in 
line for the presidency a year 
from now. Lander is a past presi- 
dent of the Georgia Automobile 
Dealers Association and the At- 
lanta Automobile Association and 
was reelected chairman of the 
National Dodge Dealer Advisory 
Council last month. 


Oechsle, assistant secretary of com- 
merce; Phil de Beaubien, publish- 
er, The Detroit Times, Detroit, and 
Stanley Pressler of Bloomington, 


president, Indiana Automobile 


Dealers Association. 
A dramatic play, “Profit Is Not 
a Naughty Word,” will be staged 
that afternoon, followed by the an- 
nual convention dance. 
Wednesday Addresses by M 
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H. L, Galles, Jr. (top), Cadillac- 
Oldsmobile dealer of Albuquerque, 
N. M., is president of NADA and 
James C. Moore (bottom), a native 
of York, S. C., and former general 
counsel of NADA, has been ex- 
ecutive vice president since last 
April. 


Belmont VerStandig, president, M 
Belmont VerStandig, Inc., adver- 
tising, Washington, D. C., and 
James €. Moore, NADA’s execu- 
tive vice president. The NADA 
Revue will be presented as the con- 
cluding event by Ford Motor Co 

The ninth annual breakfast of 
the NADA 30-Year Club will be 
held Tuesday, Feb. 2, at 7:45 a.m. 
in the Sheraton Park Hotel, with 
Dr. Kenneth McFarland of Topeka, 
Kan., well-known lecturer, speak- 
ing 

A tour of the White House and 
other plans are included in the 
ladies’ program. 

The 1961 convention will be held 


Jan. 28-Feb. 1 at San Francisco 


15 





REMEMBER— BIG PROFIT JOBS 
Dou't DRIVE IN—THEY’RE TOWED IN... 





"HOLMES TOWING SLING 
Shops equipped to render Modern HOLMES Permits Fast, Safe Towing of all cars with- 


WRECKER Service are getting the most profitable work in ant song or Comagnny Tint aeeme ane 
body parts. Easy to use —can be installed 


their community. The operation of HOLMES units such as on almost any truck. Send for details. 
shown, does enable a shop to extend its service facilities miles 

away, pick up new business ... and secure jobs and profits 

that would NOT be possible otherwise. 


Modern Road Service is the key to many of today’s 
most profitable service operations—towing, wreck recondi- 
tioning and all kinds of shop work. Why not cash-in on this 
business by rendering the most up to date Wrecker and Tow- 
ing service in your community? HOLMES offers a wide HOLMES TOWING DOLLY 


, ‘ ‘ . ° . A portable unit, easy for one-man to assem- 
choice of Wrecker units each varying in size, capacity and ble end position fer towing. Hondles oll cors, 


earning ability. Send today for full details. either with or without wheels. Send fordetails. 


HOLMES 525 WRECKER 


A 12 Ton, All purpose Wrecker, ideal for 
handling all cars and average size trucks. The 
unit has a rated capacity of 6 tons per 
boom, long range of operation and is 
capable of rendering a wide variety 

of work. It is fast, versatile and eco- 

nomical to operate. Moderate size for 
installation on a truck of 14% to 2 

ton capacity. Send for details. 


SEE US AT THE IASI 
SHOW, BOOTH 2925 


DIAL GL 2-36) 


HOLMES Power WRECKERS 
for all 1960 Chevrolet and 
GMC trucks 34 ton and up. 


ERNEST HOLMES COMPANY 


Chattanooga 7, & Tennessee 
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THIS 


BOOK 
SHOWS 
62 REASONS’ 


WHY. ee > LARK DEALER PROFTTS are 17 higher than in 


9 months of 195 


=> LARK DEALER WORKING CAPITAL nearly doubled (firs 


ionths of 1959 ind is still rising! 


=> LARK DEALER NET WORTH increased 80 


959)—and ts still increasing! 


those 62 REASONS are in the car alone! 


GET THE FACTS ON 
TELL ME ABOUT THE LARK FRANCHISE — in strictest confidence, and without 


LARK DEALER manana DEPARTMENT 


STUDEBAKER-PACKARD CORP., South Bend 27, Indiana 


PROSPERITY -- 
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TAILOR YOUR TRUCKS 


1106991 EXTRA-OUTPUT D.C. GENERATOR — 12 volts 
e 55 amperes @ 12 amperes at idle—For cross-country trucks, 
school buses and other vehicles with extra electrical 


equipment. 


~— 





AMPERES OUTPUT 


1117070 SELF-RECTIFYING A.C. GENERATOR— 12 
volts e 60 amperes e 27 amperes at idle—For high-duty 
vehicles with heavy electrical loads . . . operating at all 
speed ranges. Ideal for excessive low-speed operation and 


curb-idling. 


r 





AMPERES OUTPUT 


1106985 EXTRA-OUTPUT D.C. GENERATOR — 12 volts 
e 50 amperes @ 14 amperes at idle—Short frame generator 
for difficult mounting applications. For vehicles in city and 
suburban use. Not for cross-country operation 


[ 





OUTPUT 


AMPERES 
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TO JOB CONDITIONS 


1106986 EXTRA-OUTPUT D.C. GENERATOR—12 volts 
e 50 amperes e 20 amperes at idle—For metropolitan trucks 
and school buses, with extra electrical equipment .. . 
operating at low speeds and with engine idling most of 
the time. 





AMPERES OUTPUT 


1117116 SELF-RECTIFYING A.C. GENERATOR—12 
volts e 105 amperes @e 10 amperes at idle—For high-duty 
vehicles with extra-heavy electrical loads operating at 
all speeds. A.C. voltage available for 110 V conversion 





Delco-Remy offers a complete line of A.C. and 
A.C.-D.C. generators that are right for the job. 


Demands on the electrical systems of trucks vary with 
their use. For best performance, whether the vehicles 
be new or already in service, the electrical equipment 
should be job-matched to meet those Cemands. 

Do your trucks have extra electrical equipment? Operate 
cross-country, around town or off the road? Do they 
travel at sustained highway speeds, or with plenty of 
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stop and go? Whatever their assignment, there are 
Delco-Remy extra-output generators and regulators 
job-matched to meet the electric power needs exactly. 


Delco -Remy ELECTRICAL SYSTEMS 


FROM THE HIGHWAY TO THE STARS 


DIVISION OF GENERAL MOTORS ¢ ANDERSON 
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ts, faster, from your BCA bearing jobber: 


Keep ’em rolling... with BCA quality 


“front to rear” replacement ball bearings 


Here’s why more BCA ball bearings are being 
used for replacements in wheels, clutches, generators, 
transmissions, differentials and axles: 


Quality: You reduce service frequency . . . and keep your customers 
happier and safer . . . when you replace worn bearings with BCA 
quality ball bearings. 

Every size and type: Every BCA ball bearing is precision made to 
fit perfectly and install easily. The BCA line is complete with a 
type and size designed for every automotive replacement use. 

And fast delivery: Your BCA bearing jobber can give you complete 
information on the BCA quality line. And he’ll give you fast 
delivery on the bearings you need. It pays to stock BCA ball 


bearings for better service and bigger profits. 


BCA BALL BEARINGS 


FEDERAL-MOGUL SERVICE 
DIVISION OF FEDERAL-MOGUL-BOWER BEARINGS, INC. + DETROIT 13, MICHIGAN 
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In the |} 
service motive "Tl 


INDEPENDENT SERVICEMAN: 

“Being able to get the parts 

when I need them sure helps 

me give fast service to my 

Chevrolet customers. Mune: ~ 
GARAGE 

CHEVROLET PARTS SALESMAN: 

“You’re right—getting the 

car on the road is sure impor- 

tant to the customer.” 


Here’s why there’s no business 
like Chevrolet dusiness: 


1. Over 16,000,000 Chevrolet 
cars and trucks on the road... 
more than any other make. 


Your Chevrolet dealer can be 
your one-stop source for all 
genuine Chevrolet parts. 


Genuine Chevrolet parts are 
built of the same quality mate- 
rials and to the same rigid 
engineering specifications as 
the originals. 

Your Chevrolet dealer has 
profit-building service aids to 
help you serve Chevrolet 
owners. 


CHEVROLET DIVISION OF GENERAL 
MOTORS, DETROIT 2, MICHIGAN 


MAKE YOUR CHEVROLET DEALER YOUR PARTNER IN SERVICE 
...HE tS READY, WILLING AND ABLE TO SERVE YOU! 
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withWagner Lockheed--the Quality line--| 


ONE CALL GETS ALL 


your brake service needs 
from one source — your Dis- 
tributor of Wagner Products. 
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you’ve got what it takes! 


Wazner Lockheed 
LINED BRAKE SHOES 


are packed with a 
"“HOW-TO-DO-IT” Instruction Sheet in each box 


Make friends—and make money—by featuring 
brake relining service. Wagner makes it easy 


and profitable for you. 


A “Safety-check” Dash Tag and “HOW-TO- 
DO-IT” Installation Instructions are included 
with every set of Wagner Lockheed Lined Brake 
Shoes. The easy-to-follow instructions enable an 
average mechanic to turn out a good job in mini- 


mum time. 


Wagner Lockheed Lined Brake Shoes come to 
you with the lining contour ground to compen- 
sate for normal drum distortion. With correct 
clearance provided toward the ends of the shoe, 
lining contacts the drum over most of the lining 
surface. This feature helps you produce jobs 


that give safer, smoother stops. You will have 


less grief, and there will be fewer comebacks for 


adjustments. 


““WEB"’ CoMaX LINED SHOES are bonded with 
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CoMaX premium quality wire-backed flexible 
molded lining. Designed for general use, this 
lining has long wearing qualities... Sets are 


also available with riveted lining. 


‘“‘WP”’ LINED SHOES are bonded with “WP” top- 
quality molded segments, and are extensively 
used on high horsepower passenger cars and 
commercial vehicles equipped with or without 


automatic transmissions and power brakes. 


In addition to lined shoes—the Wagner Lock- 
heed line of friction materials includes sets, rolls, 
blocks, slabs, and cut segments. 


FOR DETAILS on Wagner Lockheed 
Lined Shoes, Broke Lining, Broke 


Parts, Power Brake Repair Kits, and *ERANCHISED * 


iittiveg 
Lockheed 
BRAKE SERVICE 


DEALER 


Brake Fivid—consult your nearby 
supplier of Wogner Products 

Also ask how to become a Wagner 
Franchised Dealer and be eligible 
to display the sign that identifies 
you as a brake service ‘‘headquvar- 


ters."" 


Wadsner Electric Corporation 
6362 Plymouth Ave., St. Lovis 33, Mo., U.S.A 
(Branches in principal cities in U.S. and in Canada) 


Please send me: 
Bulletin on Wagner Lined Brake Shoes—BU-579 
[ | Information on Franchised Dealer Plan 


FREE copy of 1960 CATALOG AU-1 
NAME 
FIRM 
ADDRESS 


CITY & STATE 
EE GRE CE GRR BRE ce ce 
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Only Rogers gives this proof of performance! A dynamometer test report and com- 
pression graph telling you the engine you receive has met the highest standards of 


quality and performance. For details call your Rogers’ distributor or write John Rogers 
Company, 1060 Huff Road, N.W., Atlanta, Georgia. 
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Alter 15 Years In The Making. . . 


Is Yours Distributor & Customer 


SCP OSTELG, 7 \ Vor Balrhuior & Casio 


For 15 years you have been designing an auto- 

motive air conditioner. Each time you expressed 

your opinion you drew another specification 

toward development of the ideal product. 

Lindustries Engineers, who designed and built Frostemp was tested and accepted through a 
the first independent auto air conditioner in carefully selected group of Distributors from coast 
America, translated your opinions into design, to coast! The amazing proof of Distributor and 
engineering and production of the perfectly pro- Customer approval is reflected in these unsolicited 
portioned Frostemp for ’60. reports: 


We are very pleased with the Frostemp unit. The public likes 
them very well. Texos 


| think you have a terrific unit, //linois 


| like the way it installs, the controls and the way it cdals 


quietly. | think you have one of the best units on the markef: Frostemp price and performance has placed us in a leading 


position in local Auto Air Conditioning. California 


” 


Names and addresses of these executives will supplied by Lindustries! | 
Quietly Recirculates Air In 30 Seconds! Exclusive Hidden Comfort! as 
Two additional concealed louvers (diffuse a genile/flaw of air over 


Powerful twin squirrel cage blowers are placed in front of the coil ‘ 2 
the floor area keeping it pleasantly\@ool. This péw 40fhcépt in complete 
and pull air over the entire cooling fin surface. Frostemp coois, car cooling eliminates uncomfortable ~tontentraied streams of cold 


purifies, dehumidifies and recirculates the air in the average car air characteristic of side louvers! 


every 30 seconds! A Profitable Salesman! 


Engineering perfection, beautiful styling, coast to coast advertising 
Economy Performer! and free dealer aids make Frostemp for ‘60 your most profitable 
. 
salesman! Price lists and other information, including information 
/ the st / , : 
Rock-bottom in maintenance And the standard of perfection on Frostemp foreign ond economy car units available now! All 


in complete car coolability! inquiries are confidential! 


hhh bbb WZ con TA CT 


A LINDUSTRIES POLICY = ame 
Only One Authorized Distributor To Any Given Trade Area! — LINDUSTRIES, Inc. 1041 Foch Street 
industries policy of one Distributor to a given trade R=, | Fort Worth, Texas L-! Phone EDison 2-7933 


area is a progressive marketing factor designed to 
protect aggressive, farsighted, ethical Distributors 
against unfair and unwarranted competition! | Name 








A A 


KL ie <= 4 
William E. Lind, Sr., President | Address 
Lindustries, Inc. 
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Certified... 


“CRANKSHAFT PROTECTION”’ 


GUARANTEE! 
CY) a1 : 


Certified Helps You Get the Rest of the 
“YARD AND GARDEN’ BUSINESS, TOO! 


=< ae ad Certified  Yu}scu 


POWER / 
EDGER-TRIMMER == 


4 
Model 5399 7 
jobs! i@ 


self-propelled 
POWER ROTARY 


SWEEPERS | seit-proplied 
Model 5455 Model 5415 POWER LAWN SWEEPER 
8 20 Model 5365—28 
8-bushel capacity 4-bushel capacity | 8-bushel capacity 











Certified power mowers are built to perform — 
—- to sell...PLANNED TO COVER EVERY CUSTOMER NEED 


- Feature-Packed 


Self-Propelled 


ROTARIES 


Model 2227-22 
with 2-speed shift drive 
Speed choices for all lawn 
needs, “High” for straight- 
way, “Low” speed range 
for hills and heavy work... 


Neutral” for free-wheel- 
ing operation. Recoil starter 


Model 2226-22” 
with 
SINGLE 


BEST IN BOTH TYPES 
OF REELS 


MODEL 2105 


MODEL 2115 
20" 


Deluxe 24” 
RIDING ROTARY 


with gear-free, full range Planitor Drive 
Easiest, one-lever operation for forward, reverse and acceler 
ation. No gears to shift! Constant blade speed, independent of 
riding speed to always assure uniform cut! 


\ | FREE-WHEELING 
ROTARIES in 
| at on sizes 


MODEL 
>’ MODEL 


WESTERN TOOL AND STAMPING CO. Dept. 10, 

2725 Second Avenve * Des Moines 13, lowa 
Gentlemen: Rush me details on Certified 
including the story about your CertiFIVE 
“EXTRA PROFITS" PLAN! 


Manufactured by WESTERN TOOL AND STAMPING COMPANY 


2725 Second Avenue, Des Moines 13, lowa 





EXTRA WEIGHT ALONE SELLS IT, 
but that’s not all... 


Nothing sells mufflers like weight—and Merit has 
the weight that sells. The fine, solid weight of Merit 
says, ‘““Here’s a muffler with more heavy-gauge steel 
in its construction. Heavier outer heads. Heavier 
shell. Heavier inner parts. All to resist corrosion 
longer.” But that’s not all... 

To clinch sales, Merit’s heavier steel is coated, 


too. 3 out of 4 Merit mufflers you sell have coated 


steel shells, and some of the fastest-moving numbers 
are coated completely, inside and out. And inside 
there’s “‘Anti-Rust’’ design that keeps Merit Muf- 
flers dry, cuts corrosion to a minimum. Your Merit 
sales pitch is simply unbeatable. 

Make your move to Merit now. . . call your jobber. 
Tell him you want to cash in on Merit, the fastest 


growing muffler line in the industry. 


The big move is to 


MUFFLERS AND PIPES 


a 
Me RI | , Dept. 5A, 619 Smith St., Toledo 1, Ohio 


because Merit makes sales happen 


Want more facts? Use Reader Service Card Page 89 
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The Shop Sells Our Cars 


W' LOOK upon 0 rvic By PETER ZOURDOS facti 
partment a oul greatest General Manager, The chance 


Cranson Rambler, Inc., Bethesda, Md. troubles. win 


or om] 1On 


al 


source of new-car sales 
In an area like Bethesda where 


a new-car prospect Is very malin- al top managem 


te them 
tenance-conscious and_ inquires, service trouble 
“How is your service department?’ manager, that the 
we cannot afford to give I than ! in itself di \ some 


absolute concern for every } antipath Ss 


f 


demonstraticn of nearte 


leave here nave con 


If we have to 1OV 1eaven and I l commun! 

earth, we have doll 

customer is Satl 

satisfied, happily 

pleased. How can Suggestions from customers included this one: “Live up to promises of 

the service manager as to time and rates.”’ Others have suggested “more 

servicemen with more direct answers” and “the charges were excessive; 

dividua] custom- service manager too brusque.” Compliments also have been received from 
the shop trade on these perforated, folded cards requiring no posiage. 


er? By getting, o1 


we paure oul 


uccess per in- 


trying to get, a 
customer s reac- 
tion to our work 
in every case ] 
Tp} r r car fo «4 —_ 
That i our daily l f bringing yo" . work The N 
or 
test Than yo 
We believe that ‘ia 
- vice ¥ 
we hold 15% ot os erunity to ser telephone 
The Oppo ike to have ossary , 
pe have ( 


\ 
; would ’ 
ory ane tou Wooo 
. with oul 


- Manage! 

ce Wyre a ao Maggio 
ed ove! 

tomer’s 


1] ] 
puliea oO 
ched 
tac 
wer the atte and I get 


e ou 
we hop 
rec ated 
sincerely 3PP 7: 
$s 
c car we Please 2° 
leas 
nts 
comme 
your 


our service vol- 
ume through our 
card and personal que 
follow-up service. yer wv 


was satisiact 


stionnaire 


A questionnaire ew Supers 
; Service 9 


is attached to 

every repair order to 

order, even on ground my 
; I first 


Lf 


minor jobs, in- 
quiring into the 
car performance, 


what was 
when, who 
ried it out, 


courtesy and ful- 
the charges were, 


fillment of pro- 
mised delivery 
time. We want to 
sift and catch the Was the work d 
gripes Though Was ‘your cer ready en 
management Is on 
hand all day long, 
a follow-up sys- 
tem is the only 
way to keep your 
finger on custom- 
er satisfaction 
regularly 
Customers are 
so genuinely sur- Telephone Number___ i—_ the 


“ : and check it a- 
‘hare on, gainst the com- 
plaint Then I get 
on the telephone 
: reaching the man 
poe pepeee Me hoage Sele 3 at his 


HAVE YOU ANY SUGGESTIONS FOR IMPROVING OUR SERVI work o1 


Thi 


have 

ed youl 
Signed___ j - - commenting 
work don 
Oul service 


prised when I call 
partment. We 


them up and in- 
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A new-car prospect is introduced to Service Manager Maggio. 


gret you were dissatisfied and 
would like the opportunity of talk- 
ing over the trouble with you and 
doing the job over to your complete 
satisfaction. Would it be possible 
for you to bring your car in to- 
morrow (or today) at — ? We'll 
check it and road-test in your 
presence. We shall have the serv- 
ice manager on hand to see that 
everything is properly handled this 
time.” 

This really overwhelms the cus- 
tomer. Sometimes so much so that 
when he comes in, all his troubles 
seem to have evaporated. Some 
even have difficulty recalling what 
the gripe was about. However, I 
do not want to minimize the legit- 
imacy of some complaints. They 


are real all right 

At the appointed time I have 
Service Manager Joe Maggio in the 
office, and with the records in front 
of us, we listen to the symptoms as 
the customer describes them. Then 
the three of us road-test for ten to 
15 minutes, I driving with the cus- 
tomer beside me and the service 
manager in the rear watching and 
listening, as we try to simulate 
road conditions which bring out the 
car’s ailments. My presence lends 
authority and company concern for 
fairness to the interview; the serv- 
ice manager puts at the customer's 
disposal his mechanical expertness 

Upon our return we try to take 
immediate care of the job, if pos- 
sible, but if we are filled up or the 


A customer who has complained about a noise in the rear of his car gets 
the combined attention of the general manager and service manager. 


General Manager Zourdos shows her around the shop. 


job may mean extended time, we 
promise a delivery time. If the cus- 
tomer wishes, we deliver the car 
and pick it up. 

I can best illustrate results with 
a few examples. A card came in 
complaining that we had let a car 
go out that developed a great noise 
in the rear. Persuaded to come in, 
Mr. T pointed out the trouble 
He was correct. A loose lug nut was 
found in the right rear wheel. We 
not only took care of the lug nut 
but gave the car a good going-over, 
noticed that the rubber weather- 
stripping had loosened in a spot, 
and took care of that too. We re- 
gained an old customer 

In another instance a 
customer complained that our 
prices were exorbitant and she 
thought she had been charged too 
much. No one was more surprised 
than she when I called her, after 
looking into repairs and charges, 
and invited her to come in and 
talk it over. It is possible, I sug- 
gested, that we made a mistake. 
When we went over her bill, 
we found we had charged her 
for an ignition switch which should 
have come out of warranty. She 
was very much pleased with a re- 
fund. 

One customer who complained 
to us of a noise in the rear when 
he parked his car was urged to 
bring it in. As every dealer knows, 
it is sometimes extremely difficult 
to hear what the customer hears 
when he is driving. That rainy 
afternoon I believe we backed that 
car up to the curb 20 times before 
we heard a sound. When we did, 
the service Manager was quick to 

(Continued on page 66) 


woman 
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By BILL HERBERT 
Editor 


_— volume is going to run higher this year than 
/ last year, in the opinion of 71% of the franchised 


car dealers and garage operators answering a survey 
ent by SOUTHERN AUTOMOTIVE JOURNAL to 800 last 
month. 

Twenty-nine per cent said they expected the shop 


business to approximate 1959’s performance. None 
expected a downturn. 

Sixty-three per cent said their shop business last 
year through early December was ahead of the 1958 
total, ten per cent listed the same volume and 27% 
aid their volume was less. 

In a number of instances the volume climbed last 
year because additional mechanics were hired. Gen- 
erally these shops looked for less of an increase this 
year, unless they should further expand their per- 
onnel. 

Some said their dollar income was up also because 
of lifting their flat rate. (For the flat rate story, turn 
back to page 7.) E. J. Kayser, Jr., for example, said 
that shop volume was up 12% at Charles Clark 
Chevrolet Co., McAllen, Texas, where the flat rate 
of $4 was adopted last June 

A small-town Alabama Ford dealer chalked up a 
rise of 11%. He hired two additional mechanics the 
last quarter of 1959 and installed some new front- 
end equipment, both helping to push up his shop 
business. 

A Birmingham, Ala., General Motors dealership 
experienced a ten per cent rise in shop dollars, at- 
tributed greatly to carrying out a program of shop 
operation set up by a professional expert in the field. 

A. A. Collingsworth, the Buick-Lark-GMC dealer 
at Perryton, Texas, reported a rise of ten per cent 
due to “concentrating more on shop business and bet- 
ter mechanics,” augmented by newspaper advertising 
“and a lot of hustle.” 

Expanding shop services helped bring an increase 
of ten per cent at Beall-Cook Chevrolet Co. at 
Pearsall, Texas. L. B. Cook said that only local ad- 
vertising had been used to promote his shop. His flat 
rate of $3.50 an hour was adopted two years ago and 
he plans an increase this year. 

“New cars” aided Keating Chevrolet, Winnie, 
Texas, in boosting its shop volume ten per cent last 
year. The same increase should be felt this year, said 
Paul C. Keating. 
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Shop business should be up ten per cent this year 
for Schultz Tractor & Implement, Point Pleasant, W 
Va., said Howard Schultz. The company does con- 
siderable work for farmers. Its hourly rate of $3.50 
instituted in 1957, will be raised this year. 

Ben C. Greenfield reported shop business 15 
higher at Greenfield Electric Co., Garland, Kan. Hi 
labor charge of $2.50 an hour was installed in 1957 
and will berinorpased this year annen_ increase 
for this yeartiwere— less jane Teammer cs present 


charges were Fangin 8 WS; NC$4,-ppA- $5 50.) 

Harry P Penne on rere ey. = a w’-fer the ten 
per cent inner: santa at Harty Theall’$ Garage 
in Lake Chaefestibat He ‘looked for no increase this 
year over shop activities last year 

A Beaumont, Texas, “Big Three’ dealership re- 
ported a drop of 25.2% due to “general business 
slump in this area,” but looked for a climb of ten to 
20% in shop business this year. 

A small-town Kansas Dodge dealership predicted 
the new year would bring a rise of five per cent in 
its shop dollars. 

The steel strike was credited with shrinking shop 
volume two per cent at Bernie’s Belair Road (Balti- 
more) Chevrolet. The mechanical rate of $5 an hour 
was adopted there last January and no further in- 

(Continued on page 62) 


This card, once it’s filled out, is attached to 
the rear-view mirror. It’s part of the best pro- 
motion plan found yet for Motordrome, Inc., at 
Sheffield, Ala., said Lester L. Roblin, service 
manager. “I find that most customers will come 
back to you for any service need that has been 
checked out on the card,” he said. A life-time 
lube card for new- and late-model cars has been 
far superior to any follow-up plan, he reported. 


Battery Electrolyte Level 
Cooling System 

Fan Belt 

Power Steering 

Nir Cleaner 

Windshield Washer 
Exhaust System 
Brake, 
Tires 
Automatic Transmission Plaid 
Head, Tail Lights, et¢ 


Universal Joints 


Steering Wheel Seat Clean 


Next Lubrication Needed At 





Good Shop Volume 


es 
“at 


age Sea Ry 
a 


By E. M. LOWERY 
Technical Editor 


mn Business which we 
Service: 

Just what are you doing about 
it, Mr. Service Manager? Are you 
getting your shop’s share? Or, are 
you allowing your shop volume to 
gradually “fall off’ because of: 

1.—Mis-managed facilities. 

2.—Lack of proper tools and 
equipment. 

3.—Lack of 
personnel. 

4.—No “follow up” 
system, and no service advertis- 


properly trained 


customer 


ing. 

5.—Poor quality of 
hip. 

6.—Poor customer relations. 

To be successful, a service de- 
partment must have correct man- 
agement control over each of 
these items. 

Let’s look at them, one by one: 

Item 1. Service facilities: What 
does your service customer see 
when he or she drives his car 
into your department? In far too 
many cases, they will see old and 
faded signs advertising service 
specials, tools and equipment 
scattered helter-skelter on the 
floor, making it dangerous even to 
step out of a car. Maybe dust- 
covered parts and accessories 

Surely such a picture is unat- 
tractive and doesn’t make a cus- 
tomer think that such a shop can 
or would do quality work—or cre- 


workman- 
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ate a desire 
part to return 

Service facilities don’t neces- 
sarily have to be large and ultra- 
modern to be kept neat, clean and 
inviting. Look around your town 
you will find small service stations 
whose appearance is equal to that 
of any of the large “master sta- 
tions.” 

Most owners take pride in their 
cars and don’t care to have them 


and the repairs properly made 

We might say that today there 
is a tool for every job and there 
should be a place for every tool. 
If you see that the tools are kept 
in their proper place, much time 
will be saved by the mechanic 
Therefore his production will auto- 
matically increase. 

Item 3. Lack of properly trained 
personnel: No service manage! 
need be reminded of the shortage 
of skilled mechanics. This condi- 
tion can be relieved to a great ex- 
tent if the service manager will 
institute a shop training program 
which will include both group and 
individual instruction with regat 
to the new models 

Where factory training 
should attend 
insist that his mechanic 
Nothing can waste more 


are available, he 


than a mechanic on 
which he is is not familia 
an’t be familiai 
model unless he j 

A well-rounded 
gram will usually produce a 
itable shop operation 

Item 4. No customer follow 
vstem—ol service advertising 
We have to keep them comin; 
re pe at 


back: we must have the 


busine So, you should have 
finest owner follow-up t 
tainable, commensurate 
size of your business 
Well-planned sales lette 
go into the homes of your servic 
customers monthly, telling them 
what you have to sell, how well 
qualified and -equipped your se! 
ice department is to handle 
their service needs 


Believe it or not, m¢ 


From his two-generations-plus years of experience 
in the shop Ed Lowery cites six "bugs" that may 
be attacking your service sales. He's director of 
service at Lander Motors (Dodge-Simca), Atlanta. 


serviced in “dirty” Let’s 
clean up! 

Well-managed facilities call for 
getting the highest production 


possible from every square foot of 


shops 


floor space. 

Item 2. Proper tools and equip- 
ment: The screwdriver, pliers and 
monkey wrench days are gone 
forever. It requires special hand 
tools as well as major shop equip- 
ment to service today’s cars. 

Customers become more sold on 
a shop that has its tools and equip- 
ment arranged in a neat display. 
It makes them feel that their car 
trouble will be correctly diagnosed 


} 


like to be remembered and/0! 
minded that some one else is in- 
terested in the welfare of thei 
car 

There is one thing we should 
watch in all service promotional 
advertising: We must keep it hon- 
est if we are to create confidence 
in the minds of our customers with 
regard to our department. If you 
have “specials,” see to it that they 
are honest’ specials—not_ just 
“come-ons 

Item 5. Poor quality in work- 
manship: Nothing will undermine 
a good follow-up program and 

(Continued on page 66) 
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Two Questions Face Dealers in ‘60 


ae astm or no prophet, just 
tell me what you think of 
the auto business, from a dealer’s 
angle, in 1960.” So said Bill Her- 
bert, the genial editor of SouTH- 
ERN AUTOMOTIVE JOURNAL, and 
before I knew it, I said, “Okay.” 
So there you are, and here I am, 
scratching my head, wondering 
what the will happen in 
1960! 

Of course, the steel strike had 
its effect on both public and deal- 
ers during the last quarter of ’59, 
and we must also realize that any 
predictions I make might be 
knocked into a cocked hat by an- 
other steel strike after January 
26. 

I wrote this article in mid- 
December, right after returning 
from two meetings which involved 
the Dodge National Dealer Council 
and the executive board of NADA, 
so I had the opportunity of talk- 
ing with factory people in Detroit 
and with two sets of dealers from 
all over the United States. 

I don’t know the reason for all 
the optimism, but none seemed to 
think there would be any more 
steel strikes, and certainly from 
all I gather, the planners at all the 
factories are preparing to produce 
more cars the first quarter than 
they ever produced before. 

There will be plenty of cars in 
1960, and a plentiful supply will 
be in dealers’ hands for the “so- 
called” spring market. This will 
probably be a good thing, because 
there seemed to be a pent-up de- 
sire on the part of the public to 
buy the new models when they 
were introduced last October. A 
lot of dealers report good business 
and good profits for a change, un- 
til the stocks dwindled away. 

I think the surge to buy, as 
proven by October sales, was due 
to two causes: the excitement 
created by the introduction of the 
“compacts” and the general “new- 
ness” of the standard-size cars for 
1960. 

Certainly all the writing, pre- 
show advertising and _ general 
curiosity about the looks, sizes and 
prices of the compacts created an 
interest in the ’60 model introduc- 
tions that was far above normal— 
and many people who went to 
look, went ahead and bought a car 
when they discovered they could 
get what they wanted, regardless 
of fears of steel shortages. 


By JOHN H. LANDER 


President, Lander Motors, Inc. 
(Dodge-Simca) 
Atlanta, Ga. 


The author is one of the nation's 
best known franchised car dealers. 
He is treasurer of the National 
Automobile Dealers Association 
and is in line for elevation to the 
vice presidency later this month— 
or even the presidency. Last month 
he was reelected chairman of the 
Dodge Dealer Council. He is a 
past president of the Georgia 
Automobile Dealers Association 
and the Atlanta Automobile Asso- 
ciation. His firm is one of the 
world's largest Dodge dealerships. 


So it was that many dealers re- 
port that their salesmen dis- 
covered they could ask for and get 
decent grosses on both compacts 
and regular cars. These dealers, by 
and large, look ahead for a good 
year in 1960, provided we don’t 
run into a year of overproduction 
on the part of the factories. So, 
here are our two questions for 
1960: 

1.—Will the dealers retain good 
grosses and improve their profits, 
after stocks get plentiful? 

and 

2.—Will the manufacturers re- 
frain from producing more cars 
than the public wants to buy in 
1960? 

Let’s consider the first question. 
There has been a slow but im- 
proving increase in dealer profits 
during 1959. More dealers seemed 
to know what they were doing, 
and more dealers were reporting 
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profits than in the previous years. 
We at NADA have certainly tried 
to focalize and educate, through 
business management meetings, 
conferences, “profit rallies,” mag- 
azine articles and word of mouth, 
the importance and necessity of 
operating at a profit in all depart- 
ments of a dealer’s business. May- 
be it’s helping and I hope that 
heavy inventories, come summer, 
won’t cause dealers to overlook 
profits and go out and lose all I 
predict they’ll gain this spring. 
The sad part of our business is 
that lots of dealers probably will 
lose important money when they 
should all have a great year in 
1960. It just seems that though all 
dealers should know that their 
expense of doing business will be 
from 13% to 15% of their sales 
volume, there will be dealers who 
can’t resist the exciting urge to 
sell lots of cars for a mere 5% to 
10% markup. These dealers are 
the ones who won’t make money 
in ’60 and may prevent many 


others from having a good year, 
because they also have an “urge” 
to meet this type of competition 

Anyhow, I think there will be 


lots of cars sold in 1960. The great 
majority of sales will be by the 
low-priced “four” and the com- 
pacts, but I don’t believe any 
other medium-priced cars will 
fade out of the picture. Practically 
all makes will introduce a com- 
panion “compact” sometime dur- 
ing the year, and that will help 
maintain the “excitement” of last 
October. 

I think imports will do all right 
also, but I don’t believe their vol- 
ume will equal their sales in 1959 

Now, what about that second 
question: What will the manufac- 
turers do? Certainly all their fore- 
casts are optimistic. They ell pre- 
dict a big volume year, from six 
to seven million cars, not counting 
imports. The big question will be 
whether the public will buy that 
many cars, at a profit to the deal- 
ers, or will the dealers again have 
to resort to bad practices in mer- 
chandising and financing in an ef- 
fort to move the factories’ over- 
production. 

I hope all factories will be satis- 
fied with reasonable volumes and 
not knock themselves out trying toe 
make every car they can squeeze 
from their plants. With the excep- 

(Continued on page 58) 














Buy Used Car? NO! 





By BARON CREAGER 


Southwestern Editor 


_ observer for SAJ recently 
arrived at a studied decision 
He had bought his last new ca! 
Henceforth, he would spy around 
and pick up a good used car with 
many good miles left in it. There 
were too many good used cars on 
the market that were going beg- 
ging for buyers, he concluded 

This decision was explained 
his domestic partne1 

“Look,” he said to her, “we 
need a car, but it won’t be a new 
car. We are 
money on transportation after this 
and get good used cars. And, fur- 
thermore, we will escape that huge 
depreciation in the first year of 
the life of a new car.” 

She made no comment. Of 
course, she knows nothing abou 
cars except how to drive them 
And there are times when she 
thinks the judgment of this ob- 
server is excellent. Maybe this 
was one of those times. Still, there 
was the fact of her silence. Maybe 
she wasn’t thoroughly sold on this, 
an idea completely out of line with 
the pattern previously followed in 
this family in buying transporta- 


going to save some 
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tion. So this observer persisted 

“Now, consider our car. There it 
is with more than 80,000 miles on 
it. Of course, we need a second Ca! 
We need a newer car. Maybe a ’57 
or ’58. But our car is an illustra- 
tion of the long life they build i: 
to cars today 

“We can still cover the highway 
at 60mph all day long. That cai 
is in better condition than most of 
the newer cars owned by friend 
of ours. It has really been taker 
care of. Everything it ever needed 
it got and it generally got it befor« 
it was needed. Preventive main- 
tenance and all that, plus. Oil 
changed regularly, filter changed, 
universal joint packed, even the 
breather caps cleaned, front-end 
alignment checked and corrected 
regularly, front-whee! bearing 
packed before they change color 
That’s the way to get all of you 
money out of a car. Drive it, but 
take care of it. Why, I know lots 
of peddlers who don’t even think 
about trading a car until it’s turn- 
ed at least 100,000 miles.” 

Still she didn’t say anything 
Just sat there looking calm and 


He was all set to 
buy one, but some 
things happened to 
reverse his ideas. 
Franchised dealers 
failed on service. 


thoughtful for a minute. Then 
“How will you know who’s had 
the car we might get and how it’ 
been taken care of?” 
“Easy,” this observer assured 
in dealershiy 


right car 


er. “I have friend 
who will pick us up the 
They wouldn’t sell us a car that 
wasn’t right.” 

Still she didn’t say mu 
thing, which could have been 
tip-off that this observer was des- 
tined for some disillusionment 

Anyhow, on the next trip out of 

t 


town, this observer was intercept- 
ed by a long distance call from one 
of the friends among dealership 
salesmen who had gone to work 
on this project. This salesman had 
found just the car we were 
ing for. To shorten the narrative 


we drove the car six or eight mile 


leok- 


when we returned home and told 
the alesman we would have 
think it over for a day 

Actually, there wasn’t 
think about and there wa 

iy about it to one 

vas a rank disappointn 
only 30.000 miles on th 

30.000 
tand—it wa o much 


miles howing 


n so Many spect 
30.000-mile car thi 


have traded even 
Then another 

of a competing deal | 

about a car he had traded for. Ws 

looked it over. We drove it. It 

didn’t measure up to expectation 


friend, 
calle d 


either, and by this time the in- 
piration to save money Dy pick 
ing up a good used car was losing 
some of its luster 

With two disappointms 
uccession, there was an obviou 
conclusion for this observer. We 
were shopping for a used car in too 
low a price bracket. We needed to 
climb on up into the better used- 
car class and made known our wil- 
lingness to consider some of the 


{ n 


higher-priced used cars 
As a result of this transition, 1t 
was not at all difficult for a sales- 
man-friend to come up with a ’59 
(Continued on page 68) 
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- t xt Re oe 
A good shop foreman is promptly at the side of a me- On those days when customer labor is slack, he will 
chanic on a tough job in order to avoid loss of time. see that the used-car lot provides work for the men. 


xX for a Shop Foreman 


A ;00D shop foreman can - BY THOMAS HOOK 


rease customer labor \ Sales Manager, American 
by 40 Service Center 
The competent shop foreman i (Studebaker-Packard, 
Mercedes-Benz) 
Arlington, Va. 


a skillful and efficient mechani 
with a thorough knowledge of the 
product you are merchandising a 
well as other products, has won the 
respect of his men because he has It appears necessar} 
retained thei point of view despit« foreman to have yeal 
many demands on him, and com- perience in the product 
mands the authority to assign not only as a mechanic 
job » salesman and 

Because he can depend on hi » has had experience 
men, work flows smoothly and ef- the public: he unde! 
ficiently through his shop and thi lay description of ca 
can make a difference of as muc and knows how to 
as 40 in job turnove! about their car } 

We have found this to be true, nical terms 
and are reminded of it from time He ope! f st a back- 
to time when our shop foreman i 1 of I experience 
out on occasion due to illness. The in a variety of automobile make F: f unfau r in 
drop becomes evident at once. Not He has been schooled in manage- To keep them earning even when 
because our substitute is not a ment and has grasped t 
capable and eager foreman. He is view of the company administra- 
But a number of factors combine tion and can translate it into sho} 
to make a shop foreman the in- production. As one of the men in productive 
valuable person he can be to an the shop, even though he super- A good shop foreman is on hand 
idence at all times. He se that schedule 


iequacy 


I 
he point of job SiIOW up, he 


] 
i¢ 
from the 


automotive repalr operatio vises them, he has the conf 


I know there are efficient shop f his men; moreover, their re- ind promised vel lat are 
} I t, but also is ya he side 


whose foremen have never been pect, because he knows as much me 

mechanics. We believe this is gen- ibout car operation as they do fia 
erally not so. The best coordinato1 Our shop foreman makes diag- a mechanical 
between shop and management, noses and assigns jobs to the trans- help on. They work together t 
hop and sales department, shop mission, tune-up, foreign-car spe- figure out the trouble. His ap- 
and the public, is the foreman who alist, etc., but also makes certain proach to a mechanic’s perform- 
that these specialists are kept busy haughty, impatient o1 


mecnank n run into 


he need 


knows the mechanical operation of 
his product when jobs in their specialty ar 
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He sees that the mechanics are kept producing. 


are going to do it because it is my 
way and I have the right to tell 
you how.” 

Rather, it is a problem on which 
they probe cooperatively because 
there is mutual respect for each 
other’s ability. 

The capable shop foreman has 
no reservation about calling up the 
shop foreman of a competitive 
dealership when working on a dif- 
ficult problem of a competitive 
product. He thus avoids too great 
a loss of mechanic’s time and com- 
pany earnings. 

I know there are 
where mechanics run the 


operations 
shop, 


“Experience? Well, I’ve 


where mechanics are irked or in- 
different to the less-lucrative jobs 
and even turn down jobs. That 
does not happen here. 

A competent shop 
makes certain that equipment is 
checked daily, properly maintain- 
ed, that damage or breakage of 
tools and equipment get immediate 
repair or replacement, to avoid 
time loss and drop in earnings 
When he learns of a new and more 
efficient time-saving tool on the 
market, he recommends its pur- 
chase so that both company and 
mechanics will profit by its use 

He advocates a clean shop be- 


foreman 


fixed our power lawn mower more than once.” 
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And he has time to listen to a customer. 


cause a shop of neat, clean stalls 
means more efficient 
hip, higher morale and greater 
safety. He is very emphatic about 
returning a clean car to a cus- 
tomer free of any grease spot on 
a steering wheel or door handle 

The most productive shop fore- 
man is not a driver of his men, He 
is not at their backs constantly to 
speed up and beat time. He knows 
only too well that they will cut 
corners on efficiency if they are 
hurried. He knows the best job is 
obtainable only when a mechanic 
works at his own pace 

Many of our customers will see 
no one but our shop foreman. Of 
course it is equally true that many 
mechanics and our service man- 
ager have their customer follow- 
ing, too. But among other assets 
the good shop foreman should have 
the tact and patience to listen to 
irate customers, and 


workman- 


exacting or 
road-test with them. 

Jur shop works at capacity pro- 
duction throughout the year. It 
gets no special promotion other 
than a boxed plug in our newspa- 
per advertisements on new and 
used Cars. 

Asked to define how a shop, fore- 
man can best meet required quali- 
fications for his job, Wiliiam W. 
Barr said, “I’ve been a mechanic 
myself. I’m one of them. I’ve got 
11 good men and I respect the 
ability of every one of them.” 


Next month SAJ's veteran 


technical editor, who directs 
a huge shop operation in Atf- 
lanta, will tell how the owner 
can streamline his shop. 
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Air-Conditioner Units 


Add Shop Dollars 


MCALLEN, Texas, car dealer- 

ship is shooting for even 
higher sales of air conditioners 
this year than the 35 sold last sea- 
son, and the for talking 
these sales begins in February in 
this “Valley” region of Texas. 

Although most new cars sold 
today in South Texas have factory 
air-conditioning units in them, or 
the buyers of new cars authorize 
the installation of a conditioning 
unit at the time they purchase 
the new cars, there still is a profit- 
able market for air conditioning 
among the service customers of 
the average dealership. 

That has been the experience of 
Burns Motor Co. (De Soto-Plym- 
outh-Valiant). 

“Owners of the models a year 
and two years behind the current 
cars are the best and most logical 


“season” 


Service Manager Baker displays unit to prospect and su:ceeds in getting him 


prospects for air-conditioning 
units,” explained Grafton Baker, 
service manager, “and we concen- 
trate on these owners as soon as 
the season arrives for air-condi- 
tioning talk. Down here, we begin 
talking about it around the middle 
of February.” 

The company stocks two lines 
of conditioners to give a wider 
price range of $275 to $350. 

“Owners of cars older than two 
years are not prime prospects,” 
3aker said, “because they already 
are thinking of trading them in. 
Even though they may not trade 
for another year or longer, they’re 
not inclined to spend any more 
money than necessary to keep the 
older models running until they 
can trade.” 

The company sells air-condition- 
ing units through the dual effort 
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of floor contact and direct-maifi 
advertising, with a little news- 
paper space thrown in to aid the 
personal effort. 

“We concentrate on our own 
service customers,” Baker ex- 
plained, “because we think they 
are the most logical prospects, not 
only because they know us but be- 
cause we have fairly frequent con- 
tact with them through the serv- 
ice department.” 

Mrs. F. L. Burns, wife of the 
company owner, handles the di- 
rect-mail. She is an excellent and 
speedy typist, so she uses person- 
ally-typed letters rather than 
processed mailings to push air 
conditioning. 

She goes through the company 
file of customers who have bought 
new cars and segregates tem- 
porarily those cards representing 
cars no more than two years old 
which do not already have air con- 
ditioners. 

She then types out letters in 
her spare time, mentioning the 
company’s two lines and inviting 
them in to talk about air condi- 
tioning. 

With each letter goes a folder or 
folders featuring one or both 
makes stocked. 

She deliberately strings out the 

(Continued on page 54) 


to counter to consider purchase. 





‘60 Car Sales 
As We See Them 


By ROBERT L. OARE 


Chairman of the Board, Associates Investment Co. 


pe the adverse effects of the nation’s longest 
steel strike, our country’s economy, as measured 
by the gross national product, reached unprecedented 
heights during 1959. 

Since these comments are being written with the 
steel question still unsettled, it is difficult and almost 
impossible to forecast what progress will be forth- 
coming in general business activity in the immediate 
months ahead. If, after the conclusion of the 80-day 
Taft-Hartley ‘“‘back-to-work” order in mid-January 
a settlement is not reached, the entire nation will be 
faced with a tremendous burden both in terms of un- 
employment and lack of production activity. How- 
ever, if the steel strike is settled, we should be able 
to look forward to a further marked expansion in 
the nation’s economy at all levels throughout 1960 

The automobile business, and the automobile 
financing business, which Associates is primarily en- 
gaged in, has felt the pinch in the past month or so 
of a short supply of new automobiles in the face of 
growing public demand. However, taking into con- 
sideration the period since the introduction of 1960 
models, sales have held up exceptionally well. The 
public’s early interest in the new models, particularly 
the smaller economy cars, coupled with an expected 
favorable economic climate, would indicate a sub- 
stantial automobile market next year. 

Based on the availability of an ample supply of 
teel, some forecasters see the coming year as the 
largest sales year in the history of the automobile in- 
dustry with sales exceeding the 7.2 million record 
established in 1955. Our outlook is not quite so ex- 
pansive. We anticipate sales in the neighborhood of 
6.5 to 6.8 million, including foreign imports. It would 
seem a more optimistic outlook departs from the 
reality of the steel situation and overlooks the fact 
that both automobile dealers and lending institutions 
learned many valuable lessons as the result of the 
liberalization of installment terms in 1955. The re- 
laxation of sound credit principles—both the length- 


ening of maturities and the lowering of down pay 
ment requirements, coupled with the 1957-58 reces 
sion—proved a hard lesson for many. It is believed 
most lending agencies will vehemently resist any 
further deterioration in credit terms 

The potential for sales afforded in both the re- 
placement and growth markets would appear to sup- 
port the 6.5 to 6.8 million projection for next year 
During the past five-year period, an annual average 
of about 7.5% of the total passenger cars in operation 
have been scrapped. Then too, replacement demand 
will trend upward in proportion to the year-to-yea! 
rise in the total number of passenger cars on the 
roads and highways of the nation. Thus, it would ap- 
pear the replacement market should account for sale 
of about 4.5 to 4.8 million during the coming year. In 
our opinion the growth market should account for 
new-car sales of from 1.7 to 2.3 million 

Such an expansion in the total car population 1 
well in line with the average annual growth of about 
two million units during the past five-year period 
Contributing factors to this phase of new-car ex- 
pansion in 1960 will be the formation of new family 
household units and a step-up in two-car ownership 
As our standard of living continues to improve, more 
families will have the financial ability to purchase 
and maintain more than one automobile. 

While automobile financing is the principal source 
of business for Associates, we continue to develop 
and make available the financing services for pet 
sonal needs and other products. Our commercial 
financing facilities have been expanded considerably 
to meet the needs of business and industry with em- 
phasis on heavy machinery and equipment financing 

Today, Associates operates from coast to coast, 
with more than 300 offices operating under a staff of 
thoroughly trained personnel, equipped with the 
knowledge and experience necessary to provide 
worthwhile and needed credit to an expanding 
economy. 


"We anticipate (car) sales in the neighborhood of 6.5 to 6.8 million, including 

foreign imports. It would seem a more optimistic outlook departs from the real- 

ity of the steel situation and overlooks the fact that both automobile dealers 

and lending institutions learned many valuable lessons as the result of the liberal- 
ization of installment terms in 1955." 
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By S. WENDELL LEISHEAR 


Owner, Leishear’s Amoco Service 
Washington, D.C. 


W filters the month 
we ran a We had 
not sold a single one prior to the 
drive we put on. Ever since we've 
been selling 30 to 40 a month on 
the island or the lube rack. 

It just goes to show what educa- 
tion in an item can do. Today we 
consider this very profitable item 
a Must on late-model which 
we serve 

If you are not selling air filters, 
t's because you haven’t read up 
on factory literature. Someone has 
not had the time to study up on 
the function of the air filter. I 
hadn’t been selling any of the new 
type of dry filter. Of course I knew 
the oil bath type that was washed 
in a solvent and put back into the 
car. The dry type cannot be wash- 
ed and has to be replaced 

First thing I did after educating 
myself was to educate my person- 
nel. I got them together, explain- 
ed its importance to economical 
gas consumption, good carburetion 
and_ efficient performance. 
Then I put up a $10 prize for the 
top man who'd the 
number of air filters for the month 
I wanted every checked. I 
wanted every man to start educat- 
ing the customers to the new type 
of dry filter and why a replace- 
ment important when a 
car needed it 

First, I put up a display of a 
dirty, clogged-up filter in contrast 
to a new one. With a blinking light 
under the filters, the display at- 


E SOLD 97 air 


contest 


cars 


Las 
sell greatest 
car 


Was SO 








Filter Sales 
Help Us to 


Top: Station owner S. Wendell Leishear awards $10 to George Dixon 
for selling some 40-plus air filters during the month-long campaign. 
Above: Station Manager David Bowling explains to a customer how the 
regular changing of the new-type filters pays off in gasoline mileage. 


tracted attention and customers in 
the showroom asked what the item 
was. That was opening 

“Are you familiar with the new 
of dry air filter 
on cars?”’ Our nine personne! start- 
We told 
item 1 
than 
ail 


oul 


type being put 
ed asking every custome! 
what a wonderful 
was: a new air filter 
pays for itself. It permits 
clean filtered air—to combine with 
that the mixture 
carburetor. When 
air filter is so clogged with 
that air cannot get through 
equately, we told them, a satisfac- 
tory and air mixture cannot 
take place. An engine cannot per- 
form properly, may even stop run- 


them 


more 


can 

the 
dirt 
ad- 


gasoline 
to the 


50 


get 


gas 


ning. 

One of the best displays we had 
was a heap of dirty discarded fil- 
junked near the island 


ters we 
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overlooked anybody 
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that no 


‘ 


air filter we 


had every attendant and mechani 


initial the item on the 1 
had examined it 


This meant he 


There 


for oO 


working personnel of hi 
I told them that 


ul 


was 


staff 


( 


one 
f well-paid 


) 


the air 


other 


epair orde! 


incentive 
hard- 
igh 


fiiter wa 


a very profitable item for the co 


pan) 


the 


We pay excellent wages, 
men 


know 


that a 


and 


na 


station 


to be in a healthy economic 


to keep paying 


plained to 


good 
Oul 


neal 


50 


filters 


good wages, I 
them they 
selling job 
top winne! 


and 


old 


I ex- 
had to do a 
they did 
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Lets Get ‘Em Off 
to a Good Start! 


seme the times when you 
: were running late for work 
and you went out to crank up the 
old bus, you turned on the starter 
switch and nothing happened? 

Or maybe the battery and start- 
er did their job, but nothing else 
did. 

You didn’t get off to a good 
start! 

The same thing can happen to 
any of our customers unless we 
help them “off to a good start!” 

To do this means we must be 
sure that all units which might 


cause hard starting in cold weather 
are put in and kept in good order. 
It may be true that these units 
were serviced in early fall. Now 
it is mid-winter and such units as 
the battery, starter circuit, igni- 
tion system and fuel system should 
be checked at regular intervals to 
keep them in order, because cold 
weather operation is “rough” on 
them. 

The battery is called on for ex- 
tra duty in cold weather and unless 
properly cared for it can be the 
cause of hard starting more than 


Fig. 1—Note exterior condition of this battery—badly corroded and 
filler cap missing. It was just before failing to crank the engine. In- 
strument hook-up is for a capacity test. 


By E. M. LOWERY 
Technical Editor 


any other single item. Take a look 
at Fig. 1: 

Here are some checks to de- 
termine in a minimum amount of 
time the condition of a batte 
(12-volt): 

1.—State of charge (hydrome 
ter test). 

2.—Battery capacity test 

If a battery failure is encounter- 
ed, the cause may lie outside the 
battery itself. Do not be satisfied 
merely to recharge or replace it 
Find the cause of failure and pre- 
vent recurrence of trouble 

State of charge (hydromete! 
test): 

The hydrometer test is merely a 
means of determining the state 
of charge of the battery. This 
test will not necessarily indicate 
whether the battery is able to per- 
form its normal functions, such as 
starting. 

1.—Measure specific gravity of 
electrolyte in each battery cell 
(Fig. 2). The hydrometer tube 
must be held vertically. Do not 
suck too much electrolyte into the 
hydrometer. 

The float must be freely sus- 
pended in the electrolyte and the 
reading taken at eye level. If wa- 
ter has been recently added to the 
cells or battery fast-charged, the 
hydrometer reading will be false. 
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February: Grease and Oil Seals 


Next month's topic is one so vital to the safety and proper 
operation of any motor vehicle. From his two generations of 
shop experience Ed Lowery will lay out the details for you. 








Fig. 2—Testing specific gravity. 


2.—Correct hydrometer reading 
for temperature. When electrolyte 
temperature is above 80° F., add 4 
points (.004) to reading for each 
10° above 80°. If electrolyte is be- 
low 80° F., subtract four points 
for each ten degrees below 80°. 

3.—a. If the specific gravity 
readings are 1.215 - 1.270 at 80° F 
and variation between cells is less 
than 25 gravity points (.025), the 
battery presumably is at least 
three fourths charged and in good 
condition for further use or test- 
ing of engine electrical circuits. 

b. If the specific gravity read- 
ings are below 1.215 and the vari- 
ation between cells is less than 25 
gravity points, the battery pre- 
sumably is in sound condition and 
should be recharged before use 
or testing of engine electrical cir- 
cuits. 

c. If the specific gravity read- 
ings show a variation between cells 
of more than 25 gravity points, an 
unsatisfactory battery condition is 
indicated, which may be caused by 
shorted cells, acid loss or a worn- 
out battery. 

To determine whether a battery 
is a good battery, regardless of its 
state of charge, proceed with the 
battery capacity test. 

Battery capacity test (see Figs. 1 
and 3): 

This test is one means of de- 
termining whether a battery is 
functioning efficiently to a degree 


where it can be relied upon to per- 
form all of its duties properly in 
the vehicle. 

A 12-volt battery” that will 
maintain nine volts or better dur- 
ing a battery capacity test should 
be considered a good battery. To 
make this test use equipment that 
will apply a heavy electrical load 
to the battery with a carbon pile 
or other suitable means. 

Note: If test equipment is not 
available for loading battery, the 
starting motor may be used as a 
load. 

1.—Connect positive and neg- 
ative voltmeter leads to respective 
battery terminals. Connect am- 
meter in series with starting mo- 
tor or external load (Fig. 3). 

Note: Voltmeter clips must con- 
tact battery post or cable clamp, 
not the ammeter clips. 

2.—-Apply a load to the battery 
of three times the amperes-hour 
rating of the battery (example: 
3 x 53 == 159 amps) for 15 seconds. 

3.—With ammeter reading spe- 
cified load, read voltage, which 
should not be less than nine volts. 

a. If nine volts or more, battery 
has good output capacity and will 
readily accept a normal charge. 

(1) If specific gravity is 1.215 
or more, no service is required. 

(2) If specific gravity is below 
1.215, check charging circuit to 
determine the cause and correct 
as needed. The battery should be 
slow-charged for city driving. With 
highway driving and aé_e good 


LOAD (VARIABLE 
RESISTANCE) 


charging system, the battery 
should charge satisfactorily. 

Other electrical units: 

Faulty ignition: 

Causes of hard starting: 

1.—Primary circuit: 

a. Wiring: 

(1) Loose or corroded terminal. 

(2) Insulation cracked or worn 
through. 

(3) Faulty ground connection. 

b. Ignition switch: 

(1) Loose contacts. 

(2) Corroded or 
tacts. 

c. Distributor (see distributor 
difficulties 1, 2, 7, 9, 10, 11, 15, 16, 
17 and 19 below): 

d. Condenser weak or grounded. 

e, Faulty coil (see ignition coil 
difficulties). 

f. Overdrive 
equipped, improperly 
grounded. 

g. Faulty primary resistor. 

2. Secondary circuit: 

a. Primary circuit troubles. 

b. Wiring: 

(1) Corroded or loose terminals 

(2) Cracked or leaking cable 
insulation (Fig. 4). 

c. Distributor (see distributor 
difficulties 3, 4, 5, 6, 8 12, 13, 14 
and 18). 

d. Faulty ignition coil (see igni- 
tion coil difficulties). 

e. Faulty or incorrectly spaced 
spark plugs. 

f. Faulty spark suppressor or 
radio installations. 

Distributor difficulties (Fig. 5) 

Causes: 

1.—Contact point gap incorrect 

2.—Contact points burned, loose, 
pitted, or dirty. 

3.——Ignition timing too late or 
too early. 

4.—Distributor cap cracked 

5.—Moisture or oil in distributor 
cap. 

6.—High-tension 
corroded 


burned con- 


solenoid, if so 
wired or 


cable sockets 





OQOO00O 








Fig. 3—Capacity test. 


SOUTHERN AUTOMOTIVE JOURNAL for JANUARY 1960 














VOLTMETER 





in coil tower operating properly: 
5.—Wrong type coil or wrong Causes: 
polarity hook-up 1—Dead or undercharged Lat- 
6.—Primary or secondary circuit tery. 
2.—Poor battery ground or cor- 


troubles. 
Spark plug difficulties: roded battery terminals 
3 3attery cable’ broken 


Causes: 

1.—Plug does not fire or spark 
is weak 4—Teeth on starter pinion 
flywheel broken. 

5.—Shorted or grounde 


terminal cracked 


a. Porcelain cracked, carbonized, 

, 4 

or burned. 1 f 
b. Moisture or dirt accumulation coils 

, 


on porcelain 6.—Teeth on starter pinion 01 


c. Electrode gap not properly flywheel burred, causing starte! 
spaced (spark will not jump at to stick 


high speed) 7.—Poor ground due to loose 
d. Weak ignition coil tarting mounting bolts 
e. Spark plug wire broken o1 8.—Starting switch not « 
grounded. ing properly, 
2.—Electrodes and _ porcelain Excessive resistance 


burn at low mileages tation due to: 

a. Use of too hot an operating a. Bent armature shaft 
plug b. Distorted or cracked hi 
b. Use of certain types of gaso- c. Misaligned or tightly 


line having detrimental effect on engine bearings 
porcelain. d. Lack of lubrication 


Fig. 4—Bend a high-tension — c. Plug not tight on gaske e. Starter not properly 
be teplanek Se jou Ga 0 teak 3.—Fouled plugs: with engine, 
ing garden hose! a. Use of too cold an se of heavy engine ¢ 
plug 

b. Excessively rich carburetoi Armature shorted 
7 Conden r open oO ] rte mixture circuited 
8.—Spark modifier c. Engine oil passin pist 1] Dirty burned, 
5 rings commutator surface 


aking 


’ Use of some ty ar] 2.—High mica between 
9.—Contact arm spring weak 4. . enevens pe I 12 > . 


plug and coil suppresso! 11 mutator segments due to 
installations tator weal 


Starting motor inoper: rno 13 Dirt r broker 


broken 
10.—Contact arm rubbing block 
ily worn 
Contact arm plate loose or 
properly grounded 
Distributor cap inserts bent, Fig. 5—Dirty contact points, bad condenser, defects in cap or rotor. 


or badly burned. All cause hard starting. 


ISC 
13.—Distributor rotor burned, 
“orroded, or broken. 
4.—Grounded rotor or broken 
spring 
Distributor shaft or bush- 
worn, 
16 Low cam lobe 
17.—Distributor drive gear or 


oupling sheared or loose on shaft 
18.—Distributor drive gear or 
il pump drive gear not properly 
sembled (timed) 
sent or sprung distributor 
haft 

Ignition coil difficulties: 

Causes: 

] Primary winding 

a. Shorted (ignition current 
draw abnormally large - weak 
park) 

b. Grounded (ignition current 
does not drop to zero when con- 
tacts separate). 

2.—Secondary winding shorted 

grounded (weak spark). 

3.—Loose or faulty ignition 
switch contacts. 

4.—Loose or corroded contact of 
distributor to coil secondary cable 
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nzine oil 

Excessive lichting load due 
Car operation confined large- 

to night driving 

b. Tail and stop light wires 
versed. 

c. Stop light 
(closed at all times) 


switch inoperative 

d. Unnecessary 
lamps while parking 

e. Ground or 
ing circult 

4.—Abnormal accessory load due 
to use of: 

a. Radio 

b. Heater 

c. Windshield defroste1 

d. Cigar lighter 


use ol 


short in 


| 


9 


Spotlights 


Internal dischars 


Plates badly 


sulphated 
b. Cell leak due to crac] 
sealing compound 
c. Water 
height 
d. Plate sepal 
Fig. 6—All choke parts must operate freely. 6.—Radio 


to generatol o! re 


level not 
ators ineffective 
suppre connected 
ulator field 
terminal 


} tter . 
battery F atic headlam}; 


drive 

14 Overrunning 
ping 

15 Solenoid switch not engag- 
clutch drive due c 


clutch slip- Frequent use of starter moto! Cau 
Excessive use of 
due to difficulty in starting eam units 
Faulty starter moto! 


Excessive engine 


Starter mo- 


Sockets 


ing overrunning 


Loose o1 


o disconnected friction o1 


solenoid-to-yolk d 


(Cont 
link 
16 Brushes 
properly due to 
a. Brush _ holders 
sticking. 
b. Weak o1 springs 
c. Bent brush arms 
da. Brushes worn too short. 
e. Excessive brush spring 
ion 
f. Incorrect type of brushes 
g. Brush 


loose 


functioning 


THERMOSTA 
SPRING 


broken 
holde: 


ten 


connections or pigtail 


Frequent recharging of batters 


necessary 

Causes 

l Insufficient cur! 
battery 


Fig. 7—View of 


a. Glazed or burned generat typical choke. 
ommutator. 
b Incorrect 
etting 
c. Regulator contacts oxidized or 
burned 
d. Sulphated battery or corroded 
battery terminals 
e. Regulator not 
f. Loose connections o1 


voltage 


grounded 
grounds 
1 lighting or ignition circuits 
g. Slipping fan belt 
h. Wrong size 
pulley. 
2.—Excessive starting load caus- 
ing abnormal current flow from 


generator drive 


WARM AIR INTAKE 
FAST IDLE CAM 
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BODY SHOP OPERATIONS 











ix It with Plastic! 


By E. M. LOWERY 
Technical Editor 


"eer metal, fiber filler, plastic 
solder—call it what you may, 
this new method of making body 
and fender repairs is rapidly re- 
placing the old-fashioned method 
of tinning and ieading metal sur- 
faces. 

Tests have proven that repairs 
made with plastics are stronger 
and more durable than those in- 
volving lead. Plastic has a far 
greater impact resistance than 
lead. 

Plastic rebounds safely from 
blows hard enough to damage 
sheet metal. It withstands a pull 
much greater than is required on 
body and fender application. It 
holds its shape under severe 
strains where lead would bend and 
stay bent. It is unaffected by vary- 
ing weather conditions. 

This new-type solder is sold in 
kits which contain a supply of 
resin with curing agent or harden- 
er. The application procedure is 
simplified so that little training 
or know-how is required to do an 
expert job. In repair work, this 
is contrasted with the years of ex- 
perience normally necessary to ac- 
quire the art of filling a hole with 
lead, especially on vertical, sloping 
or overhead surfaces. 

Plastic solder can be spread at 
room temperature on the side of a 


body or fender without loss of ma- 
terial. Little or no skill is required. 
In the thousands of applications 
that have been made throughout 
the country, no failures or “fall 
outs” have been reported. This ex- 
cellent record is largely due to the 
adhesive characteristics of the 
resins on which the solders are 
based. 

Changing the methods of metal 
surface repair, established over 
several generations, however, is 
not easy. Many of the older body- 
reconditioning men are reluctant 
to accept the plastic solder idea. 
In several of the first trials, where 
instructions had not been follow- 
ed, the results were not as satis- 
factory as expected. At the shop 
level, this has been corrected by 
more thorough instruction and a 
complete explanation of the new 
method and material. 

Plastic solder is useful in the 
same way as lead or tin, for the re- 
pair of cracks, dents, gouges and 
abrasions. This is possible because 
the resin solder can be built up in 
a series of layers through succes- 
sive curings. A great deal of skill 
is required to perform a similar 
job with lead, for heating previous 
layers of metal without softening 
presents a problem. 

Also, because of its ability to 








February: Have Gun, Will Paint 


But it takes more than a gun to do the right kind of refin- 
ish job, as Ed Lowery points out next month in an article 
taking up step by step toward a bright and lasting climax. 








This is the old method of torch and 

flame, Note the amount of lead 

on the floor. The new method 

eliminates the waste and fire haz- 
ard. 


cure at low temperatures plastic 
solder does many jobs that would 
be dangerous with the lead-and- 
torch method. 

For example, in repairing small 
holes in a gas tank, the tank need 
only be drained-—not steam clean- 
ed. Heat lamps and air-drying re- 
place the torch, Plastic solder re- 
pairs can be carried out under and 
on the dash without damage to in- 
struments, The material can be 
used also in filling holes close to 
the interior trim without danger of 
scorching fabric. 

Plastic solder did not become 
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practical as a “foolproof’? method 
of replacing lead until a suitable 
resin had been found. The high 
degree of adhesion offered by cur- 
rent-type resins cleared the way to 
formulation of successful solders. 
Lead, by comparison, has poor ad- 
hesive characteristics. 

Time saved by using the plastic 
solder method is truly remarkable. 
On a typical job, where one to one 
and a half hours would be required 
for leading alone, the filling and 
finishing can be done with resin 
solder in 15 to 30 minutes. Prep- 
aration and finishing procedures 
remain the same in both cases. It 
is in the application of the filling 
material where time is drastically 
reduced 

Under both systems, bumping is 
recommended. Surface must also 
be cleansed and dirt, wax and road 
scum removed. Sanding is required 
to remove rust, old paint and scale. 
Use No. 16 open coat disc. Such 
steps are vital to promote ad- 
hesion. 

After application, plastic solder, 
like lead, can be disc-sanded to 
eontour. Priming and painting pro- 
cesses are similar in both cases 
However, in the final steps the 
resin method has another great 
advantage over lead. There is no 
acid or corrosion problem, and 
consequently no danger of poor 
paint adhesion later. There is no 
need to apply an acid neutralizer 
as is necessary in painting lead 
fill 

A brief description of the meth- 
ods of applying plastic solder in- 
dicates its simplicity of application 
After surface preparation, the de- 
sired quantity of resin is mixed 
with the hardener, using equal 
proportions—or follow directions 

Manufacturers usually recom- 
mend scooping out the same size 
globs of each material on a piece 
of clean cardboard or glass. Resin 
and curing agent have the consis- 
tency ef soft butter and are mixed 
thoroughly. Each “batch” or “mix” 
has a useful life of about four 
hours, providing enough time fcr 
a number of repairs. Many shop 
have found it convenient to make 
up one batch in the morning, and 
another for the afternoon repairs 

Next, the surface of the area to 


Top and center: There are various 

type “kits.” With some you mix 

half and half; others you add a 

solvent to obtain the correct con- 
sistency. 

Right: It’s necessary to work cut 

all air bubbles to prevent pin holes. 





be repaired is preheated (with an 
inexpensive butane torch or a heat 
lamp). This step is necessary to 
remove moisture and grease to 
assure good bonding. The mixture 
is then applied. It is worked into 
the repair with an ordinary putty 
knife or paddle. Smoothing ever to 
roughly follow the contour of the 
surrounding metal take but a 
minute or two, The patch 
cured 

Fanning the plastic with a torch 
activates the hardener and the 
resin hardens so that the area be- 
comes solid in about a minute. If 
heat lamps are used, the cure 
about ten to 15 minutes w 
infra-red lamps set up 12 
off the surface. After this time 
the surface is sufficiently harden- 
ed to permit sanding 

Smoothing the whole area 
done in the usual manner. Prim- 
ing can be done immediately 

A good soldering man can do 
more jobs with less material—and 
at a greater profit. In addition to 
being more than 70% faster, plas- 
tic sé ‘rr costs less (measured by 
volume) than lead and gives great- 
er coverage. In many cases, a third 
or more of the lead, applied to a 
job, spills on the floor a complete 
waste. 

So, try this method of 


fender repai! 


Changing Oil Pressure 
May Occur on Dart 


ween Division has issued the 
following service bulletin 

Should a condition of low or 
intermittent oil pressure be en- 
countered on a 1960 Dodge Dart 
equipped with a 225-cubic-inch 
six-cylinder O.H.V. engine, the fol 
lowing information will be of as- 
sistance. Should the mentioned 
condition be encountered, it may 
possibly be caused by the oil 
strainer not being correctly align- 
ed. 

It is possible to observe the 
position of the strainer with re- 
lation to the oil pan through the 
oil pan drain hole. The strainer 
must be located flush and parallel 


Top: Material ready to be applied. 
Center: Applying the plastic ma- 
terial to the damaged sheet metal. 
Left: Material may be finished for 
painting either by filing or sand- 
ing. This roof panel was badly 
damaged but was made to look 
like new in half the time required 
by the old method. 





with the bottom of the oil pan and 
with approximately 4%” clearance 
from the bottom of the oil pan. If 
the strainer is not positioned in 
this manner, it will become neces- 
sary to remove the oil pan and 
position it correctly. 

If it is necessary to remove the 
oil pan to properly position the 
strainer, you must insure that the 
pipe is installed tightly as a loose 
pipe will also cause an indication 
of low oil pressure. 

Caution: To prevent the pos- 
sibility of oil pan gasket leaks 
when installing oil pan gaskets on 
the 225-cubic-inch six-cylinder 
engine, the following procedure 
must be used: 

1.—Clean all gasket surfaces and 
adjacent areas 

2.—Install the cork rail gaskets 
to the block, using a dab of sealer 
to hold it in position. 

3.—Install the front rubber 
molded gasket on the chain case 
cover. 

4.—Install the oil pan and tor- 
que the oil pan attaching bolts to 
200 in./lbs 

Note: Failure to follow thi: 
cedure mav p bly result in an 

| leak 


American Motors Deals 
With Brake "Popping" 


pro- 


has is- 


| ata Motors Corp 
i sued the following 
bulletin 

In some Cases 


service 


product reports 


advise a popping or snapping nois¢ 
in the front brakes upon brake ap- 
plication and attribute the condi- 
tion to an improperly welded hub 
and drum. Actually the drum is 
not of welded construction. The 
drum metal is fused to the hub 
plate when cast. The apparent 
opening which is attributed to im- 
perfect welding is of no conse- 
quence 

The condition is 
tool marks occasionally remaining 
in the brake shoe contact area of 
the drum. Replacement is not re- 
quired as polishing the drums to 
remove the tool marks with abra- 
buffing stone is ef- 


the result of 


sive cloth or 
fective 


American Motors Cautions 
On Cam Angle Change 


ecg Motors Corp. has is- 
l sued the following service 
bulletin: 

The Autolite distributors used on 
the 1960-model cars have an in- 
herent characteristic which causes 
a change in distributor point dwell 
or cam angle when the vacuum ad- 
vance unit is operative 

The cam or dwell angle change 
is a result of the movement of the 
movable point follower toward th: 
cam, caused by a single-point pivot 
used on the vacuum advance 
breaker plate. This movement to- 
ward the cam increases the point 
spacing, hence reduces the dwell 


angle, 


“Fasten your seat belt. Here comes the bill” 
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Rambler Rebel and Ambassado1 
series distributors could have as 
much as 6° to 8° reduction in dwell 
angle when the vacuum advance 
mechanism is in advance position 
This is considered normal and has 
negligible effect on ignition timing 
The dwell change is figured into 
the design of the unit 

Rambler American breaker plate 
geometry differs from Rebel and 
Ambassador series. A normal re- 
duction in dwell angle on this dis- 
tributor would be 1° to 3° when 
vacuum advance is operative. 

It is important that point spac- 
ing be correctly set and feele 
gauge or dial indicator method be 
used in preference to dwell mete! 
for setting point spacing on Auto- 
lite distributors used on our 1960- 
model cars. 

The dwell meter can be used a 
a diagnosis tool and for checking 
distributor shaft bushing wear, 
but should not be used to adjust 


point spacing 


Tubeless and Snow Tires 
Continue Upward Trend 


— for tubeless and snow 
tires has 


steady upward trend, according t 
the 23rd annual “National Auto- 
mobile and Tire Survey,” com- 
pleted by Alfred Politz Research, 
Inc., under of Look 
magazine 

The study, which covered pri- 
non-commercial 
tubeless 


developed into a 


sponso! ship 


vately - owned, 
cars only, showed that 
tires, as of 1959, represented 45% 
of all tires on the road—a four pe! 
cent climb over 1958. The replace- 
ment tire market disclosed a 
greater gain, with tubeless tires 
37% of all re- 


; 


now comprising 
placement tires in use, compared 
with 29% a year ago. 

For future replacements, 42% 
of car owners plan to 
buy tubeless tires next time. All of 
the 1959 
consistent 
four-year period, it was claimed 
In 1956, 35° of car owners said 
they would buy tubeless tires on 
their next replacement purchase 
In 1957, the figure was 38% and 
in 1958, 40%. 

Similarly, use of snow tires con- 
tinued a steady march upward, 
amounting to from one to three 
per cent gain annually. The 1954 
report showed 13% of car main- 
tainers using snow tires. During 
the winter of 1958-59, 22% 
snow tires, and a full 25% indi 
cated they plan to use them this 


surveyed 


represented a 


figures 
i during a 


annual rise 


used 


winter. 





1960 PASSENGER-CAR SPECIFICATIONS 
(Souped-Up Specs on Standard Models Are Not Listed) 


TREAD ENGINE FLUID CAPACITIES WHEEL ALIGNMENT 


MAKE AND 


MODEL Max. 


Torque 
at 
R. P.M. 


Bore 


and Caster 
Stroke 


Degrees) 


Camber 
Degrees) 


ment (Cu. In. 
No Heater 


pression Ratio 
(Qts.) 


~ Crankcase Cap. 


(Qts.) 


Piston Displace- 
~ Transmission 


Std. Wheelbase 
No. Cylinders and 
Valve Arrangement 
Taxable H. P. 
Standard Com- 
"Fuel Tank 
Gals. 
Cooling System 


| 


~—em | 


384@2400 364 |10.25-1 
445@2800 401 |10.25-1 
445@2800 401 |10:25-1 


0625 to .1562 
0625 to .1562 
0625 to .1562 


4.125x3.4 (54.45 250@4400 
4.1875x3.64/56.11 325@4400 
4.1875x3.6456.11 325@4400 


BUICK Le Sabre 
BUICK Invicta 
BUICK Electra 


<< 
eee) 


AWD 


CADILLAC 62 Sedan, 62 Coupe, 62 
Coupe de Ville, 62 Sedan de Ville 
and 60 Fleetwood 

CADILLAC 62 Eldorado, Seville, 
Biarritz and 75 Fieetwood 


CHEVROLET 6 
CHEVROLET 8 (283 cu. in.) 
CHEVROLET 8 (348 cu. in. 
CHEVROLET Corvette 
CHEVROLET Corvair 


430@3100 10.5-1 d 2 12 to 


435@3400 


4x3. 875 325@4800 390 
4x3. 875 325@4800 390 10.5-1 1g to—I'g Ytlk 
to % 
i to 6% 
‘~~ to ly 

0 to .12 

Stott’ 


Oto t'y 


217@2400 (235.5 8.25-1 
Oto t's 


275@2200 348 8.5-1 2 
355@2800 1348 | 9.5-1 2 
300@3000 283 | 95-1 : 9 |16 5.5 2 
125@2400 140 8-1 p t's 


425@2800 383 

425@2800 383 

470@2800 413 
413 
| 


135@4000 
170@4200 
250@4400 
230@4800 

80@4400 
325@4600 
325@4600 
350@4600 


3.56x3.94 
3.875x3 
4.125x3.25 ! 
3.875x3 
3.375x2.6 
10-1 
10-1 
10-1 
10-1 


4.03x3.75 
4x3.75 

4.18x3.75 
4.18x3.75 


CHRYSLER Windsor 

CHRYSLER Saratoga 

CHRYSLER.New Yorker 

CHRYSLER 300 

CHRYSLER Imperial Custom, 
Crown and Le Baron 

CONTINENTAL 

DE SOTO Fireflite 

DE SOTO Adventurer 


413 
465@2200 430 


390@2400 361 
410@2400 383 


350@ 4600 10-i 
315@4100 


295@ 4600 
305@4600 


4.18x3.75 
4.3x3.7 10-1 
10-1 


4.12x3.38 
10-1 


4.25x3.38 


215@2800 225 
340@2400 318 
345@28002 318 
435@2800 (361 


145@4000 
220@4400 
255@4400 
310@4800 


3.4x4.125 
3.91x3.31 
3.91x3.31 
4.12x3.38 


DODGE Dart 6 5 6 61 
DODGE Dart 8 A hs Val 
DODGE 8 Val 
DODGE D-500 Val 


EDSEL 6 
EDSEL 8 


FORD Fairlane 6 

FORD Fairlane 8 500 

FORD 8 Galaxie and Special Series 
FORD Faicon 

FORD Thunderbird Hardtop 
FORD Thunderbird Convertible 


“ 
4% 
Ly 


625 to .125 
625 to .125 





0 to +1 
0to +1 


+l to +I", 


145@4000 2000 223 
+15 to +1'5 


206@ 2 
185@4 2004 | 292@2200¢ 292/ 


206@2000 223 
292@2200 292 
350@2400° 352 
138@2000 144.3 
350@4600 |352 
490@2800 430 


465@2200 430 


2100 
2200 


61 3.62x3.6 
VSI (3.75x3.3° 
Oto +1 
Oto +1 
Oto +1 

tity 
ly to lly 
19 to ll, 


625 to .12 
+19 625 to .12 
+1hy 625 to .12 

Mito t's %to t's 

1g to 11g 4to% 

1g to I'g gto 


61 |3.62x3.6 1456 $114 
V8I_ 3.75x3.3 ! 1856 
VSI 4x3.5 51.2 |235@ 
6L |3.5x2.5 4 ¢ 
V8I |4.00x3.50 300@ 
381@2 


VSI 4.30x3.70 
315@4100 


205@ 4000 
280@ 4200 


240@ 4400 
315@4600 
315@4600 


dh a 


w 
w 





S3RSSS| SB 





oo OM 


VAI |4.3x3.7 0 to —90 0 to +45’ 


> 


LINCOLN 


MERCURY Monterey 
MERCURY Park Lane and Montclair 


0-0 
0 to —-0’ 


0 to +45’ 


328 
0 to +45’ 


405: 
375@2400 371 
435@2800 394 
435@2800 394 


312 
382 


3.8x3.34 
4.3x3.3 


VSI 
VSI 


Sz 


0to—1 
0tw—1 
0to—-1 


Yt +% 
4 to +% 
ywt+h% 


VSI |4x3.688 
VSI 4.125x3.688 
VSI |4.125x3.688)£ 


OLDSMOBILE Dynamic 88 
OLDSMOBILE Super 88 
OLDSMOBILE 98 


PLYMOUTH 6 Savoy, Belvedere and 


~~ Ow 


225 3) 3 ( 


145@4000 


230@ 4400 
305@4800 


215@3600 
281@4400 


215@2800 


340@2480 |318 9- 20 | : C 
395@3000 |361 d C 


390@2000 389 
407@2800 389 


P=) 


61 |3.4x4.125 


Fury 
PLYMOUTH 8 Savoy, Belvedere and 
VSI 3.91x3.31 
V8I_ |4.12x3.38 


mM 118 
PLYMOUTH Golden Commando 118 
VSI |4.06x3.75 I'g to t1y 
V8I 4.06x3.75 11g to +49 


62 6L |3.125x4.25 
7.7558 | 61 |3.125x4.25 | 
V8I_ |3.5x3.25 
V8I |4x3.25 


yA 


PONTIAC Catalina and Ventura 122 
PONTIAC Star Chief and Bonneville. 124 


00 Ge 


£/ 22/82 3 


|150@ 1800 | 195.6 
180@ 1600 195.6 
245@2500 250 
|340@2600 |32 


RAMBLER American 100 |! 
RAMBLER 6 108 

1 
1 


terry 


ow 


RAMBLER Rebel 8 08 (58.75\58 
RAMBLER Ambassador 17. (57. 75)59.13 


es 





STUDEBAKER Lark 6 
STUDEBAKER Lark 8 


108.5 |57.37/56.56 
108.5 |57.37|56.56 


6L 3x4 
VSI |3.56x3.25 


145@2000 169.6 
195@4500 | 259.2 


SAaQq\| wnese 


V8I_ |3.56x3.62 
3.4x3.125 


|300@2800 |289 


STUDEBAKER Hawk Coupe 
101@4400 | 


VALIANT 


120.5 |5734 56.56 
106.5 |56 |55.5 61 


170 


ABBREVIATIONS 


C—Power Steering +%{ +5. v—Also 9.6-1. 

Manual —% +!4 *— Also 300@ 4600. 
D—Left +%, right +4. *—Also 381@2800. 
4— Also 300@4600. |—Valve-in-head. 
*—Also 381@2800. i—Also 9.6-1. 
/—Also 352. L—t-head. 


«—4-barrel. 
A—Horizontally opposed. 
>’>—Also 4x3.5. 

B—Left +%, right +. 
e—Also 51.2. 
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... top-f 


col 


light 


lection service” 


says K. A. CHILDS, Ford dealer, 


Kingsville, Texas 


“There is plenty of activity in our area what with a naval 
training station and a college nearby. With such a transient 
trade we needed a really top-flight collection service and 
we found it in CommerciAL Crepit. Our salesmen sell the 
finance plan as they sell the car, stressing the nationwide 
service and convenience of ComMMeRcIAL Crepir PLAN. The 
merchandising and sales helps provided by COMMERCIAL 


CrepItT are put to good use in the closing room.” 


Commercial Credit dealers 
are successful dealers 





Write or call the nearest COMMERCIAL CREDIT CORPORATION 
office for complete information on the benefits of COMMERCIAI 


Crepir Pitan. Why not do it, today? 


A service offered through subsidiarie 
: Commercial Credit Company, Baltimore 
and Surplus over $225,000,000 offices in p 


cities of the United States and Canada 





1960 PASSENGER-CAR SPECIFICATIONS 
(Souped-Up Specs om Standard Models Are Not Listed) 


VALVES 


ELECTRICAL TUNE-UP . FUEL SYSTEM 


} 
| 
| 
| 
} 
| 


a 


MAKE AND 
MODEL 


Timing 
(Degrees) 
Location 
Max. Centrif. 
Degrees 
Vac. 
Degrees 
Ibs. 
intake (.0) 
Exhaust 
Opens b or 
atde 
(Degrees 


Max, 


(ozs, 
Tappet Clearance 


Cam Angle 
Degrees) 
Contact Arm 
Spring Tension 
Timing Mark 
Spark Plug 
Gap (.0 
Spark Advance 
Spark Advance 
Cap. & Ter. Grd 
Carb. Mfgr. 
Fuel Pressure 
Tappet Clearance | 
Intake Vaive 


Ignition 


> 


BUICK Le Sabre 2.5-17. 3 5bte I )-35 6@3750 21@14” 


BUICK Invicta and Electra 2.5-17.5 ( { 3 bt I ) 22@3800 7.5@18” 


CADILLAC (Ali Models ¢ 4 9-23 5bte> VI 5 16@ 2000 22@ 16” 


CHEVROLET 6 1 8-35 1-23 5t I 26@3500 22@15.5” 
CHEVROLET 8 (283-cu. in. ‘ 33 9-2 } VI 28@3750 15@15.5” 
CHEVROLET 8 (348 cu. in. 6-33 33 y \ 24@ 4600 15@15. 5’ 
CHEVROLET Corvette 6- 1 3 bt I 28@3700 15@15 5 
CHEVROLET Corvair 3 9-23 b sP 4 2@3600 24.5@20 
CHRYSLER Windsor 14-19 7 17-21.5 I 5 21@4600 22@15” 
CHRYSLER Saratoga and New Yorker g 4 ) 17-21.5 VI 3 21@4600 22@15” 
CHRYSLER 300 

CHRYSLER Imperial g 7-3 7-21.5 VD 5 21@4600 22@15” 


CONTINENTAL 5 26 5 7-2 6bt VI 0@ 4000 22@15” 


DE SOTO Firefite 4 17-21.5 bt ; 5 18@4400 
DE SOTO Adventurer 7-32 17-21. 5 bt P 5 18@4400 


DODGE Dart 6 7-23 5-42 17-21.5| 2.5 D 5 25@ 4400 20 5@1 
DODGE Dart 8 ( 17-21.5 t \ 5 18@4400 22@1 
DODGE 8 1 4 1 5 10bt VD 5 24@ 4300 22@15” 
DODGE D-500 17-21.5 7.5 I 5 22@4800 21@14.5” 


EDSEL 6 ? j 5 17-2 ‘ VD é 16@2400 22.5@8.1 
EDSEL 8 5 26 § 17-20 y I 4 29@4000 22@15” 


FORD Fairlane 6 3 7 ) 4 

FORD Fairlane 8 500 6 26-2 7-2 b VD 6 22@ 440 22@19 
FORD Galaxie and Special Series 1 i j 5 7 < 36 24@4400 22@16 
FORD Falcon 4 } ‘ 17-2 ; I Y I 14@5 
FORD Thunderbird Hardtop 5 7-20 I I 2-36 29@ 4000 22@15 
FORD Thunderbird Convertible 26-28. 7-2 I I f 29@ 4000 22@15” 


LINCOLN f 26-28. 7-2 t VD 0@ 4000 22@15” 
MERCURY Monterey f f 7-2 sbt VI 22@4000 20@ 20 
MERCURY Park Lane and Montclair 26 § 7 t \ 0@ 4000 22@15” 


OLDSMOBILE Dynamic 88 } 28-3 9-23 5bt VI ( 26@ 4400 23.5@21” 
OLDSMOBILE Super 88 6 3-32 9-23 5t VD 26@ 4400 23.5@21” 
OLDSMOBILE 98 28-32 9-2 5b 26@4400 23.5@21” 
PLYMOUTH 6 Savoy, Belvedere and 
Fury 25@4400 20.5@12” 6-7 dte 
PLYMOUTH 8 Savoy, Belvedere and 
Fury 25@ 4600 29. 5@17” . 5-7 | 17bte 
PLYMOUTH Golden Commando 27-33 f ‘s 3! 20@ 4600 29.5@17” ‘a- } \ Au | 24bte 
PONTIAC Catalina and Ventura 6 d 9-23 Bb CsP 33-3 20@ 3600 20@ 15” f ily l4bte 
PONTIAC Star Chi.f and Bonn »ville : 2 3 it . 33 20@ 2900 20@17” F ile ) J 1 s0bte 
RAMBLER American 38 7-! sbt VI { 12@2100 11@16 5” Ho-Cs 16-5 j 10bte 
RAMBLER 6 A : 7-2 t VI 35 12@2100 10@ 16.5” ! o-C: 5! 12bte 
RAMBLER Rebel 8 7 28-3: 18@ 1900 10@ 15” le 519 12'4bte 
RAMBLER Ambassador 28-32 7-4 5k 35 18@ 2000 12@14” 50) lo-Ca 1g-5!9 2 12‘ebte 
STUDEBAKER Lark 6 3 b 3 14@ 2800 18@12” ‘s 314-5! 15bte 
STUDEBAKER Lark 8 5 28- 3 b . 33 24@2300 16@12” § § 34_-4 3-25) 23-25 i lbte 
STUDEBAKER Hawk Coupe | b \ 3 24@2400 16@12” ‘ 319-5!g 3-25, 23-25) I lbte 
VALIANT 36-43 H 5b ‘sP 35 27@3850 25@ 14.5” Sbte 


ABBREVIATIONS 


*—36 btc with turbins-type trans. Ca—Carter. Ho—Holley. 
Au—Automatic. CsP—Crankshaft pulley. N—Negative. 
’\—Q engine 7.5°btc, 4¢—4-barrei, 26°btc. RP—Rochester Products. 
BB—Bal. and Bal. D—Ford or Holley. St—Stromberg. 
btc—before top center, E—Indicator scale on front cover. tdc—top dead center. 
e—26°btc on 352-cu.-in. F—Non- centrifugal. VD—Vibration damper. 
C—2°btde manual, 6°btde automatic. FW—Flywheel. X—4°btc manual, 6°btc automatic, 
Y—3°btc manual, 6°btc automatic 
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YOU'RE SITTING polly 


WITH A 


New Brilain 
MASTER TOOL SET 


For master mechanics — and mechanics 
on their way up — here’s the complete 
Tool Set that will handle practically 
every job in your Shop. This 150 piece, 
high quality Set includes the finest alloy 
steel Ratchets, Drive Handles, Sockets, 
and Flat Wrenches, plus Hammers, Chis- 
els, Pliers, Screw Drivers, and more... 
every Tool designed by mechanics — for 
mechanics! Ask your Jobber how you 
can get it and put it to work making 
money for you! The cost of Tools you 
use in your work is deductible from your 
income tax! The New Britain Machine 
Co., New Britain, Conn. 





vew onran-convecreosr HAND TOOLS 
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This float, entry of the Toccoa, Ga., unit of the Independent Garage 

Owners of Georgia in a Christmas parade, won second place in the 

unusual displays in the parade in the North Georgia town. A party 

held by the group was attended by approximately 130 persons, accord- 
ing to immediate past state president L. J. Howard of Toccoa. 


Harrison Pushes Goal 
To 350,000 Coolers 


— the present model 
year, we hope to sell 350,000 
car air conditioners and 100,000 
more units in 1961.” 

That is what Lawrence A. 
Zwicker, general manager of Har- 
rison Radiator Division of General 
Motors Corp., had to say recently, 
adding that he feels the U. S. mar- 
ket will absorb 600,000 Harrison- 
built units in 1962. 

The division entered the auto- 
motive air-conditioning business in 
1954 when it produced 7,016 units 
for Pontiac. Last year the 252,000 
units manufactured by Harrison 
represented a 45% production in- 
crease over the previous year, 


Zwicker said 


Houstonians Spread 
Yuletide Cheer 


pages Texas, jobbers joined 
for the third year at Christ- 
mas-time in contributing equip- 
ment and funds to local organiza- 
tions 

Four air-operated packaging ma- 
chines for use in the workshop 
were given to the Lighthouse for 
the Blind. A contribution to the 
Tuberculosis Division of Jefferson 
Davis Hospital made possible a 
centralization of supplies. 

Firms participating were: Ajir- 
line Auto Supply, Althaus Motor 
Parts, Arlla’s Auto Supply, Auto- 
motive Paint & Supply Co., Auto- 
motive Parts Service, Beard & 
Stone Electric Co., Fred Collins 
Co., Inc., Comet Automotive Sup- 
ply, Dewey & Hendrix Auto Parts, 
Johnny Frank’s Auto Parts, King 


48D 


Center Auto Supply, Knigge Auto- 
motive Supply, Lester Battery & 
Electric Co., Jos. F. Meyer Co., Mi- 
lam Supply Co., Inc., Moore Bros. 
Electric Co., Motor Machine & 
Supply Co., Motor Parts Depot, 
Inc., Neumeyer Motor Parts, Inc., 
Ochterbeck Distributing Co., The 
Pruitt Co., Roeder’s Auto Supply, 
South Texas Parts & Machine, 
Standard Parts Co. of Houston, 
Straus-Frank Co., Tom Taylor Mo- 
tor Supply, Truck Parts & Equip- 
ment, Inc., Wahiberg-McCreary, 
Inc., Weaver Motor Parts Co. 


McLaughlin and Cooper 
Swap Jobs at Ford 


PPOINTMENTS of M. S. Mc- 
Laughlin as Ford Division gen- 
eral sales manager and Walter J. 
Cooper as Western regional sales 
manager has returned Cooper to 
the West Coast, where he had lived 
20 years before moving to Dear- 
born as sales manager in 1957. 
McLaughlin had been Western 
regional sales manager. He was 
executive assistant to Charles R. 
Beacham, Ford Division’s assistant 
general manager, when Beacham 
was general sales manager from 
April 1956 to September 1957. 


Hicks Dies in Memphis at 79 


Jefferson Fewell Hicks, Sr., 79, 
past president of the Memphis 
Automobile Dealers Association 
and former owner of Jeff F. Hicks 
Motors, Inc., Rambler dealership 
in Memphis, died recently of a 
heart attack. A native of Little 
Rock. Ark., Hicks moved to Mem- 
phis in 1907 and entered the auto- 
mobile business in 1916. 


Miniature hydraulics can prove a 
boon to motorists of the future as 
the housewife, above, is proving 
with the “knee touch” hydraulic 
lid lift perfected by The Electric 
Autolite Co. For the past five years 
Autolite has been successfully 
road-testing a complete line of hy- 
draulic hardware that obtains 
power from an accumulator which 
is charged by a small engine-driv- 
en pump. This hardware consists 
of power brake booster. power 
steering gear, window lifts, hy- 
draulic conduits and connectors, 
seat shifters, rear truck lid actua- 
tor, pushbutton transmission con- 
trol, electro - hydraulic control 
valves and a tank-mounted fuel 
pump. In addition Autolite is now 
testing a hydraulic windshield 
wiper motor. Hydraulic devices 
were perfected by Autolite in an- 
ticipation of increasing trend to- 
ward single source of power for 
automatic accessories. 


Memphis Boosters Elect 
Cunningham President 
been 


R C. CUNNINGHAM has 
BXe elected president of B-25 
Boosters Club of Memphis, Tenn., 
succeeding Daniel Davis, sales 
manager for Kimco Auto Products 
The group was reactivated dur- 
ing the past year and has in- 
creased its membership from 20 to 
60. Its first annual Christmas par- 
ty and dance were held at the Pez- 
body Hotel last month. 


Pensacola Jobbers Give 
Hospital Equipment 


pee asgrer ote of Pensacola, Fla., 
who joined in the names of 
their customers in presenting 
needed equipment to the Pensacola 
Maternity Hospital in honor of the 
Christmas Season, were: 

Pensacola Automotive Supply 
Co., Pensacola Electric Garage, Pe- 
tree Brothers, Rogers Motor Sup- 
ply Co., Southern Auto Parts Co., 
Tyrrell Auto Supply Co. and Unit- 
ed Auto Supply Co. 
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. HYDRAULIC q:. a oD sae 
Eis) BRAKE wronaui 
es S 


*YORAULIC 
BRAKE 
PARTS 


Salesman, Serviceman, Counterman or Chief . . . in 
thousands of establishments, busy hands reach for EIS 
Brake Parts . . . and for good reason: every part in 
“The Brake Parts Line’ is engineered with a single 
objective . . . to do the job better and more profitably 
No dust-catchers here . . . just fast turnover and that's 
what adds up! 


“E” Series HRC* WHEEL CYLINDER CUPS with Expanders 
and Springs..BU/LT INTO EVERY EIS WHEEL CYLINDER 
INCLUDED IN EVERY EIS WHEEL CYLINDER REPAIR KIT 


Why? Because since 1956, expander-type cups have been initial equip- 
ment on 70% of American cars (including Cadillac and Imperial)! 


““E”’ Series CUPS represent one of the many product-developments that 
have established EIS as THE Brake Parts Line! They're recommended 
for all wheel cylinder work and are available in all sizes 


MASTER CYLINDER AND KITS - WHEEL CYLINDERS AND KITS 


rite for catalog. 


At the IASI SHOW ... BOOTHS 2546-2548-2645-2647 























LAHER 
ELECTRIC 
OTHER Pe VSS 
OUTSTANDING i 
LAHER — 
Ea : 
& PRODUCTS ‘’ 26 models available —_—lin 


for golf and industry 





COU 


\ 
WY e140) 4,100). 0°11 (eS 


Engineered to fit every make and 
model car or truck. a 


I 
* 


“sty 





YEAR 
GUARANTEE 


DUT A CHALLENGER! 





ORDER 
NOW... nes 07 € ids 


LAHER LAHER SPRINGS 
LAHER eter] BATTERIES Original equipment and re- 
MUSTANG ee placement springs for all cars 


and trucks. 


I 

| : 
TIRES | Oe EF rr 
Every type and | ‘ 
size for passen- 
ger cars, trucks | 


and equipment. 


“A complete sft, 

line for ULs.5 

Ls 

autos and rr 
trucks. 








WANTED BY THE FBI Johnson, Stephan Laine, Stephan 

P. Laine, Steve Laine, Steven C. 

Glen Mark Bright, also known Laine, Glen McBright, Charles B. 

as D. E. Bremmer, Glenn Mark Norton, James Pearson, Mark 

Bright, Rock Brite, Clyde Bying- Rossi, Mark J. Rossi, Bob Ryan, 
ton, Harry P. Castle, T. Clark, C. Robert A. Ryan, C. O. Weber. 

A. Creswell, O. C. Cross, James A. Glen Mark Bright, who has 

De Long, William B. English, been employed as a parts man and 

William Barnes English, Walter A. mechanic in sports car and other 





A column of informal 


15 Warehouse Locations... comments. about the 


automotive trade and 
its problems 


CHARLOTTE 
* 


OKLAHOMA CiTy 


MPHIS 
. LITTLE ROCK Me 





LUBBOCK : 
* WICHITA FALLS 


. 


a 
RT WORTH garages, is being sought by the 


re. FBI for the interstate transporta- 
m tion of fraudulent checks. Bright 
OUSTON allegedly opens an account at a 
bank by depositing a fraudulent 


= provide fast, off-the-shelf out-of-state check and then writes 


local checks against the uncol- 


. availability of popular » lected funds and leaves town. He 


has also stolen checks from his 

QUALITY SLEEVE employers, forged these and 
passed them. He is believed to be 

ASSEMBLY SETS accompanied by his wife, Carroll 
Yvonne Clarks Bright 


Now, conveniently warehoused in 15 key Southern cities, Recently Srigms eiiegediy em- 
bezzled a 1955 Buick from a deal- 


are complete packaged sets of nationally-known BASIC 
for most popular makes of trucks and tractors. Instant 
availability makes it easy for jobbers and ' 
dealers to handle lots more customers 

faster and at much more profit. This 

speedy BASIC service, coupled with ex- 

clusive BASIC engineering features, 

help you build plenty of customer 

good-will during the busy spring 


season of rush, overhaul jobs. GLEN M, BRIG 





ORDER FROM YOUR JOBBERS OR ANY OF THESE WAREHOUSES: er in Florida and traded it in Den- 
AUTOMOTIVE WAREHOUSE CO JOBBERS WAREHOUSE ver, Colo. He was last known to 
800 Mississippi St. Jackson 7, iin. 315 Lafayette St. New Orleans, La. be driving a ge gy rant 
J. B. COOK AUTO MACHINE CO. MANUFACTURER'S WAREHOUSING CORP. tion §=wagon, serial No. = 
1503 McGavok St. Nashville, Tenn. 1016 Monroe St. Ft. Worth, Texas S068621, motor No. LAA 440802. 
H-M PARTS COMPANY SOUTHWEST AUTOMOTIVE WAREHOUSE He is described as follows: age 

32-35, born 7/11/24, 1926 or 1927, 


2617-23 Warwick Kansas City, Mo 1611 Avenue G Lubbock, Texas 
JOBBERS SERVICE, INC. TOOL & PARTS WAREHOUSE, INC. Greeley, Colo. Actual birth date 
523 Simpson St., N.W. Atlanta 13, Ga c/o Border Warehouse Donna, Texas not yet verified but U. S. Army 


JOBBERS WAREHOUSE TOOL & PARTS WAREHOUSE, INC. records reflect date of birth as 
216 W. 29th St. Oklahoma City, Okla. 2816 Commerce St. Dallas 26, Texas 


TOOL & PARTS WAREHOUSE, INC. 
111 McKee Houston, Texas Address any comments to: South- 
ern Automotive Journal, 806 


BASIC SLEEVE ASSOCIATES Peachtree St., N.E., Atlanta 8, Ga. 
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7/11/26 at Greeley, Colo.; height 
6° 2”, weight 227-243, build: 
heavy, hair: brown, eyes: hazel, 
grey-blue, brown (defective vis- 
ion), complexion: ruddy, race: 
white, nationality: American, oc- 
cupations: merchant seaman; auto- 
mobile mechanic and station man- 
ager, scars and marks: 4” scar 
right shoulder; small scar over 
right eye; appendectomy scar; 
scar on right little finger; 1” scar 
on left thumb, FBI No.: 49 704 B. 

Anyone having information con- 
cerning the whereabouts of the 
subject, please contact the nearest 
office of the FBI. 

He was taken into custody at 
Fort Smith, Ark., late last month 
just at press-time, the Atlanta 
FBI office advised. 


WANTED: LIGHT BOARDS 

Glen Burnie, Md. 
Gentlemen: 

Please give us the names of the 
companies that make service con- 
trol light boards that let the cus- 
tomer know through red, amber 
and green lights the work load of 
the dealer or shop. 

If possible, we would also like 
to know of any concern that sells 
decorative material to dress up a 
service department or shop, in- 
cluding departmental signs. 

W. A. SCHULTE, 
Schulte Ford Sales, Inc., 
917-923 Ritchie Highway 

We are glad to send you the 
name of the company that can 
help you. 


BATTERY REBUILDING 


Couch, Mo. 
Gentlemen: 

Could you direct me to informa- 
tion on the procedure of battery 
rebuilding? I am wanting to enter 
this field and would like to learn 
as much as possible on the tech- 
nical end. 

GEORGE TUCKER, 
P. O. Box 123 

We are glad to recommend one 
manufacturer who probably can 
help you with this. 


WHY THE SWITCH? 


Rosedale, Miss. 
Gentlemen: 

Why did they switch battery 
ground from positive back to nega- 
tive? 

CARL NICHOLS, 
Rosedale Motor Co. (Ford) 


SOUTHERN AUTOMOTIVE JOURNAL for January 1960 


We presume you are referring 
to the Ford. There are certain 
characteristics in a radio that 
make it much more desirable to 
have a negative ground system. 


AN EXECUTIVE'S LIFE 


What’s the inside life of an ex- 
ecutive? 

Nathan M. “Nate” Roberts, ex- 
ecutive director of the Automotive 
Parts Rebuilders Association and 
former manager of the Automotive 


Wholesalers Association of Ala- 
bama, answered in a recent bul- 
letin: 

“Executives are a fortunate lot. 
For as everybody in any office 
knows, an executive has nothing 
to do, that is except: 

“To decide what is to be done; to 
tell somebody to do it; to listen to 
reasons why it should not be done, 
why it should be done by some- 
body else, or why it should be done 
in a different way, and to prepare 
arguments in rebuttal that shall 
be convincing and conclusive— 








Youre invited 
toa 


LYNCHING! 


That’s right. Jerry Jobber’s customers are so mad, if this were the 1860's 
and ‘‘West o’ the Pecos,” there’d be a neck-tie party sure as shootin! 


What started all the fuss? 


Well, it all began when Jerry tried to beat price competition with an 
unknown brand of inexpensive REBUILT CARBURETORS. 


Sure, his business was great—but, with a low-priced line of rebuilt car- 
buretors it would be much greater; and, he’d thus eliminate the growing 
threat of price competition in his area. Yes sir, Jerry knew the ropes 
alright! Rebuilt carburetors all look alike—why not take on a line with 
price as the sales appeal? He’d do a bigger job all around... and after all, 
who looks inside a rebuilt carburetor to see the difference? 


Well, you can just guess what happened. Jerry did a big rebuilt business 
alright, but not for long. You see, his customers had a lot of faith in him 
cause everything else he sold was top-line merchandise, so naturally they 
bought his “unknown”’ rebuilts without a thread of doubt in mind. The fun 
began when they tried to install them. Naturally the units weren't pre- 
adjusted, so they required a lot of extra work and engine tuning. Then the 
‘“come-backs” started! Well! You never saw such angry people! That’s 
when the knot tightened, and Jerry headed for the hills. 


MORAL: A Jjobber’s reputation is like a chain—it’s only as good as his 
poorest product. Remember this about rebuilt carburetors: Only 
CHAMPION-REBUILT CARBURETORS guarantee you: « 100% QUALITY- 
CONTROLLED UNITS with more and better new parts *100% Pre-Testing 
and Pre-Adjusting e Clearly stated casting and obsolescence policy 
*« Complete CARBURETOR IDENTIFICATION GUIDE to eliminate loss of 
profits « Tremendous stocks assuring instant services + Same-As-New- 
Unit Guarantee. 


a 


Champion Parts Rebuilders, Inc. 


Write today for Champion's complete Catalog 
of Rebuilt CARBURETORS ~ DISTRIBUTORS - WATER PUMPS 
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“To follow up to see whether the 
thing had been done; to discover 
that it has not been done; to in- 
quire why it has not been done; to 
listen to excuses from the person 
who should have done it and did 
not do it, and to think up argu- 
ments to overcome excuses— 

“To follow up a second time to 
see whether the thing has been 
done; to discover that it has been 
done but done incorrectly; to point 
out how it should have been done: 
to conclude that as it has been 
done, it may as well be left as it 
is; to wonder if it is not time to 
get rid of the person who cannot 
do a thing correctly; to reflect 
that the person at fault has a wife 
and seven children, and that cer- 
tainly no other executive in the 
world would put up with him for 
a moment; and that, in all prob- 
ability, any successor would be 
just as bad, or worse— 

“To consider how much simpler 
and better the thing would have 
been done had he done it himself 
in the first place; to reflect sadly 
that if he had done it himself he 
would have been able to do it 
right in 20 minutes, but that as 
things turned out, he himself spent 
two days trying to find out why it 
was that it had taken somebody 
else three weeks to do it wrong: 
but to realize that such an idea 
would have had a highly demoral- 
zing effect on the organization be- 
cause it would strike at the very 
foundation of the belief of all em- 
ployes that an executive has really 


nothing to do.” 


WHAT'S YOUR SHAMPOO? 


Arcadia, Fla 
Gentlemen: 

In your November 1959 issue 
you have an article “Appearance 
Reconditioning Moves Used Cars.”’ 
There is mentioned in this a sham- 
poo for cleaning. We are wonder- 
ing if you will give us the name 
and source of supply for this 
shampoo. 

C. L. DAUGHTREY, 
Daughtrey Motor Co. 

We are asking the dealership in 
El Paso to pass this information on 
to you 
Air-Conditioner Units 

(Continued from page 37) 


nailings, so that chere will be a 
steady dribble of letters rather 
than a major mailing at one time. 
That in turn brings in prospects 
gradually rather than so many at 
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one time that the service depart- 
ment cannot adequately discuss 
air conditioning with them. 

“We are strong believers in 
working our own list of custom- 
ers,’ Baker said, “rather than try- 
ing to play the entire field. There 
is more potential air conditioning 
among our own customers than 
we possibly could handle if it all 
came in; and until we do saturate 
this market, we feel that this seg- 
ment of prospects represents the 
least resistance to our selling ef- 
forts.” 

This being a 
modest operation, Baker is able to 
greet practically all service cus- 
tomers himself. As the air-condi- 
tioning season approaches, he be- 
gins the practice of checking con- 
sistently every later-model car 
that comes in for anything at all, 
to see if it has air conditioning. 

If he sees that it does not, he 
makes an opportunity, either at 
the time the customer comes in or 
sometime during the car’s stay in 
the department, to talk about air 
conditioning 


comparatively 


Units Kept on Display 


t 


He keeps at least one unit of 
each make on display on the serv- 
ice department counter or else- 
where within close range of the 
spot where service customers 
stop. Having these units on dis- 
play makes it easy for him to 
switch the air-conditioning talk to 
the units themselves. 

When he induces the prospect 
to walk over and look at a unit, 
he then explains how it works, 
the simplicity and speed of in- 
stallation and the obvious ad- 
vantages of air conditioning. 

The company quotes a flat rate 
for the unit, which includes cost 
of installation. 

Once and never 
twice during the 
generally toward the tail-end of 
the selling period—the company 
uses the local newspaper to fea- 
ture an air-conditioning “special” 
which represents a “package deal”’ 
at somewhat less in price than 
the regular price of the unit in- 
stalled. 

“This brings in a few customers 
who have held back, awaiting a 
bargain,” Baker said, “and we do 
it mainly to compete with others 
who are making a lot of noise 
about price along about that time 
of the season.” 

Of course the company services 
its own air-conditioning installa- 
tions as well as those which were 
factory-installed on customers’ 


cars. 


more than 
season—and 





about AIRTEX Fuel Pumps, 


ing 


ake 


° 
increase the profir in 


AIRTEX PRODUCTS INC 
Fairfield, Illinois 


while you 


ask him how vou can please th 
Cc 


ir lif 


FUEL PUMPS 

WATER PUMPS 
AIRTEX Water 
AIRTEX 


BRAKI 
V 


R 


-new AIRTEX 


POW'R-BRAKE UNITS 


e all 


nN 


POW 


The important line of vital products for safe. trouble-free motor 


AIRTEX 
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“for the love 
in your life... 
this 
beautiful 
aelatelecle 


ed by ROLFS 
vertised on the 


{R SHOW 


and for the profit in your pocket... 


install AIRTEX! 


Now you can get this beautiful, fashionable handbag by rotrs by simply 
ordering an AIRTEx Ax 90 assortment of eight fast-moving Fuel Pumps 
And that's not all... gift certificates packed in every carton of Fuel Pumps, 


Water Pumps and pow'r-BRAKE units make you eligible to receive add 


ia 
tional gifts to please your love. You'll earn extra profits, too, since the 
eight pump assortment of top-quality arrtex Fuel Pumps equips you to 


service popular cars in your area. 
All this is just a part of the giant, new aiRTEx program the program 


that delights the love in your life while it adds all-important profits to 


your pocket Investigate now . . . see the fashion ensemble now being 


offered and get full details on this new program from your AIRTEX } ybber! 


@] 
Al ai T EW AIRTEX AUTOMOTIVE DIVISION 
Oo AIRTEX PRODUCTS, INC. 
Fairfield, Illinois 


Fuel Pumps « Water Pumps « Pow’'r-Brake Units 
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Dear Bill, 

I thought we were pretty well ») 
covering the field in auto repair 
for our customers, what with their 





imported midgets and what have 
you, but today one of our cus- 
tomers drove his station wagon 
into the shop, lowered the end 
gate and rolled out a stripped 
midget for a spot of repairs. 
Seems this underslung strip- 
down was his ten-year-old son’s 
entry in the local midget club, but 
he confided that he got a kick out 











of making a few rounds of the 





Febla! 
- MUSTANG 


, REPLACEMENT ENGINES 


* Complete installation in 6 hours 
clears decks for another job 
¢ Customer confidence and national 


acceptance thoroughly established 
through POST advertising 


DEPENDABLE, precision-built MUSTANG REPLACE- 
MENT ENGINES are proved big ticket, big profit items for 
any car dealer, garage or serv- 
ice station. Profit heaped on 
profit is assured from the sale 
of related parts plus liberal al- 
lowances you get on trade-ins. 


MUSTANG comes as a com- 
plete package, with all the 
gaskets, all ready to uncrate 
and install as the sweetest run- 
ning engine your customers 
ever had. Your jobber will 
cheerfully explain how to “get 
S\., going” with the fab- 
go  ulous MUSTANG 
volume line. 


. 


Visit Our Booth 
é 4814-4816 
“Better built for 1.A.S.1. Show 
better performance” Coliseum-New York City 
. Feb. 10-13 


MUSTANG ENGINES 





course in the vehicle himself. 

This job sported a team of two 
one-cylinder, two-cycle engines 
sitting over the rear wheels and 
driving them by chain’ and 
sprockets. We've always con- 
sidered it good business to help 
the small fry with their vehicles, 
but this is a little further down in 
the age scale than we've gone be- 
fore. Since no driver license is re- 
quired to drive these off-the-high- 
way speedsters, the cradle is the 
limit. We’re projecting our good- 
will considerably further into the 
future than before with these lit- 
tle crates. 

But, believe me, I agree with 
the owner’s father, they are a 
kick to drive, for of course I had 
to make a “road-test” around the 
parking lot, and skimming along 
only a few inches above the 
ground gives you a feeling of 
speed far above what you are roll- 
ing, though I must confess they 
do roll plenty fast. They are be- 
coming quite the fad for the 
younger set. 

There hasn’t been such an in- 
terest in things mechanical in the 
automotive field since “way back 
when.” The war years of austerity 
and the depression all tended to 
dry up the sportsmen’s interest in 
fancy cars and gadgets, but it has 
been coming to iife again in the 
last few years, and welcome, too— 
for people spend money on their 
fads. 

We had become so busy in the 
routine maintenance of the family 
chariots that we almost missed the 
boat on the sports jobs, but once 
we awakened to the fact that 
economy imports, rods and sports 
cars were here to stay, we’ve been 
keeping men and equipment busy 
that might have otherwise shown 
some flat spots. 

Aside from the labor, we've 
made an interesting profit in the 
parts and accessories we've in- 
stalled to the customers’ orders 
and the list included unusual 
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Even under the car, torquing of automatic transmissions is simple with an easy-to-read 
Snap-on Torqometer. Here mechanic checks clear-view dial to get preset reading 


Torquing by “‘fee/’’ can ruin your reputation 


PROTECT YOURSELF __ 
WITH A Sieap-o%8 TORQOMETER 


Distortion tests by automotive engineers prove Bearing cap nuts Uneven torque on the cap 


that a torque wrench is an absolute ‘“must”’ for causes bearing distortion — can result in cost 

accurately servicing today’s cars, tractors and ly crankshaft damage 

trucks. Avoid complaints and “comebacks” : . 
ogee Wheel bearings Improper torque 

get all the sizes of Torqometers this work de ' 

, ’ . cessive weal 

mands. You can’t afford to be without them 


Here’s just a sample of what guesswork can do And this is just part of the list! 


Automatic transmissions Uneven torquing Don’t gamble with expensive components ot 
of transmission valve bodies can cause erratic, with your customers’ good will. Get the best 
jerky operation. There are over 590 manu get a Torqometer the next time your Snap-on 
facturer’s torque recommendations on just 18 man calls. Sizes from 0-5 in. lb to 0 - 4,000 ft Ib. 
current models of automatic transmissions! Show your Snap-on Torqometer to your cus 


. tomers. Tell them how you tighten bolts to the 
Spark plugs Improper torque can cause . “4 


: manufacturer’s specifications. It helps build con 
stretched or cracked threads, distorted or 


' fidence in you — keeps their service business in 
closed spark gap, broken shell, compression ; 
your shop. 


~ 


loss, poor combustion. 


Head bolts — Nonunitorm or overtishtcring SUL aQ> BE TOOLS 
can cause gasket failure, compression loss, 
valve damage, increased wear, poor fuel econ- Se Vwrne F- oO fB a F 3 


omy, early engine failure, 8052-A 28th Avenue bd Kenosha, Wisconsin 
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items like tachometers, special 
heads, ignition systems and carbs, 
not to mention appearance items 
and special paint jobs. The engine- 
rebuilding jobs we've done for 
“cranks” certainly were above and 
beyond our regular run of over- 
hauls, so they added to the volume 
considerably. The buyers of these 
jobs were always happy to pay a 
premium price for the special at- 
tention they required over a regu- 
lar job 

Fortunately we had enough 


mechanics in the various depart- 


ments who were bit by the same 
bug, so they got a kick out of do- 
ing this off-the-trail work. Many 
dealers avoid it like the plague, 
they tell us. Oh, well 

Trust the New Year is shaping 
up as well for you as it is for us. 

Yrs, 


Ed. 


Questions Face Dealers 


(Continued from page 33) 


tion of Chrysler, all factory profits 
in 1959 were fabulously good and 





One way to decide who pays the check... 


But not the way to buy 


lire Valves and Hardware! 





Below are a tew uf the DILL 
products available from your supplier. 


Valve-Pak 


Kits for ity valves, valve hardware, tools and equipment for 


Tubeless 


Equipment 


c and Dill’co Tire Repairs 
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Considering the vital job tire valves must do 
airtight security 
The reliability of the product is far more important 
than a penny or two saved 

Dill has been a respected manufacturer of top qual- 


over 50 years. Today, our most important asset is a 
reputation for producing the finest possible products 
. a reputation to which we will always strive to add 
What does this all mean to you? It means complete 
reliability, dependability and safety when you specify 


gore Dill. Why take a chance on less? 
ne a. 


DiI... 





provide 
what you use is important indeed! 


Manufacturing Company 


700 East 82nd Street + Cleveland 3, Ohio 





show that terrific volume need 
not be the answer as far as fac- 
tories are concerned. 

I hope they realize also that un- 
less dealers make profits, and 
good profits, they won’t be able to 
get replacement dealers to sell 
their products. So I’m hopeful that 
the manufacturers will only pro 
duce the number of cars that the 
dealers can sell—at a profit. 

Maybe some day the dealers of 
America will find out that they 
can control production—by simply 
ordering the they can sell 
profitably and no more. The top 
management at the factories al- 
ways claim that’s all they produce 
anyway. What they probably don’t 
know (reckon they don’t?) is that 
they have the world’s § greatest 
“persuaders”’ in their field forces, 
who, in order to advance or keep 
their jobs, are continuously press- 
ing their dealers to buy more cars 
than they should have. May the 
day come when all dealers will 
have sense enough to say “NO” 
when they don’t need any mor‘ 
merchandise in their 

In 1960 more importance will be 
dealers to thei 
service and parts business, and to 
These 
departments are sources of needed 
income and when properly and 
decently operated definitely in 


s new-car busine 


cars 


inventories 


given by good 


their used-car departments 


crease a dealer 
The day of the shoestring 

equipped new-car dealer is 
over, I hope, and the factories will 
be careful in their appointment of 


poorly 
about 


new-car dealers. They are pledged 
to a quality dealer program in all 
their appointments and good busi- 
ness alone dictates the need for 
uch a policy. The public has longs 
ago decided it wants no dealing 
with unethical, fly-by-night op- 
erators who flourished for a brief 
period in 1955 and 1957. May their 
return again to oul 


type neve! 


business! 

All in all, 1960 
dealer and factory 
both keep our feet on the 
and operate in a sane, honest and 
businesslike manner, I’m _pre- 
dicting a great for all the 
dealers in the franchised automo- 
bile business. 


looks good to 
alike. If we 
ground 


yeal 


Cobb Dies in Clarksdale, Miss. 


Henry Rightor Cobb, 52, 
of Friars Point Motor Co., Clark 
Miss., died recently follow 
ing a heart attack. Born in Col 
lierville, Tenn., Cobb had lived 
most of his life in Friars Point, 
Miss. He moved to Clarksdale 12 


years ago. 


ownel 


dale, 
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MONMOUTH 
COVERAGE... 
IN ACTION 


fi 


“Brother! I call this a real bearing outfit 


. when this ’32 Ford came in for an engine overhaul, I didn’t think 
my NAPA Jobber could come up with Monmouth engine bearings for 


this relic . . . but he did, and that’s what I call real coverage’. 


You, too, can count on your NAPA Jobber for fast service on the most 
complete line of engine bearings on the market. Monmouth has the 
right material in the right size for every engine job that comes into 


your shop. 


Low premium ‘‘customer insurance’’ is yours when you install . . . 


MONMOUTH Engine Bearings 


e Cleveland 3, Ohio 


CLEVITE SERVICE: Cleveland Graphite Bronze « Division of Clevite Corporation 
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a 


RING UP 


MORE JOBS 


CusTOMERS 


in the BIG 
service years ahead 











with 
Muskegon 


| NGIN [: 
; E Ge 
ape GoGeW. 
ee | 
\ IED 
| E 


pigfon tring sets 


MUSKEGON 


Piston Ring Co 


\ 
““ENGINE-DATED”” means simply the best combination of 
piston rings ever developed for a particular engine . . . a set 
that assures top engine performance and customer 
sati.faction for every installation. And, the economies 
accomplished by Muskegon distribution of “*ENGINE-DATED”’ 
sets mean added savings which are passed on to you and your 
customer. Gei all the profit-making facts 
from the free brochure, “Ring Up More Jobs.” etuchegins Piilian Giiay Geidaene, 
Request yours from your Muskegon jobber or write direct today! Muskegon. Michigan 


. AFFILIATES: 
Piston Ring Co. SPARTA FOUNDRY CO 
MATE SPARTA miCcHiGAN 
ON, Mitr’ ROTARY SEAL DIVISION 
SPARIA. MICHIGAN 
AND CHICAGO 


iC cG 
MUDSAEY 





71% Expect Volume Hike “more new cars being sold” and Martin. His rate of $4 will be in- 
(Continued from page 31) “unemployment.” He looked for a creased this year for the first time 
climb of 15% this year. He as- in four years. 
crease is contemplated. Volume serted, “The labor picture here has Volume was down 20% but it 
this year should be up three per been up and down all year and should climb ten per cent this 
cent, said Bernard Rubin. has had a great effect on our shop. year, said Jasper L. Lee cf Lee’s 
A new building was the reason However, the picture looks much Service Station, Washington, D 
for the 25% higher shop business better due to some of the large C. He blamed “change in neighbor- 
at Brown Chevrolet Co., Gunters- concerns here rehiring and some hood and price-cutting”’ for the 
ville, Ala., said R. A. Brown. He new construction in the making.” decline. 
anticipated a further rise of ten The eight per cent rise at Mar- “We run aé special adjusting 
per cent this year. tin Motor Co. (Oldsmobile), Lau- brakes for any car for $1 with 
Joe Halterman of H & M Ga- rel, Miss., was a “normal increase” lube job or oil change when the 
rage, Louisville, Ky., reported his and this year should see a further car is on our free-wheeling lift,” 
volume down ten per cent due to rise of ten per cent, said B. J. he said. ‘“‘We also pack wheels fo! 
$1.50 while we have the car up 
for any other service. We also will 
pack the U joints on a Plymouth 
car for $3 if we have the car up 
for any other service. 
“We find this really pays off 
THE NADA we get lots of brake work 
this special.”’ 
USED CAR Volume was up 25% last 
for Sherer Oldsmobile, Shelby 
C., and should climb 15% hi 
GUIDE 2es year, said B. P. Sherer. His flat 
rate of $4 was adopted in Novem- 
ber 1958 and it is to be raised thi 


year. 

A Louisville, Ky., GM deale: 
ship reported shop business up ten 
per cent and predicted the same 


increase for this year because 





} 


in the Used Car “the economy seems better and 


there is more employment Dis- 


reporting field play advertising in newspape! 


f* 


‘ s he ’ he sho in fficial 
because it’s... aid 9 salancariea 


3etter acceptance of new Cal 

° eae é > e rme ove the 

Published in 8 regional editions to reflect vse yet : _% ' - I 

- 2 sno rO ne oe lgner at see 

conditions in your market. Ramsey Motors, Arkadelphia, 
Ark., and it should swell 20° 

Published every 30 days. greater this year, said Lee Ram- 

sey 


Average wholesale, average retail and Shop volume was down ten pe! 
cent and will likely run the same 


(in most areas) the average loan values. ‘ 

. , , this year as last at Burns’ Garage 
Also easy to identify scale drawings of Cia OO. ane & Bees of 
both domestic and imported passenger that firm. 

Business was up by ten per cent 
at Lee & Andrews Garage, Macon, 
Ga., and this year’s business should 
equal last year’s, according to Dan 
Lee. 


cars. 


Easier to Use Purolator First Prize 
Goes to Missourian 


MOST MODELS TO LYDE Kelley, Phillips 66 deal 

NLY OF > Kelley, ullips 66 deale1 

26,000 #GVW we Ain Kansas City, Mo., the first 

Quantity prices on request $8.00 prize winner in the second round 

PER YEAR of the Purolator $126,000 Priza- 

rama Sweepstakes, was presented 

‘ a Triumph Estate Wagon by Puro- 

lator’s national accounts sales 
manager, John C. Dods, J: 

Second prize winner was Joel 

Cooley, Gulf dealer of Durham, 

N. C., who received a Hardman 

Duo piano. 
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WARNER'S NEW 
SPRING FREE DEAL! 


THAT'S 40% 
PLUS A BONUS 


WITH EVERY 4 CASES OF ANY a PROFIT 


WARNER PRODUCTS! 


Dealer orders 48 cans (4 cases) of any selec 
Warner Radiator and Cooling System Products and 
receives—absolutely free—12 cans of fast-selling Warner 
Protector and Water Pump Lubricant—worth $12.00 


retail! 


You Can Sell Warner Protector and Water Pump 
Lubricant ANYTIME during Spring and Summer 


It's a fast, easy sale at Spring changeover time. Recom- 
mend it to your customers and do them a favor. Stops 
rust and corrosion. Stops water pump squeaks. Keeps 
cooling system clean and efficient all summer long. 


Make these extra profits! Sell Warner Protector 
and Water Pump Lubricant. 


WARNER PRODUCTS 


For Automobile Radiator and Cooling Systems 


WARNER-PATTERSON COMPANY, 600 South Michigan Avenue, Chicago §, Illinois 


Warner-Patterson Company, Toronto 2, Canada 
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Champion Promotes Davis 
And Others in Sales 


Hw F. Davis, manager of the 
equipment sales division for 
Champion Spark Plug Co., has 
been promoted to general sales 
manager, while Dewey V. Sher- 
man and George F. Owens, former 


General Sales Manager Davis 


assistant sales managers, have 
been named eastern and western 
sales managers, respectively. 

O. C. Leighty, vice president in 
charge of sales, will remain with 
the firm in an advisory capacity. 
He joined the organization in 1919, 
and in 1954 was elevated to vice 
president and sales manager. 

Davis will direct the national 
sales program and the equipment 
sales division. He joined Champion 
in 1936. Sherman has been with 
the company 34 years and Owens 
27 years. 


Louisiana Dealers to Hear 
Finance Executive 


E F. WONDERLIC, president of 
e General Finance Corp., 
Evanston, IIl., and president of the 
American Finance Conference, 
will be among the speakers at the 
23rd annual convention of the 
Louisiana Automobile Dealers As- 
sociation. 

Other speakers at the meeting, 
to be held Feb. 15 at the Roosevelt 
Hotel in New Orleans, will include 
James C. Moore, executive vice 
president of NADA; William J. 
Cleveland of Crowley, LADA’s 
NADA director; Amos E. Neyhart, 
administrative head, Public Safety 
Institute, Penn State University, 
and Mayor deLesseps S. Morrison 
of New Orleans. 

Garland Mahaffey of Lake 
Charles is’ president, Everett 
Richaud of Houma is vice presi- 
dent and Bert Feiber of Bogalusa 
is secretary-treasurer. 
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NEED ENGINE TEST EQUIPMENT? 


Sws New £xcrinc- 


NTISEACTION 


CALL YOUR NEARBY SUN MAN TODAY FOR FREE DEMONSTRATION 


CALIFORNIA 
Angele 
P y 


ZONE 


ARDINO: 
SAN DIEGO E Brok 


SAN FRANCISCO 
AMENTO 


SANTA ROSA 


COLORADO 
Broadway — Pea 
ALBUQUERQUE:  V # 
CHEYENNE: A W 
DENVER: £ F Haigh 


DENVER: P ye 
EL PASO teph 


PUEBLO: f P 
SALT LAKE CITY 


DISTRICT OF COLUMBIA 
Washington C 
5 Baltimore Avenue W 


Mayattswile. Md 


ALEXANDER wh 
BALTIMORE 
BALTIMORE: H A He 
NORFOLK: Wf th 
RICHMOND: # 
WASHINGTON. D.C 
WASHINGTON. 0. C 


GEORGIA 
Atlanta 
1068 Arlington Ave S.W 
ATLANTA: D E. Watke 
ATLANTA: Ff MW > 
BRISTOL: C V_ Log 
CHARLOTTE 


WILSON: F.0T 


HLLINOTS 


Chicago Sales and Service Branch 
H.lem and Avondale —NEwcastie 


CHICAGO J tek 
the 
Olse 


ae 
y 
CHICAGO e 


ILLINOIS 


SIOUX CITY 
INDIANA 
h Key 


ANDERSON 
COLUMBUS 


PENNSYLVANIA 


Philadelpmia Sale 


MISSOURI 


63 North a 
Parkview 9 
CAMDEN: Ff 

DANVILLE Bueshing CHESTER 

x HARRISBURG 
f NORRISTOWN 
HANNIBAL QUINCY PHILADELPHIA 
MT. VERNON: £ 


fH 
ROCK ISLAND, ILL 
ST. LOUIS Bab 
$T. LOUIS AW 
SPRINGFIELD 


WILMINGTON 
YORK . 


FORT WAYNE 


FM 


INDIANAPOLIS wk 


INDIANAPOL 
LAFAYETTE 
SOUTH BEN 
LOUISIANA 


BATON ROU 


BUTLER 
NEW JERSEY 
1S: Max Sk a. 
N) 

PITTSBURGH 
ELIZABETH 


TENNESSEE 


Me 
6) 


GE PERTH AMBOY 


NEW YORK 


CLARKSOALE 


NEW ORLEANS 


SHREVEPORT 


t 


M 
Arlington. M 


BOSTON 


a 
HARTFORD 


MASSACHUSETTS 


BANY: ® ate 
BINGHAMTON: £ NASHVILLE 
BUFFALO: RR Ww 


Massachuset 


T Grg ABILENE 


MANCHESTER: A 


NEW HAV 
PORTLAND 


Anth 
AW 


WORCHESTER 


MICHIGAN 


swim 
BAY CITY 
CADILLAC 
DETROIT 
DETROIT 
DETROIT 
DETROIT 


FLINT: R h 
GRAND RAPIOS 


MINNESOTA 


ABERDEEN 


MIBNEAPOLIS: LE Oexte 
MINNEAPOLIS: MA. ke 


ST. PAUL 
MISSOURI 


Kansas City 
4008 Truma 


INDEPENDENCE: Roy Moore 
KANSAS CITY: GH Meye 


ST. JOSEPH 


SALINA: # R Hamill 
SPRINGFIELD: & R Hansen EUGENE 
TOPEKA: 0 A Shoop 


WICHITA: L.C. Hartman 


QUEENS 
e Road — Broadwa 
OKLAHOMA 
AW He 

pp tepne AUSTIN: RR 
ae , CORPUS CHRISTI 
AMARILLO STON uM 
( HOUSTON: | HW 


ankent NIC Fy 
JB Page miTH eathe HOUS 


a TON 
OKLAHOMA CITY . SAN ANTONIO: FW 
he 


WASHINGTON 

Mas 5% ttn Ave NW 
- EVERETT 
ales and Service Branch ee SEATTLE 
4 Avenue — Franklin 4-238 are SEATTLE 


4. Rank HUNTINGTON 
“ LEXINGTON 
LOUISVALLE 
4744 Lorain Ave, —/ 
AKRON 
CANTON 
b 
WISCONSIN 
Milwaukee Sale 
16057 W Nat 
New Be w 


FOND DU LAC 
GREEN BAY: 1 A 
MADISON: Waite 
FW Pe MILWAUKEE 
PORTLAND: WR Dupre MILWAUKEE 
SALEM: C.J. Wolo RACINE: R&A. | 


ale: 4 Service B 
Road he 

OREGON 

Portiand Sales and Service B 
CM. Bra ) terstate Ave. — Butler 9 
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CUARANTEED| 


i SUN 510° 


SCOPt morose restee 


J-kocram. .. sets you up as 


never before to cash in on Engine Service 


Now 


that enables you to cash in on the magic 


only Sun gives you a program 
selling words of “Satisfaction Guaran- 


teed.” Your customers get it with the 


Expert Engine Service you perform 
with Sun precision equipment. 

Model 510 Scope Motor Tester (left), 
for instance, enables you to perform al/ 
the approved tests recommended by the 


units you need to spot trouble faster. 
You'll stop comebacks, increase your 
volume —and you'll be able to guar- 
antee Customer Satisfaction. 


You'll “Satisfaction Guaranteed,” 
too, with your Sun equipment purchase 


get 


from your Sun representative and 


his 5-point plan below. Only Sun can 
give you these extras—and only Sun 


A.E.A. Just one package contains all the gives you “Satisfaction Guaranteed 





DELIVERY and INSTALLATION —The same Sun 
man from whom you buy the equipment will 


EASY PAYMENT PLAN--Your Sun man has a 
tailor-+nade purchase plan for you. He'll be able 


EQUIPMENT SELECTION HELP—Your Sun rep 
resentative will analyze your business and 


your present equipment to help you determine 
which models best suit your needs 





EQUIPMENT TRAINING — He'll train you and 
your men so that you can IMMEDIATELY getthe 
full value from your equipment. He'll provide 
you with all the “know-how” and technical infor- 
mation that will make you a real expert. 


Sune 


to set you up in profitable business that will 


actually pay for your equipment as you use it 





MERCHANDISING and SALES AIDS — And you 
get more than just equipment! Your Sun repre- 
sentative has exciting new merchandising pro- 
grams for you. The sign pictured (at right) will 
be seen by millions in a full-page ad in Popular 
Mechanics...and soon in the POST 


Get the details now on why 


ECTRIC CORP. 





6331 N. Avondale Avenue e Chicago 31, Illinois 
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you're way ahead... with Sun! > | 
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expedite the delivery. ..then organize the instal- 
lation in your shop so it’s right! 


This colortul poster... and national consumer 
advertising sells you and your services to the 
motoring public. ..tells them you're the man to 
see for “Expert Engine Service" with “Satisfac 
tion Guaranteed.” 

And new Sun magazine, “Sunrays,” helps you 
build your business with profit-making tips 


MAIL THIS COUPON 7 
Yes sir, I'd like to learn more about Sun's | 
new “Satisfaction Guaranteed” program, and 
how it can benefit me. Send me the details 
please write name and address in margin below 
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Shop Sells Our Cars grievance for which you should A worthy prelude we have insti- 
(Continued from page 30) not be held responsible? It there- tuted with a new-car custome! 
fore pays to bring gripes out into is introducing him to the service 
spot the trouble. The axle spline of the open. manager, showing him around the 
the right rear wheel was worn. Whatever time management shop and pointing out its cleanli- 
I cannot overestimate the value gives pays off many times over. ness, facilities and trained person- 
to a company of bringing back a Postcards cost us no more than 5c a nel. 
discontented customer and _ just piece. Since the service manage! 
letting him talk it out with man- and I are on the job anyway, Good Service Manager 
agement. The magnitude of the there are no added labor costs. I (Continued from page 32) 
problem disappears, Sometimes the doubt whether more than two 
difficulty reveals itself as trouble hours of my daily time is taken up ruin the repeat business more 
that has nothing to do with the with disaffected customers. Isn’t it quickly than poor workmanship 
repair we carried through. Isn't it worth it bringing back the cus- We may get the repeat business 
advantageous to put in the clear a tomer’s future business? until the job is finally done right, 
then we will be lucky if we eve! 
see him again. 

Let’s do the job right the first 
time. Test it to be sure we did 
what the customer requested done 
In doing this—all things equal 

they will come back for more 
om on igs th am Item 6. Poor custcmer relations: 
ae om eae on on a om a oe a, Remember, the confidence your 


customers have in your depart- 





Po ty a pe oa RT 
—— aaa amen emcenene ons Mm ment is no greater than the 


nen tiaion linen _ 7 fidence they have in the men who 
SSSSSSSHS Ree = serve them. This being true, these 
aes men should thoroughly know the 
firm’s customer relations policy 
(this shoula be as liberal as pos- 
sible) so that they may handl 
complaints and adjustments fast 
Nothing can upset a custome! 
more quickly than to be given the 
run around” when he feels he 
has a complaint and is entitled to 
some adjustment on a repair bill 
or on a job. Keep in mind that 
once they leave us for another 
shop, they are tough get back 
Lucky So, in most cases it i ‘st to agi 
Jobber! with them 


Customer relation 


> CONn-=- 


down, spells courtesy—the all-ir 


portant factor when you deal wit! 
Mr. or Mrs. John Q. Public 
Look at your shop mprove 


A Vou! department The Bo WM I 





like it! 


Lucky 


Dealer! Continuing Production 
Seen by S-P Chief 


— and uninterrupted passen- 
ger-car production at Stude- 
baker-Packard Corp. will continue 
Be the Lucky One! into the new year, according to 
President Harold E. Churchill 

Ask for your FREE Estimating that 1959 calenda1 
CONTEST CARD at the year production of Larks and 


Hawks would reach 163,000 unit 


TUNGSTEN EXHIBIT! by December 31, Churchill said 
BOOTHS 1124-1126 approximately 58,000 of that num 


IASI SHOW..N. Y. COLISEUM ber would be 1960. models. Vice 
President S. A. Skillman, general 


sales manager, advised the com- 
i pany’s 2,600 dealers that Stude 
TUNGSTEN CONTACT MANUFACTURING CO., INC. North Bergen, N. J. baker’s share of the entire auto 
mobile market reached three per 
cent in November, the largest 
since introduction of the Lark. 


Write for Catalog 
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THE ROCHESTER-GM SERVICE LINE 
OFFERS NEW WAYS TO 
PICK UP SERVICE PROFITS! 


SELL THE SERVICE LINE 
THAT'S GOING PLACES FAST! 


There’s sales potential in every car or truck that stops at your place of 
business—with one or more of the fast selling items in the expanding 
Rochester-G M Carburetor Service Line. Here’s the Service Line that 
gives you extra sales... extra profits. And it assures customer 
satisfaction ... backed by the world’s largest maker of original 
equipment carburetors. Order today from your nearby UMS distributor 
Rochester Products Division of General Motors, Rochester, New York 


In December, this fast-moving Rochester-GM 
Service item will be sold to your customers in 
colorful, full page ads in Popular Science, 
Popular Mechanics and Mechanix Illustrated 
magazines. Watch for it! 


NEW 


KLEANOUT KITS 


me Terns 


master BOCme 





Just the right parts to perform top- 
quvolity off-the-cor corburetor over- 
hauls. You waste no time, no parts. 


X-77 FUEL 
SYSTEM CONDITIONER 
= 


| CARBON-X 
x77 


q: Ri RRA DIATC }° , ! Clean and condition fuel stews af eae 
\ J UU SN . - cor with this four-way tonk additive. 
PAT. PEND Up-date your customer's fuel _ system Priced for quick soles and profits. 

1 with original-equipment quality re- 

placements for better performance. 





America's 

number one 
Original equipment 
carburetors 


GENERAL MOTORS 
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Lloyd F. Jones of Loyd Jones 
Chevrolet Co., Inc., Demopolis, 
Ala., is pictured here with fellow 
officer-graduates of the “Golden 
50th Session” of the Chevrolet 
Dealers Sons School at Detroit. 
Graduating with Jones, who is 
president, following instruction by 
company department heads on 
modern merchandising and man- 
agement, were: Carl C. Hailey of 
Charlotte, N. C., treasurer; Davis 
H. Chapman, overseas vice presi- 
dent; Henry C. Vorwald of Whit- 
ing, Inc., secretary, and Lee S. 
Ogilvie, Baltimore, vice president. 


Buy Used Car? NO! 
(Continued from page 34) 


model, about what we wanted in 
body style and an exceptionally 
clean car, judged by its paint, for 
there was not a scratch or a 
smudge of consequence thereon. 

We drove it a few blocks and 
liked it. We arranged to take it 
for an afternoon on the next Sun- 
day. From the dealership it was 
driven directly to the home of a 
friend, a considerable mechanic in 
his own right and a good judge of 
horsepower. He spent some time 
looking it over and driving it and 
in the end concluded that, with 9,- 
000 miles on it, a buyer couldn’t 
go very far wrong at $3,200. On 
the way home after this appraisal, 
to pick up the domestic partner, 
there seemed to be something 
amiss with the car’s riding qual- 
ities. This resulted in a personal 
check of tire pressure, with a per- 
sonal pressure gauge, with these 
findings in pressure: 

Right front tire, 18 pounds; left 
front tire, 35 pounds; rear tires, 
pressure in the low 20’s for tires 
with specified pressure of 26 or 
28 pounds. So, after adjusting tire 
pressure with a personal air sup- 
ply, we went for the shake-down 
ride and the appraisal that really 
counts, the one resulting from con- 
centrated attention to the flaws, 
if any, and the little things that 
annoy or distract this particular 
pair of drivers. 

After this shake-down ride of 
some duration, this observer sat 
down and compounded a list of 
about 15 objectionable items, ex- 
clusive of unequal tire pressure 
when the car was delivered for 
demonstration. 

It should be specified that all 
visible indications verified as ap- 
proximately correct the 9,000 miles 
shown by the odometer. It could 














INSTALL 
REMANUFACTURED ENGINES 


OVER 200 NEW—OR 
RECONDITIONED PARTS 


NEW ENGINE GUARANTEE—NEW POWER—SAVE ON REPAIR BILLS— 
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awd JUMBO-SIZE POSTER... 


tells why remanufactured engines are tops in quality 


... how they assure peak performance. Lists all new 
or reconditioned parts used...lists all remanufac- 
turing operations. It’s durable, hangs anywhere... 


will tell and SELL for years! 


Muskegon Piston Ring Company, Muskegon, Michigan 





have been turned back 10,000 
miles, for the front mats had been 
removed. However, the brake 
pedal showed little if any wear 
and the spare tire matched the four 
on the ground, which were good, 
indicating original rubber, for in 
buying a second set of tires, the 
owner would hardly buy five. Fur- 
thermore, it was obvious the spare 
had never been out of the trunk. 
But, with some brief explana- 
tion, here is the list of more than 
a dozen objectionable features: 
The air-conditioner fan blew 


air, but the compressor was not 
functioning. The windshield wash- 
er did not work. Idling speed was 
so high that the entire car vibrated 
and crawled, even on an ascending 
incline. The doors rattled. There 
was one squeak in the steering 
column and another in the brake 
pedal. Breather caps were dirty 
and so was the air cleaner filter 
element. There was an unidentified 
noise in the engine and, on accele- 
ration, there was labor vibration. 
This car obviously needed a lubri- 
cation, the shift indicator was out 





Yes 
Sir! 


My parts and labor profits have 
doubled since | posted this! 


Get this hard-hitting poster to work in your shop and 
you'll see how easy it is to double your parts and labor 
profits, too, while you triple your shop capacity. When 
you “INSTALL RATHER THAN OVERHAUL,” you 
realize twice the profits from overhauls with related sales 
and installation of clutches, points, plugs, etc. It takes 
just eight hours to install... compared to 244 days for 
a complete major overhaul. You require less space, too, 
since you have fewer parts, thus enabling you to han- 
dle up to three times as many jobs. And, remanufac- 
tured engines are guaranteed for you by the rebuilder. 
Hundreds of new parts and precise rebuilding and 


inspection assure top performance... 


stop profit- 


consuming come-backs and free adjustments so prev- 
alent with overhauls. Investigate today! Write for 
. details on the valuable, new poster plus the fact-filled 
Ms» booklet, “INSTALL RATHER THAN OVERHAUL.” 
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} “INSTALL RATHER THAN OVER- 
HAUL"... tells why remanufactured 
engine sales are increasing .. . tells 
how you can double profits, triple ca- 
pacity. Write for your free copy now! 





of alignment and the directional 
signals did not function as they 
should. There was obvious need 
for a new set of spark plugs. 

A number of these items were of 
minor nature, it is readily admit- 
ted. But—the more of them that 
were minor increased the degree of 
negligence in this dealership in not 
conditioning the car before putting 
it on demonstration. At least from 
our viewpoint. And these minor 
matters sowed and harvested, all 
in one short afternoon, some dark 
suspicions about what could not 
be seen and checked. There was 
mystery here, and we were not in- 
clined to invest money in mystery. 

How long since the oil had been 
changed? It wasn’t too clean. 

And the oil filter element? 

How much brake lining 
left? 

What about the universal joint 
and the front-wheel bearings, the 
A frame and the 


was 


front-end, the 
headlights? 
There's a Big Mystery 

This was an afternoon drive, 
remember. And then there was a 
big mystery. The former owner 
had returned the car to the dealer- 
ship where it had been purchased, 
explained simply that he could not 
pay it out, left the car and left 
town. Since he had very little 
service at the dealership there was 
no history of this automobile to be 
had 

After delivering the car 
the dealership, this observer asked 
the salesman-friend if the dealer 
had a reconditioning policy on 
used cars. Oh, yes, he said, just 
about anything needed would be 
fixed. After enumerating a number 
of the objectionable features found 
by this observer, it was pointed 
out that the dealer’s reconditioning 
policy didn’t seem to be function- 
ing. 

The 
laughed. 

“Oh, yes, it functions all right,” 
he assured us. “Only trouble is 
this dealership has the cart before 
the horse when it comes to recon- 
ditioning a used car. They fix it 
up all right, but not until it is 
sold.” 

It must be submitted here that 
such a used-car reconditioning 
policy does not appear to be very 
effective. Especially at a time (in 
November 1959) when used cars 
were reportedly moving slow in 
this area, in spite of the new-car 
shortage. 

And as far as this dealer is con- 
cerned, such a cart-before-the- 


back to 


salesman-friend sort of 
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WANTED 


DEALERS FOR THE NOVI DELUXE 
AUTOMOBILE AIR CONDITIONERS 





QUALITY 
PERFORMANCE 
PRICE 


NOV IE no. 


Superior Cooling 


Beautiful Design Advanced Engineering 
Greatly Reduced Installation Time 


Adapter kits packaged and sold separately for greater flexibility in 
sales. Five Novi warehouses assure fast delivery and lower inventory 


investment, 


90 DAY WARRANTY ON PARTS 


SPECIAL $ 50 Complete with clutch 
Federal Excise Tax 
included. 


DEALER 
F.O.B. nearest Novi warehouse 


PRICE 
NOVI SALES AND SERVICE CO., INC. 


WAREHOUSES: 2501 South Grand Avenue, Los Angeles, Calif. * 2112 West 
7th Street, Fort Worth, Texas * 2932 Troost Avenue, Kansas City, Missouri 
20830 Coolidge Hwy, Detroit, Mich. * 190 Fourteenth St., N.W., Atlanta, Ga. 


For information, write Novi Sales and Service, 20830 Coolidge Hwy, Detroit, Michigan 
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New million-dollar plant of Big 
Four Industries at Maineville, O.. 
is situated 22 miles northeast of 
Cincinnati and directly across the 
road from the farm where its chief 
executives, Vern and Arch Hilde- 
brant, president and secretary-gen- 
eral manager, respectively, were 
born and reared. Of authentic Wil- 
liamsburg architecture, the plant 
is 200 feet square with 9,000 square 
feet in the two-story section which 
houses the offices. Vern Hildebrant 
started the operation in 1944 as the 
Big Four Carbide Tool Co. It be- 
came Big Four Industries in 1945. 


horse reconditioning policy d 


lasting harm in the esteem of thi 
observer. Perhaps a lot of people 
will buy such  non-conditioned 
used cars, but in the case of th 

observer, confidence in this deal 

suffered. And failure to recondi- 
tion that used car, in all possible 
respects, may have cost the deale: 


1 hir 
1a fl 


a new-car sale. One of his ’60 
models was demonstrated, but we 
decided against it. It is possible 
that in a subconscious way, we 
were a bit gun-shy of that dealer- 
ship as a result of the used-ca 
demonstration related. But that 
strictly an afterthought. 

We might have bought that °59 
used car for $3,200, had it been ; 
clean in operation as in appear- 
ance. But now this observer and 
his domestic partner are back 01 
the beam they have followed fo: 
so many years. No used cars fo 
them. They are waiting for the ’60 
model of their choice. 


Dodge Promotes Butcher, 
Formerly of Texas 


greg of Paul E. Butcher 
- to national dealer placement 
manager for the Dodge Division 
of Chrysler Corp. has been an- 
nounced by Dodge Genera! Sale 
Manager John B. Naughton 
Butcher joined Chrysler in May 
1955 as Plymouth district manage) 
in Dallas after five years in 
sales capacity with another manu- 
facturer. A year later he was 
named business management man- 
ager for the Dallas region. In 
January 1958 he became Dodge 
dealer planning and placement 
manager for Chrysler in the At- 
lanta zone and later the same year 
was promoted to assistant dealer 
placement manager for the South- 
ern area. Most recently he had 
been Dodge area dealer placement 


manager. 
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More Than 50 Million Two Headlamp Cars need Vision-Aid Headlamps with 


Greater visibility against oncoming 
lights makes night time passing safer for all 
two headlamp cars and trucks! 


OLD BEAM 





Old Range of low beam in old-type 7-inch head- 
lamps is no longer adequate. As vehicles ap- 


proach, the opposing headlights create a glare 


that tends to cancel out the visibility of both 


6-V PASSENGER CAR 6006 
12-V PASSENGER CAR 6012 
12-¥V HEAVY DUTY 6013 
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drivers—causing a critical “blind spot” during 
passing. 

New TUNG-SOL 6000 series spotlight low beam 
concentrates more light farther along the right 
side of the road, away from oncoming lights... 
provides better visibility in critical passing zone. 
Even against “brights” more light gets through. 
Passing is accomplished with far less eye strain 
and hazard. In effect, spotlight low beam head- 
lamps bring more of the four-headlamp efficiency 
to all two-headlamp cars. 


SELL 


‘s) TUNG-SOL 


THE COMPLETE LIGHTING LINE 


Automotive Products Division 
TUNG-SOL ELECTRIC INC., NEWARK 4, N. J. 
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Off to Good Start 


(Continued from page 43) 


headlamp cable terminals. 

3.—Poor contacts in lamp switch. 

4.—Low or discharged battery. 

5.—Battery plates badly sul- 
phated. 

6.—Improperly grounded sealed 
beam socket. 

7.—Faulty battery ground (seal- 
ed-beam units burn out quickly). 

8.—Faulty generator or regula- 
tor action. 

9.—Faulty circuit breaker. , 

10.—Intermittent short circuit 
or ground in wiring assembly. 

11.—Loose connections at am- 
meter or light switch. 

Generator inoperative: 

Causes: 

1.—Regulator 
justed or faulty. 

2.—Regulator not grounded. 

3.—Regulator contacts oxidized 
or burned. 

4.—Loose or dirty connections 
or broken wires in external cir- 
cuit. 

5.—Loose fan belt. 

6.—Generator commutator #laz- 
ed or dirty. 

The automatic choke (Figs. 6 
and 7): 


improperly ad- 





Automatic choke system: 

When a cold engine is being 
started, much of the fuel dis- 
charged by the carburetor is un- 
able to vaporize during its travel 
to the combustion chamber until 
sufficient heat is developed in the 
intake manifold to maintain a 
homogeneous mixture for efficient 
combustion. Therefore, a much 
larger quantity of fuel is supplied 
to compensate for this lack of va- 
porization when starting and uper- 
ating a cold engine. 

When closed, the choke plate 
provides a high vacuum above as 
well as below the throttle plates 
(primary plates on a four-barrel 
carburetor). With a vacuum above 
the throttle plates, fuel will flow 
from the main fuel system as well 
as from the idle fuel system, 
bringing about the extremely rich 
fuel mixture necessary for cold- 
engine operation, 

The carburetor choke shaft is 
linked to a thermostatic choke 


control mechanism mounted on the 
main body. 

A bi-metal thermostatic spring 
in the choke housing controls the 
position of the choke plate. When 
the engine is cold, the thermostat- 
ic spring, through attaching link- 


age, holds the choke plate in a 
closed position. When the engine 
is started, enough air is drawn 
through the spring-loaded choke 
plate valve to enable the engine 
to operate and prevent flooding 

As the engine continues to oper- 
ate, manifold vacuum, channeled 
through a passage on the bottom 
of the main body to the choke 
housing, draws air from the en- 
gine compartment through an ail 
heater tube in the intake mani- 
fold heat chamber or from the ex- 
haust manifold heat chamber. The 
amount of air entering the choke 
housing is controlled by restric 
tions in the air passages in the 
carburetor. 

The warmed air enters the cl 
housing and heats the thermostatic 
spring. The tension of the thermo- 
static spring gradually decrease 
as the temperature of the air from 
the heat chamber rises, allowing 
the choke plate to open. The ai 
is exhausted into the intake mani- 
fold. 

When the engine reaches its not 
mal operating temperature, the 
thermostatic spring no long 
exerts an opposing tension on the 
choke plate. The air velocity act- 
ing on the offset choke plate as 





well as manifold vacuum acting 
below the choke plate forces it to 
the full-open position 

A baffle plate, situated in the 
choke housing, controls the speed 
of temperature rise in the thermo- 
tatic spring housing. Small holes 
in the plate pass the heated air 
directly onto the thermostatic 
spring at low temperatures when 
the choke plate is closed 

As the temperature rises and 
the choke plate opens, the baffle 
plate moves and the heated air is 
directed onto the spring by an 
alternate longer route which slows 
up the rate of temperature rise 

When the spring allows the 
choke plate to be fully opened, 
the heated air is passed directly 
onto the spring and out of the 
choke housing by the shortest 
route. The thermostatic spring 
thus remains heated and the choke 
plate remains fully open until the 
engine is stopped and allowed to 
cool. 

The fast-idle cam pick-up lever! 
actuates the fast-idle cam during 
choking. Steps on one edge of the 
fast-idle cam contact the fast-idle 
stop screw which permits a faster 
engine idle speed for smoother 
running when the engine is cold 
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As the choke plate moved 
through its range of travel from 


the closed to the open position, 


the pick-up lever rotates the fast- 
idle cam. Each step on the fast- 
dle cam permits a slower idle rpm 
as engine temperature rises and 


choking is reduced. 

During the warm-up period, if 
the engine should reach the stall 
point, due to a lean mixture, mani- 
fold vacuum will drop consider- 
ably. The tension of the thermo- 
static spring then overcomes the 
lowered vacuum and air velocity 
acting on the choke plate, and the 
choke plate will be moved toward 
the closed position, providing a 
richer mixture to help prevent 
stalling. 

The linkage between the choke 
lever and the throttle shaft is 
designed so the choke plate will 
partially open when the accelera- 
tor pedal is fully depressed. This 
permits unloading of a flooded 
engine. 

The malfunction of any of the 
above parts will prevent a “Good 
Start.” 

Car buyers have shown they 
want to patronize efficient shops 
We can make it easier for them to 
help meet our payroll! 
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THEY STAND OUT 
BECAUSE 
THEY STAND UP! 


Ralph E. Fisher Retires 
As Eaton Vice President 


I ETIREMENT of Ralph E. Fisher 
es Dec. 31 as vice president in 
charge of sales has been an- 
nounced by Eaton Mfg. Co 

A veteran of 40 years in the 
automotive parts-making field, 
Fisher joined Eaton in 1936 as 
sales manager in the Bumper and 
Stamping Division. He was elected 
a corporate vice president in 1954 
He left the teaching profession in 
1919 to join the J. G. Spring Co. of 
Kalamazoo, Mich., which was later 
acquired by Houdaille-Hershey 
Co. Fisher continued with the lat- 
ter firm as automotive sales repre- 
sentative in the Detroit office until 
he joined Eaton. 


Allison Dies in Houston 


Samuel W. Allison, 38, vice-pres- 
ident and general manager of 
Highams Cadillac Co., Houston, 
Texas, died recently, A hero of 
World War II, Allison rose to the 
rank of lieutenant commander in 
the Coast Guard. He won the 
Silver Star and the French Croix 
de Guerre for bravery in action 
during the Normandy invasion 
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A ONE-DAY meeting of the In- 
Li depenient Garage Owners oi 
Alabama took place in Mont- 
gomery last month, at which Wal- 
ter Boyette of Montgomery was 
chosen president, succeeding Jame 
Mitchell of Birmingham 

Meeting on Sunday to av 
closing shops, the group heal 
Frank Johnston, sales manage! 
Birmingham Electric Battery 
tell about the new transistor 
tion system expected soon t 





place the coil and condense! 
cal Johnston said automobile 
would be 50% transistorized with- 
n two years and urged the garage- 
men to begin study of all availa! 
material to be able to service t 

‘WwW system 

3il1 Braham, publicity direct 
of the state chamber of comme! 


Looking over the sign that soon will be seen at garages all over 1 cutive director +} n" 

Alabama are officers of the Independent Garage Owners of Alabama _ — — b, onus oF aed teats 

(l, to r.): Frank Pierce of Montgomery, secretary-treasurer; Charles bama Travel Council, told how 

Kemp, Jr., of Birmingham, first vice president, H. G. House of Tusca- state is going all out to increase 

loosa, second vice president; Walter Boyette of Montgomery, president. $110,000,.000 

and H. B. Erb of Mobile, who is third vice president. Curtis Frizzell (not , 
shown) is executive director. 


tourist busine 

A tourist, he said, i 
more than a bale of cotton 
larn sight easier to pick.’”’ He ad 


Alabama Garagemen Elect Boyette; ed, “I am sure it will be good ne 


to you garagemen to know t 


More Transistorized Cars Foreseen _ 2°"! percentage of the 











public use automobiles for their 


” 


travel. 

Boyette said, “I am looking for- 
ward to the Alabama IGO working 
closely with all franchised dealer 
garages. All of us must strive to 

io the very best job possible, with 
the safety of the motorist upper- 
most in our minds at all times. We 
will use only first-line merchan- 

lise on all automobile repairs.” 

The motoring public is looking 

a dependable trade mark for 
automobile repair, Frizzell told 
the gathering. “If you garagemen 
will treat the motoring public 
fair,” he said, “always do a good 

’b and keep out the unscrupulous 

perators as members, you can 
write your own ticket to success 

r the Alabama IGO. 

‘A recent survey by Look maga- 

ne shows only 54% of the na- 
n’s family automobile repair 
siness is being done by the in- 
ependent and the franchised deal- 

garages, The remaining 46% is 
being done by places that do not 
have the facilities nor the know- 
ledge to do a proper job.” 

The national convention of the 
IGOA will be held July 7-9 at the 
Plaza Hotel in Atlanta 
nd may attract 500 persons 


Dinkle1 


“Shopping Center" Plan 
Developed by Chevrolet 


A NATION-WIDE program to im- 
4 part a automobile 
“shopping center’? atmosphere to 
dealers’ used-car lots has been de- 
veloped by Chevrolet Motor Di- 
vision 

The project—result of 18 months 
of study of outdoor display 
seeks to provide a more attractive 
business setting, as well as to af- 
ford greater uniformity in the 
identification of Chevrolet 
car sales operations 

Brilliant, simplified signs, a wide 
use of plastics and stainless steel 
in lot border valances are incorpo- 
rated in the presentation. Particu- 
lar attention has been paid to 
lighting. To eliminate the Chinese 
lantern pattern of many used-car 
lots, the company introduced a 
vertical shield of ballpark-type, 
shadowless illumination 

According to Ed Cowan, J1 
Chevrolet national used-car man- 
ager, the “shopping center” idea is 
the most progressive step in used- 


modern 


used- 


car retailing in several years 
“All too frequently,’ Cowan 
aid, “the second-hand car shoppe! 
made to feel like a second-clas 


citizen. He is distinctly not that 
In our business he buys twice as 
many units as the new-car cus- 
tomer and we owe him major at- 
tention in our market planning. 

“It may not be practical to 
house large, fast-moving used-cal! 
stocks in buildings, but at least we 
can offer the well-lit, 
well-organized places to do his 
buying.” 

To launch the promotion, Cowan 
called into Detroit the zone used- 
car managers from al] over the 


prospect 


country, giving each a sample case 
containing quarter-inch scale, mod- 
els of all shopping center prop- 


rt} 
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Tulsa Dealers Pick Riggs 


Riggs of Luther Rigg 
Inc. (Imperial-Chrysler-Plymouth 
Valiant), is the new president of 
the Tulsa (Okla.) Automobile 
Dealers Association, succeeding 
Harold Cashon of Cashon Pontiac 
Other officers are Don Coffin of 
Fred Jones Ford, vice president, 
and Jim Richardson of Richardson, 
Inc., secretary-treasurer. Director 
are John Byers of Mid-West 
Chevrolet and Stunkard 


of Greenlease-Ledterman 


Luther 


George 
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Wi CUSTOM-CRUSH* MEANS PERFECT 
“SADDLE FIT, TOTAL HEAT TRANSFER 


CUSTOM-CRUSH is just one of the many features that make 
McQuay-Norris Bearings stand out. Longer engine life, less 
down time are assured. CUSTOM-CRUSH means perfect 


saddle fit, complete heat transfer. 
% THE SPECIAL McQUAY-NORRIS CRUSH ALLOWANCE 


AT THE SPLIT LINES ASSURES PERFECT SADDLE FIT. 


ORIGINAL PRODUCTION BEARINGS HAVE A UNIFORM 
AMOUNT OF CRUSH BECAUSE ALL PARTS ARE NEW. RE- 
PLACEMENT BEARINGS SHOULD HAVE A SPECIAL CRUSH 
AT THE SPLIT LINES TO COMPENSATE FOR SADDLE WEAR 


AND DISTORTION. 


McQUAY NORRIS “alum-lined"™ 


late model engine applications. 


engine bearings 


MORE THAN er Tele) NUMBERS of all types—a bearing for every need. 





TIME SAVERS 


Replacing Reverse Band 
On Jaguar Transmission 


7 Xk-150 Jaguar automatic 
transmission reverse band is 
situated in the front section of 
the transmission and transmission 
must be removed to replace the 
band. This requires seven hours 
labor. 

Since ancher brackets on the 
band are spot-welded and often 


SPOT BACK HERE 


DRILL THREE 3” HOLes—4e—t} —] 


break, necessitating replacement 
of the band, we have found that 
by drilling three % holes in 
brackets they can be electric- 
welded back in place through the 
holes. We slip a piece of wet as- 
bestos between the band and the 
drum during welding to prevent 
damage to the drum.—Wade 
Gantt, Shop Foreman, Hickory 
Motor Sales (Dodge-Plymouth), 
345 Ist Avenue, S. W., Hickory, 
North Carolina, 


Replacing Studebaker 
Distributor Screw 


_ MAKE unclamping and setting 
of timing much easier on the 
1959 Studebaker V-8 engine, I re- 
place the hex head screw that 
clamps the distributor onto engine 


with an allen head since 
the hex head is in a tough spot to 
reach. 

I believe this idea could apply 
to many other engines that have 
the distributor situated toward the 
rear of the engine.—Frank M. La- 
Grange, 2234 Westwood Drive, 
Marion, Indiana. 


Controlling Head Gasket 
Leakage Safely 


7 CONTROL head gasket leakage 
safely on cars with the head 
and block surface flat, spray both 
sides of the gasket with aluminum 
paint. 

We spray on one coat and allow 
it to dry, then spray on. anothe! 
on each side of gasket—and 

gasket and head: while 


screw, 


coat 
install 











GOT A GOOD 

$ IDEA? 

time - saver or shop 

short - cut accepted 
A photo or rough sketch will 
make your idea more valuable. 
ously published, offered for our 
exclusive use, can be consid- 
Automotive Journal, 806 Peach- 
tree St., N. E., Atlanta 8, Ga. 


will be paid for every 
for publication in this section. 
Only original items, not previ- 
ered. Send them to: Southern 
Rejections cannot be returned. 











paint is still wet. This really 
works.—James D. Martin, Service 
Manager, Jack Hughes Motors 
(Ford), 100 E. San Antonio, San 
Marcos, Texas. 


Making Permanent Lock 
Of Two Set Screws 


we we encounter parts of 
farm automotive equipment 


which persist in loosening at the 


set screw that holds them—even 
though the set screw is locked by 
following it with another—we 
make a “never-loosen” repair. 
Since it seems that two set 
screws of the same size locked to- 
gether by Jamming one against the 
other loosen because both screws 


move at the same rate, we use two 
of different diameter and thread 
pitch. The small set screw has 
standard NC threads, while the 
larger locking screw behind it has 
NF threads. A small brass slug is 
used under the first screw if there 
are threads to be protected. 
Screw size combinations should 
be chosen so the smaller screw 
can enter its hole without having 
forced through the outer 
threads. For example, we use a 
7/16” NF screw to lock a 9” NC, 
or a 9/16” NF on top of a 4%” NC. 


to be 


—S. Clark, Stanley Clark Service, 
Box 2162, East Bradenton, Florida. 


Removing Pistons 
In Chrysler Cars 


JIsTONs are often difficult to re- 
move from the blind front- 
wheel cylinders on Chrysler-built 
cars and blowing them out with 
the pedal is very messy. We have 
found an easy way: 

Insert the business end of a 
good pair of snapring pliers into 
the open end of the piston and 
spread them tightly. Piston can 
then be easily worked out with 
pliers—Victor McGee, c/o Bed- 
well & Cole Auto Service, 310 
South 7th Street, Mayfield, Ken- 
tucky. 


Repiacing Elbow Hose 
On Chrysler Cars 


MOLDED rubber elbow-type 
hose used on some Chrysle1 
water-cooled carburetors—’54 De 
Soto, for example—apparently 
cannot be purchased. However, a 
perfect replacement can be made 
with a piece of standard heater 
hose of correct length. 
Insert a piece of coil spring to 
prevent hose from collapsing. It 





» _,,McQUAY-NORRIS 
*'7"“Manufacturing Co. 


ST. LOUIS 
TORONTO 


oo 





works fine—John J. Ricketts, 
Bradfield Bros. & Schwartz Ga- 
rage, 4800 Belair Road, Baltimore 
6, Maryland. 


Simplifying Bearing Job 
By Expanding Race 


Ix CASES where ball bearings are 
to be mounted on a shaft with 
an interference fit, the inner race 
can be expanded slightly by use 
of an electric soldering iron. Ex- 
pansion will permit the bearing to 
be assembled onto the shaft with- 
out resorting to driving or press- 
ing, which often damages _ the 
bearing if it is not done expertly. 
Various supporting arrange- 
ments for the bearing and solder- 
ing iron are possible. For example, 
a pair of “V” blocks can be used 


to hold the iron and bearing in 
alignment. With this arrangement, 
the tip of the soldering iron is ap- 
proximately centered in the bear- 
ing bore but does not touch metal. 
Usually only a few minutes of 
heating is necessary—H. J. Ger- 
ber, Assistant Professor, Oklahoma 
State University, Stillwater, Okla- 
homa. 


Removing Chrysler-Built 
Cummutator End Plates 


pe ecigge commutator end 
plates on Chrysler-built cars 
with power steering pump mount- 
ed on generator are difficult to 
pry off because of the bearing sit- 
uated in the plate. 

To remove plate quickly and 
easily, first remove the bolts hold- 
ing the generator together and 
then remove power steering pump 
coupling. Thread a 44” USS bolt 
4” long tightly into the armature 
shaft. With someone holding the 
generator, use a square-end punch 
on bolt head to drive the shaft 
from end plate and bearing. A few 
taps with the hammer are usually 
enough. — Everett May, Wells 
Motor Company, Inc., 417 Main 
Street, Pikeville, Kentucky. 


To Cure Wheel Cover 
And Hub Cap Noises 


CURE for all wheel cover and 

hub cap noise, squeaks, whis- 
tles, drumming, etc., can be mace 
with a strip from an old inne> 
tube—2” long and 1” wide—folded 
together. 

Pry wheel cover open at vai 
stem sufficiently to insert rubber 
halfway under cover. Next, pr 
cover up across from valve stem 
on straight line and insert same 
size rubber as at stem. With very 
sharp knife or razor blade, cut 
tube flush with wheel edge so 
that the rubber will not be seen 
Job is done and so are the noises. 
—Forrest Duke, 514 Orange 
Street, Hot Springs, Arkansas, 


Buick Gets Olds Engineer 


Lowell A. Kintigh, formerly as- 
sistant chief engineer for Oldsmo- 
bile, has been named chief eng! 
neer for Buick Motor Division, 
succeeding Oliver K. Kelley, who 
was appointed technical assistant 
to the general manager of the 
newly-created Defense Systems 
Division of General Motors. Kin- 
tigh joined GM in 1929 
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ADJUSTABLE HEAVY DUTY 


LOWER BALL JOINT TAKE-UP KIT 
for 1955-57 CHEVROLET 


Champ-ltems No. 199 Adjustable Heavy Duty Lower 
Ball Joint Take-Up Kit - a positive take-up - holds wheel 
alignment - nylon bearing for minimum friction. 
Easy to install - can be adjusted to take all play out of 
lower ball joints. Keeps lower ball joint in socket at all 
times. Eliminates ball socket play. Designed to require 
only a short time for installation. 


ORDER FROM YOUR JOBBER 
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Giving his pitch, Dodge’s top 
salesman, Jack Rutledge of Colum- 
bus, Ga., is graded on the five 
steps of his sales presentation as 
he tries to induce a customer to 
buy a Dodge Dart. So persuasive 
was he, said Dodge Sales Promo- 
tion Manager Richard L. Shugg 
(seated, acting as the customer) 
“that I almost bought another 
one.” 


Dodge's Top Salesman 
Is from Georgia 


Ww is a topnotch automobile 
salesman? 


He’s about 37 years old, married 
and the father of three children 

He graduated from high school 
and chances are he went to college 
for a couple of years 

He’s a veteran of military serv- 
ice and he’s active in civic or! 
church affairs. 

He has been an automobile 
salesman for about eight 
but probably got his first 
training in another field. 

And he has worked for only 
one automobile dealership. 

These are conclusions reached 
in interviews with the 18 regional 
finalists in a recent nationwide 
alesmen’s’ presentation contest 
conducted by the Dodge Division 
of Chrysler Corp. Nearly 4,000 
Dodge salesmen in all parts of the 
country participated in the com- 
petition. 

Contestants’ showroom presen- 
tations were judged in five cate- 
gories covering all major features 
of the 1960 Dodge cars. The re- 
gional winners were flown to De- 
troit for the contest finals, which 
were judged by five prominent 
sales and automotive executives. 
The grand award was an expense- 
paid trip to California and an ap- 
pearance Dec. 12 on the Lawrence 
Welk television show. 

The ages of the 18 finalists 
range from 23 to 48. Only two are 
bachelors. All are high 
graduates. Twelve have attended 


years 


sales 


school 


college but only two received a 
degree. Those who went to college 
majored in a wide variety of sub- 
jects but the emphasis was on 
business economics, finance, 
business administration, account- 
ing and merchandising. Two ma- 
jored in engineering and another 
in history 

Fifteen are veterans of military 
service and five served as officers 

one as a lieutenant colonel, 

captains and one as an 

nsign in the Maritime Service. 

Three have been salesmen for 
than 20 years but three 
others have been selling for less 
than six months. The 
length of time the 18 have worked 
as salesmen is 11 years—the aver- 
age as automobile salesmen, eight 
years. Thirteen of the finalists 
have worked in only one automo- 
bile dealership; three in two 
dealerships and two in three deal- 
erships 

Almost all of the 18 are active 
n civic or Many 
hold important positions in thei 
organizations. One is a_ worthy 
master of a Masonic Lodge, an- 
other is a worthy patron in the 
Order of Eastern Star, another is 
past exalted ruler of an Elks 
Lodge. One is chief of a volunteer 
fire department. And a New York 
winner is a scout for the Phila- 
delphia Phillies. 

Virtually all have 
ome kind—golf, hunting, fishing, 
bowling, photography, woodwork, 
baseball. A Virginia sale 


more 


average 


church affairs 


‘ 
i 


hobbies 6) 


MUSIC, 


man coaches football as a hobby. 
A New Yorker goes deep sea fish- 
ing and holds a charter boat cap- 
tain’s license. One flies airplanes 
and another races midget cars. A 
Californian studies child psy- 
chology as a hobby and a Wiscon- 
sin salesman says, “My hobby is 
selling Dodge cars and trucks.” 
The national winner of the con- 
test, Jack Rutledge of Columbus, 
Ga., comes being the 
“average” salesman among the 18 


close to 
finalists. He’s 39 years old, mar- 
ried, the father of three children 
A former Army 
been a car and truck salesman fo 
The John A. Pope Motor Co. fo 
ten years. He graduated from high 
school and attended the Universit: 
of Georgia Columbus Center. He’ 
bass soloist in a Baptist church 
choir and songleader in the Lions 
Club 

Commenting on the results 
the survey of the 18 finalists, J. B 
Naughton, Dodge general sale 
manager, “The 


captain, ne ! 


‘ 
oO 


said, main con- 


clusion to be drawn is this: The 
best salesman in the automotive 
field today is usually the man who 
has had college or business train 
ing, who is genuinely 
in people and who is well thought 


interested 
of in his community. Invariably, 
such salesmen are not only suc- 
cessful but also contribute a great 
deal to the stature of their pro- 
fession.”’ 

The various car factorie 
constantly conducting prog 


better equip salesmer 


“Henry! I thought you were going to have that fixed!’ 
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MONKEY GRIP 
| DUAL-PURPOSE 


Self Vuicanizing 
TUBE and TUBELESS TIRE REPAIRS F 


LARGE ROUND 
3 








pn ROUND SMALL OVAL 
ogre ware Oe 


” MONKEY GRIP 
Don MPO POTS 


Dual- Purpose PATCHES 


for Tubes and Tubeless Repairs 


Cold Vulcanizing... Quick... 
| Safe...and PROFITABLE! 


PATCHES 


' 
| 
fon TuRt ano 
| 


Made by new cushion-gum formula to provide sure 
TuetLess et eePams 


adhesion and permanent repairs. Chemical vulcan- 


ization permits use either hot or cold. Round and 





oblong patches in sizes for every need. Packed in 
dispenser cartons. Metal service cabinet available, 


complete with patches, buffers, stitcher and solvent. 


im MONKEY GRIP 


catalog The Wells Beat SALES CO. 


P. O. BOX 6170 DALLAS 22, TEXAS 
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This is a portion of the audience 
at the annual Prestone anti-freeze 
and chemical sales clinic held re- 
cently at the City Armory in 
Staunton, Va., sponsored by Na- 
tional Carbon Co. and Coiner Parts 
Co. The event attracted approx- 
imately 600 customers, according 
to Charles E. Kennard, manager 
of Coiner Parts. 


12 Southerners to Get 
Studebaker Plaques 


bene Studebaker-Packard 
dealers in the South who have 
completed from 15 to 35 years of 
association with the corporation 
and are being presented plaques 
are: 

Thirty-five years—W. Scott Fox 
Motor Co., Fulton, Mo.; Brazos Mo- 
tor Co., Bryan, Texas; 30 years 
McAllen Motor Co., McAllen, Tex- 
as; 25 years—Maxey and Donnelly 
Motor Co., Inc., Nashville, Tenn.; 
20 years—Zellner and Howard, 
Inc., Forsyth, Ga.; Pittard Motor 
Service, Warrenton, N. C.; Rey- 
nolds Motor Sales, Inc., Clinton, 
N. C.; Valley Service Station and 
Garage, Aztec, N. M.; Beach Mo- 
tors, Temple, Texas; 15 years—R. 
E. B. Blanton, Inc., Richmond, Va.; 
Victory Motors, Savannah, Ga., 
and Bevan Motor Co., Hutchinson, 
Kan. 


Fort Worth Dealers 
Reelect Sam Fleming 


AM W. Fleming of Sam Fleming 
KJ Buick Co. has been reelected 
president of the New Car Dealers 
Association of Greater Fort Worth 
(Texas), the first president in the 
association’s 33-year history to 
achieve this distinction. 

Elected to serve with Fleming 
were Jack K. Williams of Dumas 
Milner Chevrolet Co., first vice 
president; Jack J. Baggett of 
Ernest Allen Motor Co., second 
vice president, and Basil Roper of 
Texas Motors, secretary-treasurer. 

Directors include Tom Abbott, 
Jr., of Frontier Pontiac, Carl Al- 
denhoven of Southwest Chevrolet 
Co., Moorman Meador of Meador 
Olds and H. B. Ransom of H. B. 
Ransom Motor Co. Abbott, Alden- 
hoven and Ransom are past presi- 
dents of the association. 


Anderson Dies in Port St. Joe 
Victor R. Anderson, 45, owner 


and manager of St. Joe Motor Co., 
Port St. Joe, Fla., died last month. 


SOUTHERN AUTOMOTIVE JOURNAL for January 1960 





These 33 tools 
will help you make 
0 easy dollars 

in 440) short minutes 


What a job these three tools will do when you go to 

work with them! The Nut-Cracker, Offset Nut- 

Cracker, and Stem Extender will cut down on re- 

moval time and installation time as much as 334% %. 

These new Briggs time-savers are the talk of the 

trade. They make it possible for you to do more 

4 opulan brands: jobs and cash in more fully on big shock absorber 
p dollars in the biggest shock market in history. Re- 
member: the best shock absorber your customers 


IMPERIAL Adjustable ; 
STANDARD Regular Duty can buy is the best shock absorber you can sell. 
BRIGADIER Heavy Duty Briggs is best. So sell big—sell Briggs. Get all the 
ADJUSTABLE BRIGADIER facts and figures from your NAPA Jobber on how 

Heavy Duty you can pocket 20 easy dollars in 40 short minutes! 


—and BRIGGS furnishes 
SALES HELPS 
to help you sell 


All the dope on how to check, where to spot bad 
shocks. Easy-to-follow installation instructions on 
all types for all cars and light trucks. Plus all the 
promotion material that pays off big—Catalog, Win- 
dow Streamers, Counter and Window Displays, 
Check Tags, Stuffers, and a hard-hitting national 
advertising program that becomes local advertising 
for you in three popular magazines—-The Saturday 
Evening Post, Sports Illustrated, and Farm Journal, 


DDI it ee 
bb, SHOCK ABSORBERS 


The Briggs Shock Absorber Co., Cleveland 15, Ohio 
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Mr. William H. G. France, NASCAR president, and Mr. Robert H. Davies, 
Autolite president, discuss plans for the Autolite NASCAR program. 

















a se 


Aerial view of the three-million-dollar two-and-a-half-mile Daytona International 
Speedway, showing 45-acre lake in center of the infield with Municipal airport 
in background. The track has already been established as the world's fastest 
with new record speeds for stock cars, speedway cars and sports cars. 


Late model stocks roar around north side of the 
high-banked Daytona International Speedway. The 
pit access road is shown at the right along with 
telesign and garage area. 
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WELCOMES AUTOLITE 
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Sensational photo finish of the 500-mile NASCAR International Sweepstakes race at Daytona International Speedway, 
February 22, 1959, showing how Car No. 42 nosed out Car No. 73. Car No. 48 was a lap behind at the finish. 


Autolite will participate in the Daytona Speed Weeks 
and at NASCAR sanctioned events throughout the country 


Here’s the biggest promotional boost yet for Autolite in all NASCAR activities at Daytona Beach, 
Spark Plug Dealers everywhere! Now Autolite Spark Florida, and at NASCAR sanctioned events across 
Plug Dealers will be able to capitalize on the the nation. In the limelight will be cars equipped 
intense excitement and interest generated by a with Autolite Spark Plugs. 
—- that SESPSELS SAECO GPOCLESOTS than aed Autolite NASCAR prizes, plus a series of special 
sional baseball, including the World Series. : 
regional trophies, will dramatize the leadership of 
Autolite will begin active participation in NASCAR Autolite Spark Plugs in 1960 and for years to come. 
with the 11th Annual NASCAR Safety and Per- And with each award the Autolite Spark Plug 
formance Trials and the 2nd Annual Daytona Dealer can be sure that Autolite NASCAR partici- 
International Speedway Winter Classics, January pation is building sales for him! 
30 through February 14. Autolite will participate THE ELECTRIC AUTOLITE COMPANY e« TOLEDO 1, OHIO 


@ AUTOLITE. SPARK PLUGS 
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Says President of Rebuilders: 


Bright Skies Shine Ahead ore 


By R. R. “DICK” NEIL, JR. 


President, Automotive Parts Rebuilders Association 


N 1952 the rebuilding business How this industry has expanded 
started on the upgrade and has and some things to be considered 
continued to increase each year. by anyone contemplating entering 
The future certainly looks bright. this industry might be of interest 


The author has been in the parts- 
rebuilding industry for two gen- 
erations, starting first in Colum- 
bia, S. C., and later moving to 
Nashville, Tenn., where he oper- 
ates Neil Parts Rebuilders, Inc. 
IT TAKES The industry he represents is now 
doing more than a quarter of a 
billion dollars a year in volume, 

it has been estimated, and is 

rapidly expanding. The annual 

convention of APRA at New 
Orleans last October drew an 


TO DO THE attendance of 1,100 persons. 


to readers of SOUTHERN AUTOMO- 
TIVE JOURNAL. 
In 1918 a soldier from the north- 


ern part of the United States came 


AUTOMOTIVE home from World War I. He had 


been in the repair division of the 


SANDING Army in France and had learned 
AND FINISHING to rewind armatures by hand. 


With his three brothers he started 
an armature-rewinding shop in his 
father’s kitchen, and from this 
humble beginning has emerged 
DUAL one of the largest generator-, 


starter- and armature-rebuilding 


ACTION companies in the United States. 


. : In 1928 a young man walked in- 

Unexcelled for sanding prime coats, surfacer, or putty; roa on ‘ tiv ai 
for scuffing old finishes to remove oxidized paint or 0 an automotive macnine snop in 
gloss. Because of its unusual action, abrasive paper the South and offered to start to 
cleans itself. Jobs which required wet sanding can be work for nothing until he could 
done dry. To yes eg by — must on _ learn enough to be worth some- 

offer a special abrasive kit, with a “loan” sander. Try ‘ int 
the Model “DA” air driven sander in your own shop. thing to the business. (His starting 
Write for complete information, today. pay was $1 a day.) After working 
four years as a machinist, he went 


“MITY-MIDGET’’ ; _ on the road as a salesman for this 
company and there he saw a need 
Most popular air-driven sanding machine on the j for the rebuilding of certain auto- 
market today . . . excellent feather-edger. “‘Mity- ; motive units. So in 1935 he started 
Midget” is an orbital action block sander . . - ~ his own business with two em- 
made by the originators of orbital action. Its " reg ; . 
speeds can be varied from 4000 to 6000 rpm ‘ | . ployes. From this small beginning, 
depending on the finish desired and abrasive , 
used. Weighs only 4 pounds, yet has 25 square , > surely into a small, compact and 
a of abrasive area. Write for new literature, ‘ successful firm. 
oday. . » early 1930’ > West ; 
er See In the early 1930’s in the West a 





his business has grown slowly and 


service station operator with a 
NATIONAL-DETROIT, inc brake shop in the rear started 
rebuilding all types of automotive 
units, and now this company is 
one of the largest of its kind in 
the world, employing between 
350 and 400 people. 


ROCKFORD, ILLINOIS 
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These stories are not only true, 
but could be applied to the be- 
ginning of 98% of the rebuilding 
firms in the country today. 

In the early days of the rebuild- 
ing industry, being a machinist or 
mechanic was as necessary to suc- 
cess as was Daniel Boone’s mark- 
manship in his conquest of the 
frontiers. But in the future I see 
a vast change, although personal 
knowhow will always be an asset. 
Our suppliers have taken most of 
those problems off our shoulders 
with special-built equipment and 
component parts, manufactured al- 
most exclusively just for the re- 
builder. 

The rebuilder grew up during 
World War II and continued a 
good business through 1948. Then, 
due to the lack of motor vehicle 
manufacture during the five-year 
war period, cars aged three to ten 
years old disappeared from the 
highways. During this period many 
rebuilders disappeared from the 
scene. Most of the rebuilders who 
had been in business for some 
time before and during the war 
had built a solid foundation of 
good customers and were able to 
weather the storm. 


Hit the Upgrade in ‘52 


In 1952 the rebuilding business 
started on an upgrade and has 
continued to increase each year 
Now we rebuild parts on the very 
latest models without having to 
wait for them to become three to 
ten years old. 

During our convention and trade 
show in New Orleans last October, 
I was asked the question: 

“Is this a good business for the 
young man to go into?” 

In my opinion he has three 
major problems confronting him to 
start with: 

1.—He must have the knowhow. 

2.—Each unit that is rebuilt re- 
quires a $20,000 to $50,000 invest- 
ment. 

3.—If he has the money and 
knowhow, his next need will be 
customers—and the rookie has al- 
ways had a hard time ousting the 
pro. 

The future’ certainly looks 
bright, but I believe the manu- 
facturer will continue to try to 
produce throw-away units. But it 
is my observation that when a 
unit is too cheap to rebuild, it is 
usually inferior and will not do 
the job in the first place. 

The next ten years we will have 
plenty of business, but it will be 
necessary to equip for more pro- 
duction in order to hold down the 
overhead and make a profit. 
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S-P Moves Woods, Mister 


G. E. Woods, formerly Stude- 
baker-Packard zone manager at 
Memphis, Tenn., has been named 
Cincinnati zone manager. He is 
succeeded in Memphis by J. W. 
Mister, formerly assistant manager 
for the South Bend, Ind., zone. 


Melbourne Floridians Elect 


W. A. Fordyce, Jr., of Fordyce 
Chevrolet-Cadillac, Inc., has been 
elected president of the Melbourne 


(Fla.) Automobile Dealers As- 
sociation. Jim C. Martin of Mar- 
tin Pontiac, Inc., is vice president 
and Elliott C. Newell of Newell 
Motor & Equipment Co. (Ford- 
Fiat), secretary-treasurer. 


Paul Johnson Dies in Missouri 


Paul G. Johnson, Sr., of West 
Plains, Mo., chairman of the Mis- 
souri Automobile Dealers Associa- 
tion insurance trustees committee 
for four years, died at his home 
He headed the association in 1951. 








FULL SEAT 
Fullest ease for Ma yas od arrangement. 
Family size for front and seat comfort. 


WRITE FOR DETAILS: 


H. B. EGAN MANUFACTURING COMPANY 


MUSKOGEE, OKLAHOMA 


TORONTO, CANADA 
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, new line of 
Plus Fuel Pumps 
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MORE OUTSTANDING FEAT 


URES! Yes, more fea- 
tures than you can find on an 


y other fuel Pump. The 
made in fuel Pumps in 


- For example, the Carter 
Zip-Pump is cast of modern lightweight aluminum in- 


stead of zinc—for extra strength and more heat resist- 
ance. The weight difference alone will surprise you. 
And our ‘rolling loop’ scalloped diaphragm Zives motor- 
tion against vapor lock. There are 
features such as the 
r of the pum 


ists maximum protec 
Other outstanding 


that prevents wea 
cam shaft. Call your C 
complete story on the 


‘sliding shoe’ 
P lever or the cam on the 
arter supplier foday and get the 


finest fuel Pump available anywhere. 


CART Ee 


Cc ARBURETO 
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Jack Rutledge (center) salesman 
for John A. Pope Motor Co., Co- 
lumbus, Ga., won out over 3,915 
other Dodge salesmen in a nation- 
wide contest to determine the best 
showroom presentation to car buy- 
ers. He will receive an all-expense 
trip with his wife to California, 
where he will repeat his presenta- 
tion on the Lawrence Welk TV 
show. Shown here are (Il. to r.): 
Hanley Taylor, Detroit Dodge 
dealer; John B. Naughton, Dodge 
general sales manager, who help- 
ed judge the competition; Rut- 
ledge; Paul J. Landry, vice presi- 
dent of Commercial Credit Corp., 
another judge, and Dodge General 
Manager M. C, Patterson. 





Arkansas Dealers Slam 
Deceptive Advertising 


A RESOLUTION condemning “‘mis- 
leading and deceptive” adver- 
tising climaxed the 25th annual 
convention of the Arkansas Auto- 
mobile Dealers Association recent- 
ly in Hot Springs. 

The legislative committee was 
called on to prepare legislation 
providing penalties for violations 
which will be presented at the 
1961 General Assembly. 

“There is a minimum of absurd 
and outright untrue advertising in 
Arkansas,” said Executive Vice 
President George H. Benjamin of 
Little Rock. “The purpose of the 
resolution is to keep it that way.” 
LOW COST WAY TO MAKE HIGH oo 

WHEEL ALIGNMENT PROFITS dent. Other officers are Charles 
You can add a new profit-making operation at low Wiygul of Osceola, first vice pres- 
cost with this Weaver WJ-125 Alignment outfit. ident, and Fred S. Balch, Jr., of 
It’s compact, requiring minimum space, and is Little Rock, treasurer. Benjamin 
simple to operate, yet is highly accurate. Pre- — was reelected executive vice presi- 
cision 3-Way gauges give fast, sure readings for arree” dent. Regional vice presidents are 
Camber, King-Pin Inclination, Caster—all meas- Pe | Sick Melis at Gain Oe 

: . > el udspeth o arrison, W. R 
ured from the spindles. The other gauges in the 7 tain ad Deine Wane tithe 
outfit check toe and turning radius. Set up a wheel i wae gobg orgs tinea ge Oo el 
alignment department now—and add extra income. & wood of Hot Springs and Walter 

HERE'S WHAT THE WJ-125 INCLUDES: Jennings of Little Rock | 
: Governor Orval Faubus and 
Two 3-Way Alignment Gauges . : 7. 
One Pair of Turning Radius Gauges Benson Ford of Ford Motor Co 
One Tru-Way Toe Gauge addressed the almost 400 delegates 
One Portable Wheel Alignment Tester . and visitors. 
Additional equipment can be purchased as W1-54 Alignment Equipment Dis a Mfg. a 


ra expand. See your Weaver jobber today play Stand illustrated above is vg: 
or full information on Weaver Alignment Outfits, hot included with WJ-125 Outfit 4 Facilities 
; Moxy : ' ansas Faci 
or write us for Bulletin SA-486. but may be ordered separately. 
— = WEAVER MANUFACTURING COMPANY, SPRINGFIELD, ILL., U.S.A. ~ Pees Mfg. Co., Inc., Rich- 
fm Division of Dura Corporation (Formerly Detroit Harvester Company) Amond, Va., — seman west- 
~ or ‘ + € sas . , ¢ 
alia TE LINE—AND NO ONE BUILDS IT BETTER THAN weaver | ©!" Plant from Kansas City to a 
- ot modern, one-story building in Em- 
e us at 1.A.S.1. Show-Booths 2238-2248 poria, Kan.. erected especially to 
SERVICE SHOP EQUIPMENT manufacture the firm’s products. 
asain PT pce. The 100,000-square-foot plant is 
NOUSTRY situated on 11 acres, has ample 





Complete line includes: Twin Post Lifts « Triple Post Lifts « Frame Type, Roll-On and Free-Wheel Single Post Lifts parking area and is convenient to 


Unit Lifts « Bumper Jacks « Car Washers « Wheel Alignment Equipment « Headlight Testers e Brake Testers j - 
Whee! Balancing Equipment « Jacks e Wheel Dollies « and Air Compressors. rail and trucking outlets. 
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105 WAGNER AIR BRAKE AND RO- 
TARY AIR COMPRESSOR BULLE- 
TIN—Discusses in detail straight air and 
air-over-hydraulic air braking systems. 
Contains an explanation of the operation 
of the Wagner Rotary Air Compressor 
complete with diagrams, cross section 
drawings, and photographs. Lists by cata- 
log numbers component parts as well as 
field installation kits. Write for Catalog 

U-201, Wagner Electric Corporation, 6362 
Plymouth Avenue, St. Louis 14, Missouri. 


] CAP MERCHANDISER—How to in- 

crease profits by use of radiator 
and gasoline cap Merchandiser. The space 
saving Merchandiser saves you time and 
money while increasing sales and profits. 
Ask for detailed information. Stant Mfg. 
Co., 1620 Columbia Ave., Connersville, Ind. 


108 1957 EDITION OF 12 VOLT ELEC- 
TRIC EQUIPMENT FOR PASSEN- 
GER CARS—Contains description of 12- 
volt automotive electrical equipment used 
on 1957 model cars, giving special em- 
phasis to the new external adjustment 
type distributor and the enclosed shift 
lever type cranking motor. Recommenda- 
tions for periodic servicing, checking and 
adjusting of the charging, starting and 
ignition systems are discussed. Special sec- 
tion devoted to trouble shooting of 12-volt 
electrical equipment. Technical Literature 
Section, Delco-Remy Div., Anderson, Ind 


| | SOUND SLIDE FILM — entitled 

“Automotive Wheel Bea s is 
the first in a series of audio-visual aids 
designed to provide bearing salesmen, 
servicemen and replacement parts men 
with practical and useful information on 
various applications for ball, roller and 
engine bearings and on oil seals. Federal- 
Mogul Service, 11031 Shoemaker Ave., 
Detroit 13, Mich 


] ] 32 REASONS FOR OIL CONSUMP- 

TION—An easy-to-use, indexed cor- 
rective manual listing 32 major oil con- 
sumption problems and remedies. Inform- 
ative, illustrated, prepared by one of the 
top technical staffs in this field. Write— 
Oil Consumption Booklet, American Ham- 
mered, 2001 Sanford Street, Muskegon, 
Mich. 


| 17 AUTOMOTIVE ELECTRICAL 

EQUIPMENT CATALOG #D-200— 
Applies to automobiles, trucks, trailers, 
farm and industrial uipment. New 64 
page catalog covers entire field of auto- 
motive switches, connectors, wiring ac- 
cessories, etc. Voltage ratings are clearly 
specified in large type for all switches, 
and other units. Cole-Hersee Co., 20 Old 
Colony Ave., Boston 27, Mass. 


1] BRAKE SERVICE GUIDE — Com- 
plete instructions for inspecting, 
flushing and er | the brake system 
Handy trouble chec chart. Write for 
Bulletin HU-411. Wagner Electric Corp., 
6400 Plymouth Ave., St. Louis 14, Mo 


122 TIRE RETRUING — An illustrated 
bulletin about this newest extra 
profit service. Describes Bear “On-A-Car” 
Service which makes possible tire retruing 
right on-the-car. Explains method using 
most advanced ie ~ | aemnctte. Bear Mfg. 
Co., Dept. SAJ, Rock Island, Il. 


125 STANDARD DUTY GENERATOR 
REGULATORS—A 16-page 8'% x il 
inch booklet covering the operation and 
maintenance of Delco-Remy regulators. 
(62 pictures) Contains illustrations show- 
ing various steps of adjustment. Will help 
automotive electricians understand and 
service regulators. Delco-Remy Service 
Department, Anderson, Indiana. 


12 HYPRAULIC BRAKE FLUID SERV- 

ICE—HOW TO CHECK, DRAIN, 
FLUSH, REFILL, BLEED—Easy reference 
book that contains helpful service instruc- 
tions as well as detailed descriptions and 
illustrations of the latest methods and pro- 
cedures for profitably servicing hydraulic 
braking systems. Send for Bulletin HU- 
17H, Wagner Electric Corporation, 6362 
Plymouth Avenue, St. Louis 14, Missouri. 


] 3 VALVE CATALOG—A new 166 page 

catalog of values, valve guides, 
valve seats, valve openings and other valve 
components is offered by Rich Mfg. Corp., 
200 Elm St., Battle Creek, Mich 


13 CATALOG NO. 56—Features more 

than 300 Champ-Items automotive 
replacement parts for all makes of cars. A 
handy service book. Champ-Items, Inc., 
6190 Maple Ave., St. Louis 14, Mo. 


13 MOOG RINGLINER — Illustrated 

piston ring catalog carries listings 
and product information on complete line 
of oog_cast iron, partial chrome and 
Chrome Plus lines oog Industries, 6650 
Easton Ave., St. Louis 14, Mo 


13 DELCO-REMY ELECTRICAL SERV- 
ICE—A 20-page 8'4x1l-inch booklet 
covering essential steps in servicing the 
electrical system on an automobile, Pro- 
fusely illustrated (84 pictures). A must for 
the automotive electrician Delco-Remy 
Service Department, Anderson, Ind 


13 PLUG CHEK—A colorful wall ban- 

ner showing condition of spark 
plugs under various driving conditions 
This service tool is designed to assist 
service men in diagnosing spark plug 
heat range problems. The Electric Auto- 
Lite Co., Toledo 1, Ohio 


139 AIR COOLED ENGINE VALVES—A 
complete 8-page & cover catalog of 
valves for air-cooled engines and locks, 
first offered by any replacement valve 
manufacturer. Lists replacement valves for 
leading manufacturers of engines used for 
powering lawnmowers, garden tractors, 
mixers, conveyors, pumps, combines, in- 
dustrial engines, refrigeration units. Rich 
—_ Corp., 200 Elm St., Battle Creek, 
Mich. 


SOUTHERN AUTOMOTIVE JOURNAL for JANUARY 1960 


] PRESSURIZED COOLING SYSTEM 
—Servicing and maintenance of the 
ressurized cooling system is detailed in a 
Booklet available from Stant Mfg. Co., 1 
Columbia Ave., Connersville, Ind. 


MOOG STREAMLINER CATALOG 
141 —Carries exploded views, detail 
illustrations and listings of leaf springs, 
main leaves, spring parts, shackles, 
shock links, tie rod ends, drag links, king 
bolts, coil springs and other coil action 
parts for cars and trucks. Moog Indus 
tries, Inc., 6650 Easton Ave., St. uis 14, 
Mo. 


1958 MUFFLER CATALOG SUP- 
142 PLEMENT — Lists high efficiency 
mufflers and dual exhaust ~~ for 
each model of 1958 cars. rand Auto- 
motive Products, 2055 N. Ruby St., Mel- 
rose Park, Ill. 


RADIATOR SERVICING EQUIP- 
144 MENT-—A new 48-page book “Blue- 
print For Profits” ex) L big profits 
servicing radiators, explains the fniand 
method, illustrates and describes Inland 
equipment, free factory training school, 
payment ee etc. Inland Mfg. Co., 1108 
Jackson St., Omaha 2, Nebraska. 


HAND CRIMPING TOOL — Des- 

146 criptive circular. Strips and also 

crimps Rajah terminals to ignition cable. 

The Rajah Co., 35 Verona Ave., Newark, 
J. 


TIRE & TUBE REPAIR MATE- 
149 RIALS are listed in this new 12- 
page paneies. Gives the complete line 
offered a also the stock numbers, 
quantity poemeee and the shipping 
weight. Ace Rubber Co., P. O. Box 6147, 
Dallas, Texas. 


BLUEPRINT FOR PROFIT — A 
| 54 booklet with case histories of deal- 
ers and shops who have increased profits 
servicing —— ae a 
necessa uipment, tools an 
needed "Xo wa [> inlend Mfg. Co., 1108 
Jackson St., Omaha 2, Neb. 


] BONDO PLASTIC FIBERGLASS 
5 PASTE DIRECTION FOLDER — 8 
pages of easy-to-follow, how-to-do a better 
body repair job with this “miracle body 
filler that hardens like rock.” Easily, 
quickly and conveniently applied Bondo 
permanently restores surfaces “like new 
for automotive, marine and industrial re- 
pairs of metals, wood, stone and concrete. 
Bondo Div., Jaycee Chemical Corp., 1104 
Forest Road, Northford, Conn. 


162 BONDO SERVICE BOOKLET—IL- 
LUSTRATED—Describes in com- 
plete detail application and uses of plastic- 
fibreglass filler for the auto body repair— 
showing different types of repair work and 
advantages and how to save time on body 
work. Bondo Div., Jaycee Chemical Corp., 
Northford, Conn. 


TIRE TOOL CATALOG — Sheets 
163 show you the complete Ken Tool 
line giving specifications for each. In- 
cludes explanation of how and where 
each tool should be used to most profit- 
able advantage. Ken Tool Mfg. Co., 768 
E. North St., Akron, Ohio. 


16 AIRTEX FUEL PUMPS—New and 
rebuilt fuel pumps. Catalog AX-70 
Airtex Automotive Div., Inc., Fairfield, Ill 


] CYLINDER HEAD STOCK REMOV- 

AL CHART—A handy pocket size 
showing year and model of car, standard 
compression and the amount of cylinder 
head stock removal necessary to attain the 
increased ratio. Storm-Vulcan, Inc., 2225 
Burbank St., Dallas 35, Texas 


16 1958 HEADLAMP & SERVICING 
GUIDE—Includes information on 
following: 4 headlamp systems, aiming in- 
structions, installation instructions, servic- 
ing directional signals, lamp specifications 
on all domestic & foreign cars and trucks. 
Tung-Sol Electric, Inc., 95 8th Ave, New- 
ark, N. J 
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A-1919 FUEL P.MP SHOP MAN- 
172 UAL—Contains the operation, test- 
ing. repair, installation and removal of 
fuel and vacuum pumps. D. Dwyer, AC 
Spark Plug Div., Flint 2, Mich. 


17 HYDRAULIC PARTS — Complete 

master catalog of the complete line 
of Eis hydraulic parts. Lists and illustra- 
tes the complete line of repair kits, hoses, 
stop-light switches, brake-master and 
wheel assemblies. Information complete 
up to 1957. Eis Automotive Corp., Middle- 
town, Conn 


17 OIL SEAL POSTER — second in 

a series to help you better under- 
stand the value of oil seals and the need 
for replacing with new seals. The color- 
ful 9” by 25” posters are done in cartoon 
strips for easier reading and have several 
illustrations showing eapernes of tight 
seals to good vehicle braking. Chicago 
Rawhide Mfg. Co., Service Sales Div., 
Elgin, Tl 


176 AXLE SHAFT GUIDE—Valuable 
free guide gives causes and preven- 
tions of axle shaft failures. The U. S. Axle 
Co., Inc., Pottstown, Pa. 


177 FROSTEMP AUTOMOTIVE AIR 
CONDITIONER—F ul! color brochure 
featuring Frostemp—the newest name in 


automotive air conditioning. Lindustries 
Inc., 1041 Foch St., Ft. Worth, Texas 


18 THE LAMSON NO. 56-A AUTOMO- 

TIVE CATALOG—Completely re- 
vised, illustrated reference book of fasten- 
ers used daily by automotive maintenance 
men including Plated Cap Screws and 
Nuts—Brass Nuts, Expansion Plugs, As- 
sortments, Brake Lining Fasteners, Bump- 
er Bolts, Tapping Screws, Flat and Lock 
Washers, Truck Wheel Studs, Stove Bolts, 
Cotter Pins and many other items. List 
prices, dimensions and carton quantities 
are given. Lamson & Sessions Co., 5000 
Tiedeman Rd., Cleveland 9, Ohio. 


185 SERVICE ENGINEERING’ BRO- 
CHURE — A new brochure com- 
prised of 14 Service Engineering articles 
covering oil consumption problems, ring 
problems, oil control problems peculiar to 
the modern high compression-high vacu- 
um engines, piston and piston ring 
nomenclature and _ several articles on 
scuffed rings and how to avoid scuffing 
and scoring. Perfect Circle Corp., Hagers- 
town, Ind. 


18 ELECTRICAL TUNE-UP TESTING 

EQUIPMENT CATALOG NO. 100 
DB—Gives full information on each testing 
equipment item in the entire Herbrand 
line. Includes details on such items as 
Power Timing Lights, Compression Guages, 
Neon Tube Timing Lights, Tachometers 
and others. Herbrand Div., Fremont, Ohio. 


19 WIRE & CABLE CATALOG—A 

condensed catalog of electric wire 
and cable, complete with specifications for 
all passenger cars. The Electric Auto-Lite 
Co., Toledo 1, Ohio 


19 TWIN POST LIFT WHEEL ALIGN- 

MENT OUTFIT—lIllustrated 8-page 
catalog, shows how this equipment does 
not limit floor space, shows how anyone 
can do wheel alignment and points out 
fast reading advantages. Weaver Mfg. Co., 
Springfield, Ill 
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195 1958 SALES “PORTFOLIO”—Con- 
tains catalog sheets on YANKEE’S 
new “Duet Series’’ Mirrors, Boat Trailer 
Lamps and Water Ski Mirror, All-Chrome 
Truck Mirrors, mirrors for foreign and 
sports cars, and other service items. Kala- 
mazoo punched for filing. Yankee Metal! 
Products Corp., Norwalk, Conn 


196 AIR COMPRESSOR CATALOG— 
Twenty-page catalog gives detailed 
instructions on how to select a compressor 
Also includes specifications and informa- 
tion on various types of compressors, com- 
ponents and accessories. Ask for Catalog 
No. 734-2, Weaver Mfg. Co., Springfield, Ill 


19 SERVICE JACK CATALOG PAGE— 

Model WA-66, 114-ton and 1'2-ton 
service jacks are fully described Light 
weight of these models makes them ideal 
for road service trucks and away fromm 
shop service. Includes complete specifica- 
tions. Weaver Mfg. Co., Springfield, Ill 


199 20-TON CAPACITY FLOOR JACK 
CATALOG PAGE—Fulfills need for 
floor type jack with greater capacity than 
has been previously available Includes 
specifications on construction capacity 
and service. Weaver Mfg. Co., Springfield, 


20 FREE WHEEL LIFTS AND ROLL 
ON LIFTS CATALOG PAGES— 
Two pages gives dimensions, capacity and 
other pertinent information about these 
two Weaver products. Weaver Mfg. Co 
Springfield, Il 


201 TWIN POST LIFT ADAPTER RE- 
QUIREMENTS—Gives definite in- 
structions on which adapter is needed for 
various passenger car models. Adapters 
described are required for all 1957 model 
cars. Weaver Mfg. Co., Springfield, Il. 


20 COOLING SYSTEM CARE BULLE- 

TIN is designed for posting in the 
service station to guide station attendants 
in preparing cars for summer driving 
During the hot vacation months, cooling 
system care is vitally important to the car 
owner and can be a most profitable serv- 
ice for the station operator. Warner-Pat- 
terson Co., 600 S. Michigan Ave., Chicago 
Ill 


20 HOW TO INCREASE ENGINE LIFE 
= 90%—lllustrated booklet tells how 
to reduce wear to moving parts and insure 
better performance from automobiles or 
trucks by explaining the air filter—the 
vital piece of equipment through which an 
engine breathes. Fram Corp Rumford 
Post Office, Providence 16, R. I 


2 THE SERVICE STORY ON SHOCK 

ABSORBERS—Handbook points out 
that one of every four cars on the road 
is in need of some kind of shock absorber 
service. It illustrates proper servicing pro- 
cedures, including importance of periodic 
inspection of shock absorbers on air sus- 
pension cars. It is designed to simplify 
shock absorber installations. United Mo- 
tors Service Div., 3044 W. Grand Blvd., 
Detroit 2, Mich 


21 COLUMBUS SHOCK ABSORBERS 

—Complete catalog of Luxury-Ride 
and Velvet-Ride lines, including type 
needed for front and rear of each make 
year and model car—plus numerical parts 
listing, installation, bushings and washer 
information. Heckethorn Mfg. & Supply 
Co., Dyersburg, Tenn 


2 | 3 SHOCK ABSORBER CATALOG 
NO. 320-T-A — A 16-page listing 
by numbers or by makes - _ shock 
absorbers for every automotive need — 
passenger cars, and some trucks. Monroe 
Auto Equipment Co., Monroe, Mich 


2 14 THE WHYS AND HOWS OF VOLT- 

AGE REGULATORS—Explains in 
simple language, every detail of Voltage 
Regulators—how they work, why they are 
important, how to adjust and service 
them. In 16-page handy pocket size 
edition, with many working drawings to 
clarify and illustrate the text. Standard 
Motor Products, Inc., 37-18 Northern 
Blvd., Long Island City 1, N. Y. 


21 BASIC SLEEVE ASSEMBLY SETS 
—New illustrated catalog describes 
profit features and technical advantages 
together with specific set numbers and 
exact applications of BASIC MATCHED 
SETS for all popular makes of tractors 
and trucks. Basic Sleeve Associates, 2816 
Commerce St., Dallas 26, Texas 


222 “WHAT PRICE QUALITY’—Read 
how ignition parts should be made 
and why. “WHAT PRICE QUALITY” tells 
the story of the making of quality ignition 
parts. Written in non-technical language 
Standard Motor Products, Inc., 37-18 
Northern Blvd., Long Island City 1, N. ¥ 


224 AIR CONDITIONING FOR FOR- 
EIGN CARS—Pamphlets give all 
specifications on air conditioning units for 
the MG-“A”, Renault and Volkswagen 
Each unit custom designed and fitted. Ar- 
tic-Kar, 3922 Kalloch Drive, Dallas, Texas 


296, 772 “CAMEL COOLIE” VENTI- 
LATED SPRING CUSHION four 
color catalog page is now available. This 
newest product is hailed by the industry 
as a welcome addition to the Camel line 
H. B. Egan Mfg. Co., Muskogee, Okla 


226 OIL LEAK DETECTOR — Bulletin 
hows how hooking up the bearing 
oil leak detector reveals internal engine 
conditions, uncovers main, rod or cam 
bearing wear, plugged oilways, starved 
bearings, before tearing down the engine 
Also describes how the detector checks 
the completed overhaul and pre-lubricates 
moving parts before turning over the 
engine. Illustrates two sizes with main- 
tained oil pressure—one for cars, one for 
larger truck engines. Federal-Mogul Serv- 
ice, 11031 Shoemaker, Detroit 13, Mich 


22 ENVELOPE STUFFER—<escribes ir 
detail the starting fluid, fire 
extinguisher, spot remover and penetrat- 
ing oil now available from Spray Products 
Corp., P. O. Box 584, Camden 1, N. J 


23 TUNE UP BOOKLET—20-page book- 

let answers such questior : What 
should engine tune-up do and “Where 
to start.’’ Also includes explanation fuel 
system, carburetor and a check-list for a 
complete engine tune-up. Form 3759, Ad- 
vertising Department, Carter Carburetor 
Div., ACF Ind., 2840 N. Spring Ave., St 
Louis, Mo 


23 HOW TO AVOID AXLE SHAFT 
FAILURE—Wall chart shows how 
to avoid axle shaft failures in passenger 
and commercial vehicles It pictorially 
presents the common faults responsible 
for most axle shaft breakdowns, dividing 
them into two categories mechanical 
faults and human faults. The U. S. Axle 
Co., Inc., Pottstown, Pa 


235 THE TRUTH ABOUT TUBELESS 
TIRE REPAIR—Booklet based on 
200,000 actual on-the-road test miles. Ex- 
plains in detail the things that happen to 
a tubeless tire when it is punctured and 
describes the only safe, sure method of 
repair. By reading this booklet and mak- 
ing the repairs as described in it, you can 
guarantee that your patch will last the 
life of the tire. H. B. Egan Mfg. Co., P. O 
Box 1406, Muskogee, Okla 


241 BRAKF SERVICE MANUAL — A 
16-page booklet giving complete 
instructions on servicing and installation 
of brake shoe assemblies in domestic and 
foreign passenger car and truck brake as- 
semblies. Imco Mfg. & Sales Co., 10 
Lafayette Ave., Baltimore 2, Md 


242 AUTOMOTIVE LINES — 4-page 
booklet lists all of the Solder Seal 
chemical tools, giving part numbers, size 
case contents, list and dealer prices. Ra- 
diator Specialty Co., 1400 W. Independence 
Bivd., Charlotte 8, N. C 
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ANOTHER BLUE STREAK 
SECRET SERVICE TIP FOR YOU. 


r 


VY 

I CAN’T UNDERSTAND |T—I IT’LL BE A PLEASURE 
JUST HAD IT REPAIRED, AND 

ALL OF A SUDDEN IT WOULDN/T 


AND A PRIVILEGE TO 
BE OF SERVICE 

TO YOU, 
MISS GLAMARR! 


START AT ALL. 


























RIGHT, SHERLOCK! 
IT’S A WONDER 
TO ME THAT THE 
COIL HOUSING 
DIDN'T BLOW 


MADAM, THIS CAR HAS A 12-VOLT 
IGNITION SYSTEM! IT IS IS OBVIOUS THAT 
THE INCORRECT I2-VOLT COIL HAS 
BEEN INSTALLED! UNQUESTIONABLY, 

THAT IS WHY YOUR CAR WILL 
NOTSTART! S— ( 











NO WRONG 
COILS FOR ME! 
IT'S ALL HERE 

~ IN THIS 
\\/ BLUE STREAK 
BULLETIN. 








BLUE STREAK IS 
RIGHT...1T PAYS 
TO KNOW YOUR 


BLUE STREAK /) 





p MECHANIC. 





AND I'D BETTER 
CHECK TO SEE IF 


EXACTLY, MICHAEL! THERE'S 
TROUBLE IF YOU SUBSTITUTE 
ANY BUT THE SPECIFIC COIL THE EXTERNAL 
CALLED FOR IN A I2-VOLT RESISTOR IS OPEN 
IGNITION SYSTEM! AND / R SHORTED:* 
THERE ARE several / SE “ 
DIFFERENT 3 <—— 

12-VOLT S 
SYSTEMS TO . 

CONSIDER! 
NN 


RESISTANCE IS BUILT 
TO THE COK.. 


*® ON LATE-MODEL GM CARS, THE 
INTO THE WIRING HARNESS GOING 


READ ALL ABOUT HOW TO 
SERVICE “THE FOUR 12-VOLT 
IGNITION SYSTEMS“ IN 


r BLUE STREAK servic 
BULLETIN #87-56! } 








{ 





a 

WRITE NOW—ITS FREE! 
STANDARD MOTOR PRODUCTS, INC. 
37-18 NORTHERN BLVD.,LONG ISLAND CITY |, N.Y. 








WORLD'S FOREMOST 
HEAVY-DUTY 
IGNITION LINE 
——_ 


BLUE STREAK 





CONTACT POINTS ® REGULATORS ® SWITCHES ® COILS ® CONDENSERS © WIRE AND CABLE 
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244 SPARK PLUG _ INSPECTION 
CHART—Form No. M-1433—A full 
color chart that can be tacked or taped 
7 onto walls showing both normal and 
abnormal appearance of spark plugs plus 
tips on how to get top performance from 
spark plugs. The Electric Auto-Lite Co., 
oledo, Ohio. 


25 TOOL CATALOG “W”—112 pages 

gives pictures, description and 
specifications of the complete Snap-On 
Tool line of merchandise. Snap-On Tools 
Corp., Kenosha, Wis. 


262 OIL FILTER SELLING AIDS—Wix- 
: O-Matic, the guide to extra profits 
in oil filter service sales. A revolutionary 
merchandising concept featuring mini- 
mum, controlled inventory, guaranteed 
sales, perpetual stock control, Dial-O- 
Matic cartridge selector, cartridge instal- 
lation charge guide, dealer franchise, plus 
choice of two eye-catching, money mak- 
ing merchandisers—floor cabinet or wall 
rack. Ask for brochure giving complete 
details. Wix Corp., Gastonia, N. C. 


263 “WHAT’S UNDER THE HOOD?”— 
24-page illustrated booklet names 
and locates all the components under the 
hood of average car. Tells what each is, 
what it does and what attention the mo- 
torist should give it. Written with realiza- 
tion of importance of women as primary 
buyers of automotive maintenance. Wix 
Corporation, Gastonia, N. C. 


264 TIRE VALVES, EQUIPMENT AND 

TOOLS—Complete jobber catalog 

describes the entire line; giving numbers, 

descriptions, packagin, and weight of 

each item. Acme Air Appliance Co., Inc. 
5 Newman St., Hackensack N. J. 


265 TIRE VALVE WALL CHART — 
Comparison chart shows applica- 
tion of tubeless tire valves by car name. 

shows the interchange stock num- 
bers of other manufacturers. Acme Air 
Appliance Co., Inc., 205 Newman St., 
Hackensack, N. J. 


266 COMPRESSOR CATALOG—16-page 
catalog gives full details on the 
complete compressor line, including speci- 
fications, diagrams, uses. Champion Pneu- 
matic Machinery Co., 825 N. Pleasant St., 
Princeton, Il. 


26 HI-PRESSURE WASHERS—4-page 
brochure gives specifications, de- 
scription and uses of the washers offered 
by Champion Pneumatic Machinery Co., 
825 N. Pleasant St., Princeton, IIl. 


271 AUTOMOTIVE CHEMICALS — 8 
page catalog gives description of 
each item in the Permatex line giving 
uses, parts numbers and sizes. Permatex 
Co., ne., 300 Broadway, Huntington 
Station, New York, N. Y. 


274 NEW WHEEL SERVICES — Cata- 
log lists 11 new wheel alinement 
and balancing services and is said to be 
the most complete catalog of its kind in 
the industry. The 20 page catalog de- 
scribes and illustrates all of the new 
Bear < ‘me Bear Mfg. Co., Rock 
Island, Il. 
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27 PISTON RING — 16-page booklet 
contains a description of the 
Modern Power features of Ramco Piston 
Rings complete with illustrations. Ramsey 
Corp., P. O. Box 513, St. Louis 66, Mo. 


278 HOW TO CONTROL THE HEAT OF 
TODAY’S HOT HORSEPOWER — 
OF1112—This 8-page booklet in a concise 
and easily read manner explains the basic 
principles of pressure cooling systems. E. 
Edelmann & Co., 2332 Logan Blvd., Chi- 
cago 47, Il. 


27 POSITIVE SEAL—OF1134—This 12- 

page booklet in a whimsical fashion 
outlines the operation of the pressure 
cooling system and gives the service trade 
service information. E. Edelmann & Co., 
2332 Logan Blvd., Chicago 47, Il. 


283 CARBURETOR WALL CHART -— 

Three color 17” x 22” trouble 

shooter chart locates the sources of seven 

common types of carburetor trouble and 

ic causes and remedies, Hy- 

Div., Standard Motor 

roducts, Inc., 37-18 Northern Blvd., Long 
Island City 1, N. Y. 


284 “HOOFBEATS”’—A complete assort- 
ment of engineering bulletins cov- 
ers practically all problems encountered 
in today’s engines, and the proper care 
and maintenance to prevent or overcome 
these problems. Mustang Engine Div., 315 
International Road, Garland, Texas. 


285 “INSTALL RATHER THAN OVER- 
HAUL”—A_ booklet designed to 
show dealers, independent repair shops 
and installing shops the many benefits re- 
sulting from the installation of rebuilt en- 
gines. Write Muskegon Piston Ring Co., 
Muskegon, Mich. 


288 LOTION-TYPE SKIN CLEANER — 
Illustrated brochure gives you six 
pages of instructions on how you can cut 
ef time and help prevent 
—- ojer, Inc., Box 991, Akron, 
Ohio 


289 CREME HAND CLEANER—8 page 
booklet contains illustrated infor- 
mation on how you can save 75% on 
clean-up costs and safeguard employees 
against dermatitis and other painful skin 
irritations. Includes listing of other clean- 
ing preparations, money-saving dispen- 
sers, and convenient brackets. Gojer, Inc., 
Box 991, Akron, Ohio. 


29 IMPACT COLOR FILM—15 minute 

color and sound film shows a car 
dropped from over 500 feet in the air to 
prove the impact resistance and holding 
power of their Plastik fillers. The impact 
was equivalent to a car crashing into a 
wall at 120 mph. Showings are available 
through your local jobber. Write to 
Unican Plastics Co., Inc., 915 Hartford 
Pike, Shrewsbury, Mass. 


291 IMPACT RESISTANCE OF AUTO- 
BODY FILLERS — 6 page 2 color 
brochure shows actual film clips of a 
startling impact test. A car was repaired 
with Plastik autobody fillers, lifted to a 
height of 525 feet by a helicopter and 
dropped. Inspection after the drop proved 
Unican Plastik’s tremendous holding 
ability. Unican Plastics Co., Inc., 915 Hart- 
ford Pike, Shrewsbury, Mass. 


292 A 12 PAGE FOLDER—covering the 
remarkable flexibility of Plastik 
J-10. Makes use of both cartoons and 
actual photos to show the flexible 
properties of J-10. Unican Plastics Co., 
Inc., 915 Hartford Pike, Shrewsbury, Mass. 


294 WIRE AND CABLE—Catalog No. 3, 
a new 24-page book covering a com- 
plete line of automotive electrical wire 
and cable products for automobile, ma- 
rine and mobile home requirements is 
available upon request from Del City Wire 
Co. Inc., P. O. Box 2464, Oklahoma City, 
a. 


299 SELLING RING JOBS — 8 page 
folder entitled “The Sealed Power 
4-Way Check Plan” shows you the es- 
sential points necessary for successful 
ring jobs. Will greatly assist you in doing 
a better selling job with customers. Seal- 
ed Power -orp., 500 Sanford Ave., 
Muskegon, Mich. 


305 DUAL-PURPOSE TIRE REPAIR 
PATCHES — Illustrated catalog 
Goons, new Self-Vulcanizing Dual- 
Purpose Patches. Metal dispenser cabinet 
for shop use — patches packed in handy 
dispenser cartons. mage Grip Sales Co., 
P. O. Box 6170, Dallas . Texas. 


30 NEW FRICTION TAPE DISPLAY 

— Illustrated catalo covering 
entire line of Monkey Grip Friction Tape 
and Plastic Electrical Tape, features new 
merchandising rack for carded Friction 
Tape. Also, counter display containers for 
ooxed tape. Monkey Grip Sales Co., P. O 
Box 6170, Dallas 22, Texas. 


307 TIRE REPAIR MATERIALS, AUTO 
MATS, AND AUTOMOTIVE RUB- 
BER PRODUCTS—New complete 24 ge 
catalog covering Monkey Grip Products 
for the Automotive Trade. Colorful, il- 
lustrated and informative. Monkey Grip 
Sales Co., P. O. Box 6170, Dallas 22, Texas. 


30 TUBELESS TIRE REPAIR PLUGS 

— Molded rubber plugs for on-the- 
wheel puncture repairs in beless Tires 
are descri in new catalog. Plugs are 
available in complete shop assortment kit, 
consumer kit, and packages according to 
size. Monkey Grip Sales Co., P. O. Box 
Wagner Electric Corp., 6400 Plymouth 
6170, Dallas 22, Texas. 


31 TUNE UP SPECS—8-page booklet 

containing latest 1959 ignition tune 
up specifications for trucks, small engines 
and tractors is being offered free by 
Standard Motor Products, Inc., 37-18 
Northern Blvd., Long Island City 1, N. Y 


31 WAGNER BRAKE PARTS CATA- 

LOG—A handy ONE-POINT refer- 
ence to fast-moving brake parts and lin- 
ing, covering popular models of cars and 
trucks. Catalog also lists complete. stock 
of shoe exchange sets, as well as CoMaX 
bonded lining segments available to those 
interested in bonding lining in their own 
shops. Wagner Electric Corporation, 6362 
Plymouth Avenue, St. Louis 14, Missouri. 


3] BETTER IGNITION by Delco-Remy 

—16-page, 8'2xll-inch booklet cov- 
ering theory, operation and maintenance of 
Delco-Remy ignition equipment. Contains 
71 illustrations. Will help automotive elec- 
tricians understand and service ignition 
equipment. Delco-Remy Service Depart- 
ment, Anderson, Ind. 


33 AUTO LAMP SERVICING GUIDE 

—Illustrated and handy reference 

with replacement charts and instruction 

for aiming, adjusting, focusing, installing 

and servicing trucks and auto lamps. Also 
° 


complete information on servicing direc- 
tional signal flashers. Tung-Sol Electric 
Inc., 95 Eighth Ave., Newark 4, New 
Jersey 


345 HYDRAULIC BRAKE WALL 
CHART — Spiral bound listing up- 
to-date parts information for passenger 
cars an trucks, including lUstings for 
master and wheel cylinder repair kits, 
stop light switches and brake hoses. Eis 
Automotive Corp., P. O. Box 701, Middle- 
town, Conn. 


41 NEW AIR BRAKE MAINTENANCE 

BULLETINS — Series of bulletins, 
each devoted to a single unit. Fully il- 
lustrated with cross sectional, exploded 
and schematic drawings explaining every 
phase of the operation and maintenance. 
Wagner Electric Corp., 6400 Plymouth 
Ave., St. Louis 14, Mo. 
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What! You never heard of antimony 


e Filled at the factory Antimony is necessary in the positive plates of a battery - 
© Sealed Charged up to a point. (Like salt in a stew, a little is good, too 
at the factory much —- phooey.) When we add Silver Cobalt, we can 
° Factory fresh reduce antimony 50%, get its advantages (stiffening of 
performance lead) and reduce to a minimum its disadvantages (at- 
tacking negative plates). With less antimony, plates last 
three times as long. Ask your Gould sales representative 

for the interesting Silver Cobalt booklet. 


GOULD-NATIONAL Gould-Nationa! 


BATTERIES, INC. 


“iver Cobalt 
ST. PAUL 1, MINNESOTA BATTERIES, INC 


q 
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700—Clearance Lamps 


Quick and effortless bulb replace- 
ments are promised by “11M” series 
armored clearance lamps, annouswced 
by Signal-Stat Corp., 523-539 Kent 
Ave., Brooklyn 11, N. Y. 

Available in aluminum or steel 1- 
and 2-bulb models, lamps feature a 
“quick click” lens which requires 
only thumb pressure to remove. Lens 
is set back in place by pressing down 
ward and sliding it left or right to en- 
gage the patented “Click Lock.” ta 
er features include a rubber pressure 











pad that seals out moisture and dirt, rylic plastic and 16gge thermoplastic 


non-corrosive brass sockets, univers- wiring with full-length pigtail. 
al mounting holes, flush mounting, Want more info? Use coupon on 
snap-out lens of shatter-resistant ac- page 89 and you will get it! 








'HOW CHAMPION DEVELOPED |*{eyulFo FILE 


[ A QUIET DAY IN THE “SNAKE PIT” AS | THEN THINGS BEGIN To HAPPEN... 
| WE WHIMSICALLY NAME OUR RESEARCH | 
| AND DEVELOPMENT DEPARTMENT 
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MONTHS. LATER. pe NOW CHAMPIONS FAMOUS , | 


FEATURE... DOMED PISTONS ; I) 


area aE 





No product of “artistic” inspiration, 

Champion’s domed pistons are the result 

of downright engineering common sense 

The domed piston is the only design 

that allows adequate valve area 

ae » = without dead space in the cylinder: this 
. nemeager pe is why Champion compressors are 
— built famous for their slow, cool, running 
for quality — i | and thermodynamic efficiency 
and 10-6 pres | | rhe Oil Monitor, preventing compressor 
recycling with insufficient oil in the 

crankcase, is also an exclusive 

Champion feature. 


Write today for complete details 


HAM PION 


PNEUMATIC MACHINERY CO. 


899 North Pleasant Street © Princeton, Illinois 
Johnson & Johnson Advertising 
Evanston, Illinois 
Ad No. 1039 
Automotive and Oil Industry 
Publications 


Spring, 1959 





NEW PRODUCTS 


AND CATALOGS 


701—Brake Drum Lathe 


“Model B-700 Drum-Dokt 
ber’s special brake drum lathe 
troduced by Barrett Equipment Cx 
2101 Cass Ave., St. Louis 6, Mo., hi 
a capacity of from 6” to 24” diamete 
brake drums with a full carriag 
travel of 7 1/16”. 

Lathe features Timken bearings, 
heat-treated arbors, ol carriage 


with adjustable gibs, 3 speeds and 2 
feeds. Powered by a_ heavy-duty 
3%4hp motor with conveniently situ- 
ated belt drive for instant change of 
speeds, unit is mounted on heavy 
steel base which includes a storage 
compartment for adapters and sup- 
plies. All adapters and accessories 
are interchangeable with those used 
on the “B-500”" series “Drum- 
Dokters.”’ 
Want more info? Use coupon on 


page 89 and you will get it! 


702—I!mport Bearings Catalog 


An illustrated catalog covering 
Johnson engine bearings and Weston 
oil seals for imported cars, published 
by Johnson Bronze Co., South Mill 
St., New Castle, Pa., contains com- 
plete size and undersize information, 
plus manufacturers’ numbers and ap 
plications for almost every foreign 
car. 

Want more info? Use coupon on 

page 89 and you will get it! 


703—Power Steering Kits 


A full line of power steering re- 
pair kits and power steering replace- 
ment hose assemblies has been an- 
nounced by Moog Industries, Inc., 
6565 Wells Ave., St. Louis 14, Mo. 

Want more info? Use coupon on 

page 89 and you will get it! 
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Right now American families are really ready for a 
new car! They have more disposable income than ever 
before—along with the leisure time to enjoy it like 
never before. Economic authorities predict this trend 
will continue—with income and living standards 
during the next ten years to be far in excess of what 
we witness even in today’s unprecedented prosperity! 


To help insure a continuing share in the benefits of 
such an expanding economy for General Motors 
dealers, this new advertising campaign attaches real 
excitement to new car ownership. Readers are reminded 
of the pleasure, comfort, safety that go with their 
purchase of a new car—told that nothing they can 
buy can return so much for so long as will their 
investment in the exciting new styling and engineering 
features of the 1960 General Motors cars. 

THERE'S NOTHING : : 2S Traffic-building ads like the one on the left will be 
UKE A REW CAR ae : seen by millions in leading national publications. 
a, , Watch for them—you'll see why it be great to be 


a GM dealer in the S es! 


GENERAL MOTORS 
GO GM FOR 60 


CHEVROLET « PONTIA WITH BODY BY FISHER 
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704—Vacuum Cleaner 


“No. 25” heavy-duty vacuum clean- 
er for automotive and other uses, an- 
nounced by Black & Decker Mfg. Co., 
Towson, Md., can be placed flat on 
the floor and moved on metal run- 
ners, or can stand vertically on rub- 
ber feet. 

Basic unit includes a wall mounting 
bracket and a hose hanger. For use 


in service stations, unit can be 
mounted on wall separating the lu- 
bricating and wash bays, permitting 
use in either bay without relocating 
the unit. A pair of straps permits 
operator to wear it like a pack in 
confined spaces. A disposable paper 
bag may be used inside the regular 
cloth bag with which cleaner is 
equipped and entire top of cleaner 
can be lifted off for removing or 
cleaning bags. Splash-proof construc- 
tion guards against internal damage 
to unit when it is used in the wash 
rack area. 

Want more info? Use coupon on 

page 89 and you will get it! 


705—Heater Hose 


Featuring a special convoluted de- 
sign similar to flexible radiator hose, 
a new type of heater hose, introduced 
by Gates Rubber Co., 999 Broadway, 
Denver 17, Colo., reportedly makes 
replacement of molded curved heater 
hose connections easier. 

Hose is manufactured in 6’ lengths 
in 544” and 34” inside diameters. One 
length of each size reportedly makes 
it possible for a dealer to meet the 
needs of 95% of all automobiles on 
the road. After cutting to length 
needed, hose can be quickly in- 
stalled with standard tools and hose 
clamps, it was claimed. Cover is 
heat- and weather-resistant black 
rubber, carcass is of super-strength 
rayon cords, and tube is made of 
thick red rubber compounded to re- 
sist hot water, steam and rust, which 
will not swell or flake to clog the 
cooling system, the manufacturer 
said. 

Want more info? Use coupon on 

page 89 and you will get it! 


706—Retaining Ring Pliers 


Present range covered by 12 “Tru- 
are” retaining ring pliers, announced 
by Proto Tool Co., 2209 Santa Fe 
Ave., Los Angeles, Calif., is for rings 
on shafts (external pliers) with diam- 
eters to 4” and in bores (internal 
pliers) with diameters to about 7”. 

Designed to handle the most com- 
monly used sizes and types in inter- 
nal and external retaining rings in 


98 Want more facts? Use Reader Service Card Page 89 


all applications, the 12 sizes and 
types of pliers have precision-ground 
tips, induction-hardened, angled cor- 
rectly to hold rings under tension and 
still withdraw freely. Proper tips 
reportedly minimize danger from fly- 
ing rings. 

Want more info? Use coupon on 

page 89 and you will get it! 


707—Back Window Screen 


Designed to protect children and 
pets from danger of falling through 
an open back window, a window 
screen for the 1960 Plymouth, Dodge, 
De Soto and Chrysler Suburban 
models, announced by the MoPar 
Division, Chrysler Motors Corp., P. 


O. Box 1718, Detroit 31, Mich., is ap- 
plicable also to all ’57, ’58 and ’59 
Suburbans. 

Screen affords ample strength to 
discourage thievery, it was claimed. 
The fine mesh aluminum screen and 
frame is backed up with an expanded 
metal reinforcement. When back 
window is raised to meet screen, tail- 
gate is automatically in a locked po- 
sition. With window in down po- 
sition, ample room is provided for 
opening tailgate. Screen slides in or 
out of window channel in a matter 
of seconds and does not hinder rear 
vision, according to the manufac- 
turer. 

Want more info? Use coupon on 

page 89 and you will get it! 




















DETROIT INI 
MOOG | 


HELPER SETS 
for % and % Ton Trucks 


RO-25 


for 1960 CHEVROLET and GMC 
(All models except Panel and 4-Wheel Drive) 


for 1959-60 DODGE 
(All models except Panel, 4-Wheel Drive 
and Sweptline) 


RO-26 


for 1959-60 FORD 
(All models except Panel and 4-Wheel Drive) 


For trucks having rear coil spring suspension, here’s all you need to 
add up to 1000 lbs. extra capacity on 4 ply tires or up to 1500 lbs. on 
6 ply tires... quickly, safely and profitably! The new MOOG 

TRUCK-BUOY is designed of natural, live rubber... calibrated to 
prevent bottoming and help eliminate side-sway. Actually improves 


cornering and ride with load. Don’t confuse with “air bags’’, spacers or 


gadgets. Proven in use, the MOOG TRUCK-BUOY is a must for 
boosting payload capacity in new half- and three-quarter ton Chevy, 
GMC, Dodge and Ford trucks. Other applications coming soon. 

See your MOOG distributor or jobber for the hottest truck accessory 


on the market today! 


*AEON Hollow-Rubber Spring in Europe, Asia, Africa and Australia. 
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708—Ratchet Wrench 


“Kwik-Tite” ratchet wrench, in- 
troduced by The Imperial Brass 
Mfg. Co., 6300 W. Howard St., Chi- 
cago 48, Ill, is said to be ideal for 
making up tube fittings, high-pres- 
sure hose fittings, hydraulic hose 
fittings, pipe fittings and other ap- 
plications. 

Convenient for work in close 
quarters, wrench may also be used 
for fastening machine nuts and hex 
fasteners. Jaws are forged chrome- 
vanadium steel, while the handle— 
shaped for a comfortable grip—is 
spring steel. All surfaces are cadmi- 
um-plated and all parts are replace- 
able. To operate, place wrench jaws 


over the side of nut and lift handle 
slightly. Wrench will snap closed 
and ratchet. To remove, apply slight 
hand pressure, moving wrench han- 
dle forward and down. This will 
cause jaws to snap open. Once 
wrench is in working position, the 
harder operator pulls, the tighter the 
jaws close. Jaw design prevents dam- 
age to even the lightest brass or 
aluminum fittings, according to the 
company. 

Want more info? Use coupon on 

page 89 and you will get it! 


709—Corvair Grille 


Stainless steel grille designed spe- 
cifically for the Corvair, introduced 





NGS FOR TRUCKS! 
ARY NEW OVERLOAD DESIGN! 


Operates only under toad. 
MOOG TRUCK-BUOY 
remains free of the chassis 
until truck is loaded. 


Natural, live rubber is rug- 
ged, yet resilient. Flexes 
continually under pressure 
to absorb road shock. Quiet 
operation. 


Calibrated design decreases 
rate of compression as load 
is increased. Can't stiffen ride 
under load .. . prevents bot- 
toming and side-sway. 


Simple bracket bolts to axle 


just below the chassis. in- 
stalis easily in 15 minutes. 
special tools needed. 


Guaranteed by MOOG. 
Grips securely in place. A 
c 


ANOTHER MOOG EXCLUSIVE! 


List price $29.95 per set 
with all attaching parts 
in this handsome, recessed 
shipping carton-display case. 


MOOG INDUSTRIES, INC., ST. LOUIS 33, MO. 


MOOG MEANS 
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by Foxcraft Products Corp., Hunting- 
don Valley, Pa. has 5 vertical 
louvers and reportedly fits perfectly 
on the bare front of the car for “a 
built-in, wrap-around look.” 
Individually boxed, grille is pre- 
pared for shipment already assem- 
bled and ready for installation. 
Want more info? Use coupon on 
page 89 and you will get it! 


710—Shade Screen 


A shade screen to fit almost all 
cars, announced by Mitchell Mfg 
Co., 1601 Ballman Rd., Fort Smith, 
Ark., reportedly presents a new 
method of mounting and movement, 
which allows 2 sizes—20” and 24” 
wide—to fit from Cadillac to com- 
pact 

The Swing-Away mounts on the 
door frame rather than on the door 





itself and is moved to position much 
like the windshield sun visor. When 
screen is needed, it is pulled down 
and when not needed, pushed up 
against the headliner where it stays. 
The %4” crossbar keeps screen in set 
position. Two types of installation 
clips are provided—one for cars with 
chrome at the top of door frames, 
and the other for garnished molding 
Constructed of aluminum _§ shade 
screen material, device is 12” deep 
and has ae heavy-duty polished 
aluminum channel frame 

Want more info? Use coupon on 

page 89 and you will get it! 


711—Filter Chart 


A streamlined version of its oil, 
air and fuel filter specification wall 
chart, announced by Purolator Prod- 
ucts, Inc., Rahway, N. J., lists the re- 
placement filters for American and 
foreign cars and light trucks with a 
simplified cross-reference of all filter 
stock numbers. Designed for easy 
reading, chart has a ready-made tab 
for hanging on the wall of lube 
room 

Want more info? Use coupon on 

page 89 and you will get it! 


712—Dash Pots 


Dash pots for all carburetor makes, 
announced by MHygrade Products 
Division, Standard Motor Products, 
Inc., 37-18 Northern Blvd., Long 
Island City 1, N. Y., are available in 
2 service stocks—one designed for 
the average jobber and large dealer, 
and the other, containing fewer units, 
for the average dealer. Both are 
shipped in a sturdy dispenser-display 
with application data printed on it 

Want more info? Use coupon on 

page 89 and you will get it! 
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713—Ciutch Line 


The “DPB” clutch 
Rollway Corp., Clutch Division, 806 
Emerson Ave., Syracuse 1, N. Y., has 
been expanded to include a complete 
range of direct-pressure heavy-duty 
clutches for truck, tractor and bus 

Designed for on- and off-highway 
equipment, the new models include: 
12”, 13”, 14” and 15”, either in single- 
or two-plate construction. Torque ca- 
pacity runs from 200 to 1,400 ft. lbs 
The “DPB” series is said to feature 
high mechanical efficiency because 
of its needle-bearing, friction-free 
internal lever linkage system. 

Want info? Use coupon on 

page 89 you will get it! 
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714—Alignment Catalog 


A wide range of wheel-alignment 
equipment for garage and _ service 
station use is described and _ illus- 
trated in a 20-page, 2-color catalog, 
published by Weaver Mfg. Co., Divi- 
sion of Dura Corp., 2172 South Ninth 
St., Springfield, Ill., which features 
“Twin Post Lift” wheel alignment 
outfits, as well as “Rack Type” with 
adjustable treads and ‘on-the-flcor’ 
outfits. Also included are descrip 
tions and specifications of lifts, jacks, 
gauges, service steps and stands, axle 
straighteners, camber correctors and 
suspension caliper: 

Want info? 

page SY 


Use 


You 


more 
and 
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OLD WAY 


NEW WAY 


Fills batteries in half-the-time 
Absolutely no spill, no overflow 


Save precious seconds when you are the busiest 

isia 

just 1/2-the-time of syringes, hoses, 
And Safe-T-Serv cannot overfill cells 


hard-to-pour 


nd. Safe-T-Serv pays for itself over and over again 


on the gas 
It takes 
bottles, etc 


the new patented valve 


automatically opens to allow flow of water, automatically closes 
when battery is correctly filled (closes completely, keeping out 


all dirt and foreign matter 

Safe-T-Serv holds over 
damage battery plates 
velvet black 


2 quarts, is easily 


made of 


Battery manufacturers and station operators alike acclaim 
Safe-T-Serv as the first practical change in battery filling in 


over 20 years —order yours today 


ONE YEAR § T 


GUARANVES 


HREE STAR 


won't spill if bottle knocked over). 
refilled, 
unbreakable polyethylene in 


cannot 


ALSO 'DEAL FOR DRY CHARGE BAT 
TERIES. No dangerous overfilling 
or spilling of battery acids 


Mfd. by Topper Manufacturing Corp 
$595 


SALES CORPORATION 


A HENNESSY CORPORATION 


National Sales Representatives: 3453 Cahuenga Blvd., Los Angeles 


28; 56 W. Maple, Chicago, Ill.; 12 Depot Square, Englewood, N.J 


Want more facts? Use Reader 


Service Card Page 89 








715—Steam Cleaner 


For car laundries and automotive 
shops requiring large volumes of hot 
solution together with almost con- 
tinuous stop-and-go operation, ‘““Mod- 
el 330” steam cleaner, announced by 
Malsbary Mfg. Co., 845 92nd Ave 
Oakland 3, Calif., reportedly deliver 
330 gallons of hot solution hourly. 
The automatic, gas-fired 
lay be 


hooked 


cleane! 


up to automatic 


washers, or is available witl 
nozzle-controlled guns fot 
manual operation. In either case, 
cleaning operations can be carried 
on 100’ to 200’ from the cleaner, the 
manufacturer’ said Solution tank 
holds 60 gallons, reportedly enough 
for 4 hours of steady cleaning 
Burner is adaptable to natural gas, 
butane, propane or manufactured gas. 
Want more info? Use coupon on 
page 89 and you will get it! 


716—Generator Catalog 


wheel 
l or 2 


starter listings for 
all passenger cars, trucks, buse 

taxis and farm equipment through 
1960 are contained in a catalog pub 
lished by Arrow Armatures Co., 11 
Fordham Road, Boston 34, Mass 
which lists many items not previou 

ly available, and includ 1960 gen 
erators for Chrysler, General Motor 
and Ford cars as well as the Falcon, 
Corvair and foreign car 


Generator and 


The 
pany’s 1960 starter drive catalog con 
tains starter drives for most auto- 
mobiles, trucks and tractors through 
1959—many not previously procur- 
able, the manufacturer 

Want info? Us 

page 89 


com 
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717—Brake Product Catalogs 
Wagner Lockheed “AU-500 


catalog and the “AU-1” dealer 
published by Wagner Ele¢ 
6400 Plymouth Ave., St 
Louis 33, Mo.., have been expanded 
to include power brake repair kit 
and other additions 

Want 

page &s9 


ale1 
catalog, 
tric Corp 


info? Use coupon o1 


more 
and 
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718—Engine Additive 


“Mow Power,” a 
mower engine additive, announced 
by Burnishine Products Co., 8140 
North Ridgeway, Skoki« Ill., re- 
portedly promotes easier tarting 
and smoother operation by chemi- 
cally removing carbon, acids and 
power-eating impurities from __ the 
engine 

Want 
age 


gasoline lawn 


more info? Use 
89 and you 


couUupoTt orn 


will get it! 
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719—Drum Lathes 723—Oil Seal Catalog 


Occupying less than 2 square feet Containing over 300 pages, an 
of floor space, “Model 301 Re-Tru” easy-to-use combined oil seal catalog 
drum lathe (eft), announced by Van available from Service Sale: Division 
Norman Machine Co., Springfield, of Chicago Rawhide Mfg. Co., Elgin tight the seal, a l wi 
Mass., is designed for service stations, Ill., covers all types of oil al appli- leverage vr all caps, ann 
brake shops, car and_light-truck cations, including passenger cars, K-D Tools. Lancaster, Pa 
dealers and garages with limited trucks, etc.. with alphabetical and permanent magnet to hold 
floor space. numerical listings for every applica- steel surface when not in 

tion grouped under each manufac- While radiator is ig tested 


turer’s model name or number filled, cap is held in the tool and 


or 


Want more info? Use coupon on hung on gas pump, fender, etc., leay 


ige 89 and you will get it! ing both hands free. Of channel con 
~_———- struction, rencn 1 rustprool 
724——Radiator Cap Wrench comes individually Oo 
packed 
For removing and replacing radi- Want more info: 
ator caps with safety, no matter how page 89 and 





It features automatic feed and 
hutoff, handy controls for position- 
ing tool bar into drum and includes 
a built-in drum micrometer. The 
“302 Little Brute” (right) reportedly ontttg, 
combines advantages found only in <M: 
larger machines. Its revolving and 
sliding spindle saves set-up time, it 
was claimed, permitting easier access 
to the drum interior and giving rigid 
upport to the drums. ag 

Want more info? Use coupon on 


page 89 and you will get it! *Quautt * 
720—Wiring Guide Chart 


A guide for determining the correct 
wire gauge for any automotive wiring 
job is the main feature of a wall 
chart offered by Standard Motor 
Products, Inc., 37-18 Northern Blvd., 
Long Island City 1, N. Y., with which 
the mechanic need only determine 
the amperage or candle power of the 
circuit to find the proper gauge listed 
in the column corresponding to the 
length of wire to be installed. Also 
given on the chart is a car guide for 
the company’s line of cable, wire and 
battery holddowns 

Want more info? Use coupon on 

page 89 and you will get it! 








> 


“Red Label Liqui-Matic Type A” 
automatic transmission fluid, 
nounced by The Bell Co., Inc., 411 
North Wolcott Ave., Chicago 22, II. 
is said to be specially formulated to 
give outstanding performance and 
trouble-free service in all automatic 


ey 2 e- SAFER than Waikiki Beach 


normal driving service. 
Want more info? Use coupon on ° 
page 89 and you will get it! : with IMCO Brakes 
722—Refinish Catalog 


“*» and more profitable, too! 

Featuring a complete line of auto- pb / 
motive refinishing materials, a 24- { 
page catalog, published py Ditzler 
Color Division, Pittsburgh Plate y 
Glass Co., 800 W. Chicago Ave., De- THE IMCO MANUFACTURING & SALES CORP., BALTO. 2, MD. 
troit 4, Mich., is amply illustrated 
and describes in detail products for VISIT OUR BOOTH NO. 3066 AT THE A.S.I. SHOW, FEB. 10-13. 
refinishing passenger cars, trucks, 
trailers, buses and other motor ve- YOU ARE CORDIALLY INVITED TO VISIT OUR HOSPITALITY SUITE AT THE MAYFLOWER HOTEL. 
hicles in lacquer, enamel and acrylic 
finishes. 

Want more info? Use coupon on 

page 89 and you will get it! 


e BRAKE SHOES e UNIVERSAL JOINTS ¢e WATER PUMPS 
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725—Drill 


A new version of its “Shorty” drill, 
incorporating a 60% increase in 
power and a 15% reduction in weight, 
announced by The Black & Decker 
Mfg. Co., Towson 4, Md., also features 
an offset design of the chuck head 
which reportedly facilitates working 
in confined space and around corners, 
permits finger clearance on flush 
drilling jobs and allows max‘m 
operator control and pressure 

Equipped with a full-lengilk pac 
switch, the “Shorty” also incorporates 
twin-fan cooling. Specifications list 
its capacity as up to 4” in steel or 
42” in hardwood. Its speed under full 
load is 1,000rpm and it comes equip- 


ped with a B&D-built universal mo- 
tor for 115 or 220 volts, but can be 
ordered for 125 or 240 volts and with 
a toggle switch. 
Want more info? Use coupon on 
page 89 and you will get it! 


726—Overload Spring 


Added payload capacity reportedly 

may be obtained by use of “Truck- 

announced by Moog Indus- 

Inc., 6565 Wells Ave., St. 

14, Mo., an overload spring for 

«-model, %- and %-ton Chevro- 
let, GMC and Dodge trucks. 

Made of live natural rubber, 

spring is said to resemble an hour- 

glass somewhat. It may be quickly 
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MOTOR-MEDIC 








WOIOR IN 


S OIL 


4 4 \ \ Motor-Medic is the new 





MOTOR-MEDIC 


miracle polymer . . . not 
to be confused with tune- 
up solvents, break-in oils, 
extreme pressure lubri- 
cants and detergents. 
Increases power, saves gas 
by eliminating “blow-by.” 
Increases compression, 
through better ring seal, 
giving lasting oil film 
strength, reducing 
friction and wear. 


————— 


$495 


List 
PRICE 





ma MEX 





A PRODUCT OF RADIATOR SPECIALTY COMPANY, CHARLOTTE, N. C. 


Nationally advertised in Popular Science, Outdoor Life, Progressive Farmer and other 
farm publications, and local newspaper ads from coast to coast 


Want more facts? Use Reader Service Card Page 89 





mounted on the truck axle and un- 
der load contacts the truck chassis. 
Adding up to 1,500 Ibs. extra pay- 
load, it reportedly eliminates axle 
damage caused by bottoming shock. 
Want more info? Use coupon on 
page 89 and you will get it! 


727—Back-Up Light 


Similar in design to automobile 
headlights but much smaller in size, 
a sealed-beam back-up light, an- 
nounced by Westinghouse Electric 
Corp., Bloomfield, N. J., is said to 
provide usable light for 20 to 30’ be- 
hind the car, throwing light in a 50 
radius around the rear of car 

Lamp is all one unit. Lens is formed 
into the glass bulb for larger, bright- 
er reflecting surface, it was claimed. 
In addition, its design reportedly per- 
mits use of a larger, higher-wattage 
filament. Lamp employs an internal 
aluminized reflector which will not 
tarnish 

Want more info? Use coupon on 

page 89 and you will get it! 


728—1960 Color Chart 


A 17” x 22” wall chart listing 
body colors for the 1960 cars, avail- 
able from Ditzler Color Division, 
Pittsburgh Plate Glass Co., 8000 W 
Chicago Ave., Detroit 4, Mich., shows 
location of paint code tags, lists car 
manufacturers’ paint code numbers, 
color names and Ditzler codes to as- 
sist painter in making quick color 
identification for jobs on hand 
Write for chart No. 26 Volume 4 

Want more info? Use coupon on 

page 89 and you will get it! 


729—Flasher Line 


Nine numbers of a flasher line for 
directional signals, introduced by 
Ideal Corp., 435 Liberty Ave., Brook- 
lyn 7, N. Y., reportedly provide full 
coverage, with 5 of the numbers cov- 
ering 95% of all cars. 

Flashers have undergone thorough 
field testing over a 12-month period 
on truck, taxi and police car fleets, 
it was claimed, and are said to pro- 
vide greater safety, surpass car maker 
durability standards and to simplify 
inventories. 

Want more info? Use coupon on 

page 89 and you will get it! 
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730—Ball Joint Kit 


Designed to require only a short 
time for installation, “No. 199” ad- 
justable heavy-duty lower ball joint 
take-up kits for 1955-57 Chevrolets 
have been introduced by Champ- 
Items, Inc., 6191 Maple Ave., St. 
Louis 30, Mo. 

Kit is installed by removing the 
wheel and 2 cap screws holding the 


brake flange plate to_ steering 
knuckle arm. The 2 longer cap 
screws are then put in place and no 
rivet cutting is required, the manu- 
facturer said. A nylon _ bearing, 
backed by spring tension, reportedly 
eliminates all play. Take-up is ad- 
justable whenever necessary. 

Want more info? Use coupon on 

page 89 and you will get it! 


731—Truck Mirror 


“No. 869” truck mirror head, an- 
nounced by The Grote Mfg. Co., 
Bellevue, Ky., measures 6” x 9” with 
a double-strength mirror glass which 
is said to be easily replaceable. 

An outside rubber ring absorbs 
blows on the mirror edge, prolong- 
ing the life of the glass, it was 
claimed. Rubber rim also reportedly 
provides an effective weather-resist- 
ant seal. Mirror is protected by a 
resilient gasket which cushions the 
glass against shock. The housing is 
formed steel and is covered with a 
baked black enamel finish. Mirror is 
mounted by a_ universal center 
swivel. 

Want more info? Use coupon on 

page 89 and you will get it! 


732—Brake Core Assortment 


Earlier numbers have been deleted 
and current numbers added to a re- 
vised “‘No-Core-Charge” assortments 
list, announced by The Imco Mfg. & 
Sales Corp., 10 E. Lafayette St., Bal- 
timore 2, Md., said to enable any 
dealer to render brake service with- 
out investing cash in cores. 

Assortments reportedly offer com- 
plete and up-to-date applications. 
With them, the dealer need not wait 
until after an installation is com- 
pleted to recoup his investment in 
the steel, according to the company. 

Want more info? Use coupon on 

page 89 and you will get it! 


Bumper Jack 


Weighing only 66 lbs., a 3-ton me- 
chanical bumper jack, introduced by 
Vulcan Mfg. Co., Inc., Winona, Minn., 
for use by service stations, car deal- 
ers, independent repair shops, body 


SOUTHERN AUTOMOTIVE JOURNAL for January 1960 


shops, etc., reportedly can be easily 
lifted in and out of the service truck. 

Its mechanical design is said to be 
simple, fast and dependable, offering 
a lifting range up to 42” from a low 
of 5”. An extra wide 16” lifting jaw 
removes danger of damage to bump- 
ers, it was claimed. Lifting jaw 
raises without jacking and automat- 
ically drops away from work the in- 
stant the weight is off, the manufac- 
turer said. “Service-Master” quickly 
raises two wheels on cars, light trucks 
or tractors and holds safely for tire 
changing, wheel packing, brake serv- 
ice, fender straightening or body, ac- 
cording to the company. 

Want more info? Use coupon on 

nage 89 and you will get it! 


734—Plastic Solder 


Companion to “D C-3” plastic 
filler, “Slik” flexible plastic solder, 
introduced by Dynatron Corp., 585 
New Park Ave., West Hartford, 
Conn., reportedly can be formed into 
any shape without heat or pressure. 

Adhering quickly to all metals, 
product reportedly has high. tensile 
strength and can be sawed, drilled, 
tapped, ground or sanded to a smooth 
finish. Its adhesive power is said to 
permit sanding to a feather edge 
without separation. “Slik’s” liquid 
hardener does not depend on evapo- 
ration to solidify, it was claimed 

Want more info? Use coupon on 

page 89 and you will get it! 








the standard for 
all your cap needs 


Once in a while, a better product is 
made, fashioned so superbly, that it 
becomes the standard of the industry 

. . . the measure by which all similar 
products are judged. Stant Caps . . . the 

Com plete Line . . . has earned that universal 
tribute. For eve ry automotive Cap need! 


Ask your jobber salesman to show you the 
new Universal Tester and the new caps 
for small cars. Stock the Complete Line. 

STANT MANUFACTURING Co., INC., 


Connersville, Indiana 


used on America's Finest Automobiles as 
Standard Equipment for over a generation. 
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735—Service Sign 


Heart of a “Satisfaction Guaran- 
teed” program, announced by Sun 
Electric Corp., 6323 Avondale Ave., 
Chicago 31, Ill., is a 3-color display 
poster which service outlets display 
to attract more service work. Car 
owners are told to stop at the shop 
or station that displays this poster to 
get “Expert Engine Service” with 
“Satisfaction Guaranteed.” 

Want more info? Use coupon on 

page 89 and you will get it! 


736—Choke Kit _ 


An improved heat riser tube re- 
placement kit, announced by Wohlert 


Corp., 708 East Grand River, Lansing 
5, Mich., is furnished complete with 
self-tapping screw and a steel clamp 
for all cars and trucks with automatic 
choke. 

Clamp eliminates necessity of drill- 
ing into manifold or cross-over pipe. 
With “Kit No. 4030 TVA,” only one 
set is needed for coverage on all cars 
and trucks, it was claimed, and the 
original heat tube does not have to 
be removed. 

Want more info? Use coupon on 

page 89 and you will get it! 


737—Brake Drum Lathe 


“Model 
Dokter” 


Drum- 
intro- 


B-800, Big B 
brake drum lathe, 





A NEW, FASTER WAY 10 
REMOVE AND INSTALL 


bayonet type SHOCK 


ABSORBERS! 


NO. 2200 SHOCK ABSORBER TOOL 


3 TOOLS IN ONE 


FA ) 
Y 


knuckles. . 


At last here’s an answer to 
quick installation and removal 
of shocks on all General 
Motors, Ford and Chrysler 
make cars. This unusual 

tool licks the problems of 
narrow Clearances... 
eliminates skinned 

. helps 
beat job rates. It’s a 
reliable tool. Ask 
your jobber. 














Screw tool on shock — pull through 
coil spring. 





duced by Barrett Equipment Co., 
2101 Cass Ave., St. Louis 6, Mo., i 
offered as a basic lathe unit to per 
mit the operator to select only those 
arbors and adapters he requires fo! 
his operation, or so that he may 
utilize cones and adapters he has on 
hand 

Designed to machine or grind 
brake drums from 7” to over 40” in 
diameter—for heavy-duty fleet and 
jobber operations, as well as pas- 
senger car—lathe features a spindle 
over 3” in diameter supported on 
ball bearings and rapid traverse car 
riage with a travel of over 16” and 
progressive carriage feed, said to 
positively eliminate drum threading 
Virtually friction-free, it reportedly 
assures a minimum loss of horse- 
power when in operation. Operators 
desiring to machine and grind at the 
same time may add a second car- 
riage and cross feed to the opposite 
side of the lathe to expand its op- 
erations. 

Want more info? Use coupon on 

page 89 and you will get it! 


738—Battery “Hold-Down 


“Resistron” battery hold-down, in- 
troduced by Standard Motor Prod- 
ucts, Inc., 37-18 Northern Blvd., Long 
Island City 1, N. Y., feature steel 
core, vinyl plastisol protective coat- 
ing and universal mounting brackets 
that can be adjusted to conform 
with any battery clamp bolt arrange- 
ment. 


Brackets are 
can be fixed at any 


separate units and 
See us at point on the 
the IASI 
Show— 
Booths 
394 ]- 
3943 


MECHANIC'S 
NET 











T-end sockets hold shock rigid while 
tightening or loosening retaining 
nut. Openings are oblong to fit the 
bayonet. 


trand lok 


HERBRAND TOOLS DIVISION OF THE BINGHAM-HERBRAND CORP., FREMONT, OHIO 


frame. An assortment of 10 of the 
fastest-moving numbers in the line 
is available, individually boxed and 
shipped in a sturdy carton which 
converts into a display merchan- 
diser. 

Want more info? Use coupon on 

page 89 and you will get it! 
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Officers and directors of the South 
Carolina Automotive Wholesalers 
Association presented the retiring 
president, Cecil Morris of Green- 
ville, with an engraved silver tray 
at Columbia last month for his 
outstanding service the first year 
of SCAWA’s existence. In the 
group were (Il. to r.): front row, 
T. H. Coker of Columbia, incoming 
treasurer; Clyde Correll of Inman; 
J. A. Brown of Greenville; J. B. 
Bagwell, Jr., of Charleston, incom- 
ing president; Cecil Morris; Ray 
O’Keefe and J. Walter Elliott, both 
of Charleston; back row, Guy M. 
Tarrant of Columbia, retiring first 
vice president and now a director; 
Oscar Newberry of Spartanburg. 
incoming secretary; Aubrey Hat- 





SHURE-BUILT STEEL 
SHOP EQUIPMENT 


Available for prompt shipment from stock 


"SCOTTY" 


field of Sumter; E. A. Jenkins, Jr., 
of Columbia, retiring treasurer 
and incoming first vice president; 
Leon Rippy of Rock Hill; Ned E. 
Holland of Greenville, retiring 
secretary and incoming second 
vice president, and W. C. Ballard 


WORK BENCH 


9195-29" x 48°'-60"'-72' 
9196-34" x 48"-60"-72" 


Steel, Nat-Flex, or Hardwood 
top 





of Kershaw. Retiring director W. 
H. Rockafellow of Columbia was 
absent, as were these directors: 
Ed. F. Workman of Greenwood, 
Hal P. Porter of Anderson, W. B. 
Key of Rock Hill, R. L. Poston of 
Lake City and N. Frank Alford 
of Florence. Officers were elected 
at the first annual convention in 
November. 


° "SCOTTY" 
PORTABLE 
CABINET 


MODEL 9549 


"SCOTTY" 
SHOP DESK (K.D.) 


MODEL 9333-A 


Appointment of Thomas J. O’Neil 
to Ford Motor Co.'s civic and 
governmental affairs office as con- 
sultant for dealer public affairs 
became effective January 1, fol- 
lowing his retirement from the 
company, which he joined in 1915 
at Memphis, Tern. 





Service Merchandisers 
Steel wall Paneling 

Portable Carts € 
Display Shelving 
Cabinets and Lockers 
Work Benches 
Service Desks 

Tire Racks 

Tool Boards 

Desks and Chairs 


Write for complete catalog to 


&9hure 


MANUFACTURING CORPORATION 


1601 S. HANLEY RD. + ST. LOUIS 17, MO. 
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Old Timers Choose 
Major Cunningham 


M“. Henry M. T. Cunningham 
of Washington, D. C., has 
been appointed executive vice 
president of the Automotive Old 
Timers, with authority to move 
the headquarters’ office to Wash- 
ington in the new NADA building. 

The move will take place when 
the NADA building is ready for 
occupancy, prerumably by the end 
of this month. 

Under Cunningham’s direction, 








Perfect Metal Mending Team 


One Putty One Cream Hardener 


tA 


—> 
NON-TOXIC i¢ 


cK MAG 


eS 








Leon Ww. Diamond, pres. Swiss Laboratory, standing before a mountain of Black Magic gallons, ready 
for shipment to one of Swiss’ more than 4,000 jobbers, coast to coast, and overseas. 


THE BOSS says: 

“If you want 90% 

LESS DUSTING in 
your metal mending, 

surest way of getting it is 
with BLACK MAGIC!” 


SEND FOR FREE %4-LB. SAMPLE 


To get it you must include your jobbers name 
and address with your request. Send for it today. 














SWISS LABORATORY, Cleveland 14, Ohio 
America’s Largest Indeperdeut Manufacturer of Body 
and Wire Se ders 














THE SHOP NURSE 


oays: 


“One of the things the 
bodymen like about 
BLACK MAGIC is its 
complete lack of obnox- 
jous fumes, odor, and 
possibility of causing 
aggravating itch. 


“Those are the bad 
features you get with 
metal menders using 
liquid hardeners — all 
of them 


“BLACK MAGIC keeps 
your shop morale and 
efficiency high — and 
that’s why it's almost 
like having health in- 
surance without having 
to pay for it.” 





Full-Time Jobbers Rep: ~sertative Covering 
the South from Our Cleveland Factory 


SOUTHWESTERN REPRESENTATIVES 


“DON” WATTERSON 
(Expert Bodyman) 











Ralph L. Jeffress Co. 
2023 Lucas Drive, Dallas Tel: LA 6-8567 
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activities of the association will be 
expanded to include participation 
in the forthcoming NADA conven- 
tion and representation at state 
automobile dealers’ conventions. 

Cunningham will devote a large 
part of his time to organization 
activities. He retired in 1957 after 
33 years with Ford Motor Co., 
which he joined following service 
as a major in World War I. 


Broward County Picks Francis 


Vie Francis of Vic Francis, Inc. 
(Dodge - Plymouth), Pompano 
Beach, is the new president of the 
Broward County (Fla.) Automo- 
bile Dealers Association. William 
J. Kelley of Bill Kelley Chevrolet, 
Inc., Hollywood, is vice president 
and Turner Narmore of Turner 
Narmore Motor Co. (English Ford), 
Fort Lauderdale, is secretary- 
treasurer. 


Sanford, Fila., Picks Smith 


David R. Smith of Strickland- 
Morrison, Inc. (Ford), is the new 
president of Sanford (Fla.) Auto- 
mobile Dealers Association. Vice 
president is John D. Brass of Brass 
Motors (De Soto-Plymouth-Fiat), 
and William V. Hemphill of Bill 
Hemphill Motors, Inc. (Pontiac- 
Buick-Rambler), is secretary-treas- 
urer. 


Imco Adds Factory Building 


The Imco Mfg. and Sales Corp., 
Baltimore, Md., has acquired a 
factory building at 813-835 North 
Pulaski St., doubling present 
space, and will move its entire 
production staff and _ facilities 
upon completion of necessary ren- 
ovations. The company’s general 
offices and its warehouse affiliate 
will remain at 10 East Lafayette 
Ave. 


Leesburg, Fia., Picks Herlong 


New president of Leesburg 
(Fla.) Automobile Dealers Associa- 
tion is Gordon L. Herlong of Her- 
long Motor Co., Ine. (Lincoln- 
Mercury-English Ford). Vice presi- 
dent is Jack Pae of Triangle Motor 
Co. (Cadillac-Oldsmobile) and Jim 
E. Boast, Jr., of Boast Motors, Inc. 
(De Soto-Dodge-Fiat), is the secre- 
tary-treasurer. 


Renault Appoints Challender 
Jack L. Challender has been ap- 


pointed eastern regional sales man- 
ager for Renault, Inc. 
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Bickel of Monroe Auto 
Is AEA President 


J E. BICKEL of Monroe Auto 
e Equipment Co. has been elect- 
ed president of Automotive Elec- 
tric Association, succeeding Gene 
P. Robers of Carter Carburetor 
Division. 

Vice presidents are S. G. Pur- 
year of 555, Inc., Little Rock, Ark., 
who is also chairman of the central 


AEA President Bickel 


distributors’ division; H. A. Stief- 
vater of Utica, N. Y., chairman of 
the service distributors’ division, 
and P. H. Neville of Leece-Neville 
Co., chairman of the manufac- 
turers’ division. A. H. Knorr of 
Knorr-Maynard Co., Detroit, is 
secretary-treasurer, and J. Howard 
Reed was reelected executive sec- 
retary. 

In addition to the officers, other 
directors are M. F. Marsau of Ster- 
ling, Colo.; E. R. Stroh of The Elec- 
tric Autolite Co.; R. B. Roberts of 
Washington, D. C.: Paul A. Peck 
of Mobile, Ala.; Roland S. Withers 
of United Motors Service: R. L. 
Jones of Bakersfield, Calif.: Carl 
S. Johnson of Charlotte, N. C.: E. 
N. Robinson of Stewart-Warner 
Corp. and C. J. Boland of Cleve- 
land, O. 

AEA’s most recent manufactur- 
ing member, Ford Motor Co., has 
announced the distribution of its 
“Motorcraft” line of replacement 
parts through the association’s cen- 
tral distributors. 


Kurfiss of Alexandria Dies 


John F. Kurfiss, Jr., 58, presi- 
dent of Chieftain Pontiac Co., 
Alexandria, La., died last month. 
He was a past president of the 
Alexandria Automobile Dealers 
Association and a director of the 
Louisiana Automobile Dealers As- 
sociation. 


John A. “Doc” Carlson, sales 
manager, announces the transfer 
on Jan. 1 of Sam L. Asher 
(shown here) from the industrial 
to the automotive division of 
Storm-Vulcan, Inc., Dallas, manu- 
facturer of heavy shop equip- 
ment. Asher, member of the 
Storm-Vulcan organization since 
1950, has been connected with the 
Turbo-Blast division, and as man- 
ager of that division for a number 
of years. He is now a direct rep- 
resentative with a territory in- 
cluding all of New Mexico and 
the southern portions of Texas, 
Louisiana, Arkansas and Missis- 

sippi. 

e 


Dayton Appoints Nolan 


Appointment of Robert M. 
Nolan as regional sales manager 
in charge of the new Cincinnati 
warehouse and sales offices of 
Dayton Industrial Products Co., a 
division of The Dayton Rubber 
Co., has been announced by R. G. 
Roney, sales manager of the com- 
pany’s automotive wholesalers’ 
department. Nolan will assume 
charge of automotive wholesale 
operations in six states served by 
the new facility, including west- 
ern regions of Kentucky and 
Virginia. 


MEMA Selects Rose 
For President 


HOMAS S. Rose of Sealed Power 

Corp., Muskegon, Mich., is the 
new president of the Motor and 
Equipment Manufacturers Associ- 
ation. 

Other officers are G. H. Goehrig 
of Blackhawk Mfg. Co., Milwau- 
kee, Wis., vice president; S. S. 
Gordon of Republic Gear Co., De- 
troit, Mich., secretary, and Charles 
H. Seibert of Behr-Manning Co., 
Troy, N. Y., treasurer. 

Besides the officers, directors for 
1960 are R. D. Adams of Clayton 
Mfg. Co., El Monte, Calif.; C. A. 
Benoit of Permatex Co., Inc., 
Huntington Station, N. Y.; F. L. 
Bredimus of Globe Hoist Co., 
Philadelphia, Pa.; R. R. Dunn of 
Hastings Mfg. Co., Hastings, Mich.; 
K. W. Foust of Bonney Forge & 
Tool Works, Alliance, O.; W. A. 
Raftery of Signal-Stat Corp., 
Brooklyn, N. Y., P. R. Smith of 
Commercial Solvents Corp., New 
York, and R. D. Williams of E. 
Edelmann & Co., Chicago. 


Bergheimer Is Elevated 
By B. T. Crump Co. 


| pened T. Bergheimer, a past 
president of the Virginias-Car- 
olinas Automotive Wholesalers As- 
sociation and the Central Virginia 
Automotive Jobbers Association, 
has been elected a vice president 
of B. T. Crump Co., Richmond, Va. 

Others named vice presidents 
were Richard T. Hedgpeth, man- 
ager of the company’s warehouse 
operations in Greensboro, N. C., 
and Nashville, Tenn., and V. Ken- 
neth Bass, who is in charge of 
sales of seat covers, replacement 
tops for convertibles and _ seat 
cushions 


This 30-ton shipment of farm tractor engine parts, believed to be the 

largest ever made to a single warehouse point, was ordered by the 

NAPA Memphis, Tenn., warehouse from Allied Automotive Parts Co., 
Indianapolis. 
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mecono SHIPMENT! 2 TRUCK LOADS 
wee EMGIME PARTS FOR Fane Teac TORS 








SOUTHERN JOBBERS 


and FACTORY MEN 














These salesmen, assembled here in a routine Monday morning meeting 
with their employers, are happier with the new pay plan. They are (1. to 
r.): John Turner, James Reecer, Ralph Barnes, Talmadge Reed (partner), 
Roy Brown and A.M. Downing (partner). Reed (standing) is holding an 
item he wants the sales force specifically to push during the new week. 


25% Gross Profit Plan 


Pleases Tennesseans 


HOLMAN 


By ROSS L. 


‘HERE has to be a profit on sales 

before the salesmen at Reed- 
Downing, Inc., Nashville, Tenn., 
get paid under the recently adopt- 
ed plan of payment which the 
management has found far better. 

Previously the salesmen were 
paid a given percentage of the 
gross receipts from their sales. Now 
they are paid 25% of the gross 
profits. 

There is one chief advantage: 
During the preceding years the 
salesmen got a percentage of all 


108 


gross receipts even though some 
receipts didn’t always involve a 
profit. Under the present arrange- 
ment there has to be a profit on 
sales before anything can be per- 
cented. 

Salesmen were a little hard to 
sell on the new idea at first, but 
since the company and the sales- 
men are now making more money 
than before, everybody is pleased 
with the arrangement. Reed-Down- 
ing has had a ten per cent increase 
in both sales and net earnings. 


Salesmen now nave n in 
itiative and have a stronger feel- 
ing of importance. Frequently, 
when calling on a garage operator, 
for example, the prospect in the 
old days would try to beat down 
the price on some of the items of- 
fered. Before accepting a lowe! 
price the field man would have to 
call back to the office for per- 
mission. He got his 
regardless of the price at which 
the articles sold 

Under the 
salesman never has to call back to 
make a price. But if he makes a 
cut, all of the cut must come out of 
his percentage of the profit! Reed- 
Downing gets for its part the same 
price as when no cut is made 

Since the new plan has gone into 
effect there haven’t been nearly 
sO many 
buyers for price cuts. Thi 
due to the fact that the f 
are standing firmer on 
line than before, but even 
total volume of sales continues 
increase to the benefit f both 
salesmen and company 

However, the field man still runs 


where 


perce ntage 


present 


requests on the 


into an occasional situation 
the buyer claims he ha 
better price offered hin 
competitor. In this case tl] 
man usually allows the 
to go ahead and bu 
competitor. 

He puts his 
behind those items in which there 
has been no competitive price- 
cutting. In pursuing this method of 
attack he still holds the account 
No account has yet been lost be- 
cause of it 

A. M. Downing, one of the 
partners, said, “I hope to see the 
day when all our competitors will 
adopt the same kind of pay plan 
as ours. I believe it would elimi- 
nate practically all price-cuttin 
between us.” 

Another benefit under the new 
arrangement is the office record 
system. The office keeps a copy of 
each salesman’s order forms in a 
separate folder. The office also 
lists on a single sheet all the sales 


own lling effort 
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made by each field man. The cost 
of the items sold are listed in one 
column and the profit in 
another column. record 
create a better 
rganization. 
Any time he chooses to do so, the 
salesman can call for his own fold- 


2Tross 
These 


feeling in the 


er of order forms and check it to 
see if he is getting credit for every 
makes. There had 
times in the past when a contro- 


ale he been 
versy might arise as to who gets 
credit for which sale 

This confusion can easily arise in 
the cass of a new 
almost-but-not- 


prospect that 
a alesman has 
quite persuaded. For example, as 
solicited the new 
prospect may come into the office 
later on his own and buy direct 
from the office the items on which 
the salesman canvassed him 

Each 
every account on which he calls. He 
percentage on it whether 


a result of being 


salesman keeps for himself 


gets hi 
the account buys from him in the 
field or purchases direct from the 
office. Any confusion or mixup is 
adjusted immediately by each sell- 
er’s records being daily available 
for inspection 

The separate single sheet on 
which each field man’s sales are 
listed is also a great help to both 
the salesman and the office. The 
salesman can look at the 
profits column on his sheet any day 
and see how much pay he has com- 
ing. If it is low, it spurs him to 
greater effort. 

By comparing each 
record of sales with the others, the 
office is in a position to make need- 
ed suggestions and adjustments. 


Toss 


salesman’s 


William H. “Bill” Ricke, former 
Southeastern manager of Proto 
Tool Co., has organized Orlando 
Tools, Inc., Orlando, Fla., a ware- 
house distributor specializing in 
hand and power tools for automo- 
tive and industrial use. He is 
president and treasurer and his 
wife, Dorothy, is vice president 
and secretary. Arthur Kinzer is 
manager and buyer and Donald 
Mitchell is in charge of the ware- 
house. Jack Monasco of Jackson- 
ville Beach travels North Florida 
and South Georgia, while Ricke 
handles Central and South Florida. 


For example, if the gross profits 
of one salesman fall much below 
those of others, the company checks 
the reasons. If the sales receipts 
are substantially the same, maybe 
the profits on some items are not 
what they should be. If the lower 
gross profits are due to lower gross 
sales, maybe the firm can help the 
salesman improve his methods 
One of the most important 
advantages. of keeping these 
individual sales records is the 


Participating Roanoke (Va.) jobbers looking over the various equip- 
ment they gave at Christmastime in the names of customers to the 
Roanoke Area Chapter of Multiple Sclerosis Society are (l. to r.): Bill 
Tabor of Auto Parts, Inc., R. D. Cundiff of Shepherds’ Auto Supply, 
Inc., E. H. Overfelt of W. B. Clements, Inc., B. M. “Bill” Long, repre- 
senting the society, C. R. King of Standard Parts Corp., and W. L. 
Smith of Motor Parts Supply Co., Inc. The equipment included two 
TV sets, a tape recorder, wheel chairs, crutches, walking sticks and 
vibrators. 
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Way it enables the office to correct 
many errors. In listing sales and 

ss profits on these records the 
office occasionally finds that prof- 
items have been 


Some of them 


its on certain 
wrongly computed 
have even shown a loss. Correction 
is made and in this way sales are 
kept in the correct } 
vithout allowing any 
sold at a repeated loss 
As with all other 
Reed-Downing occasionally incurs 
some slow accounts, though it has 
kept these to a minimum. Its policy 
in this respect has been liberal as 
far as the salesmen are concerned 
No salesman is penalized if one 
of his accounts is uncollected 
When an account gets in arrears a 
notation is made on the metal 
stencil tab with which each ac- 
count’s order form is stamped. This 
reminds the bookkeepe! 


W holesale rs 


notation 
to check with the managemen 
fore an additional sale is made 
Each territory man is made aware 
of the fact that the account which 
is kept up-to-date makes the best 


customer. 


be- 


Sanford, N.C., Company 
Opens 12th Branch 


—_— Auto Supply Co., Inc., 
Sanford, N. C., has opened 
branch facilities at Durham and 
Pittsboro, bringing to 12 the 
branches operated by the firm, ac- 
cording to President Miles A. 
Pryor. 

Wilson Pettus, former counter- 
man at the main store, 1s manager 
of the Pittsboro branch. The Dur- 
ham branch is situated at 764 9th 
St. and is the second such store 
for that city. 


Lee Mfg. Names Southerners 


Lee Mfg. Co. of Santa Monica, 
Calif.. has appointed Guy M. 
Parker of Jackson, Miss., repre- 
sentative for Tennessee, Mississip- 
pi and Alabama. Weston Brooks 
and Jesse Hurtt of Jess and Wes, 
manufacturers’ representatives of 
Clearwater, Florida, will repre- 
sent the company in Florida and 
Georgia. 


Wilkening Promotes Cohen 


Promotion of Leonard M. Cohen 
to treasurer of Wilkening Mfg. Co., 
Philadelphia, succeeding Henry 
E. Gerstley, who is chairman of 
the board, has been announced by 
President W. E. Wilkening. Cohen 
joined the organization in 1924 
and has been assistant treasurer 
for the past six years. 





Four floors of New York’s Coliseum will be devoted to exhibits, dis- 
plays and demonstrations by more than 500 of the nation’s leading 
manufacturers of automotive parts, tools, equipment, accessories and sup- 
plies. The mammoth building encompasses 391,500 square feet of space. 


IASI Show May Draw Record Crowd; 
Service Trade Invited for Two Days 


A NEW record in attendance, pos- 


sibly ranging well above 35,- 
000, may be set for the Interna- 
tional Automotive Service Indus- 
tries Show Feb. 10-13 at New 
York’s Coliseum, based on advance 
interest indicated to show au- 
thorities 

Approximately 500 manufactur- 
ers will display and demonstrate 
the latest in automotive parts, 
tools, equipment, chemicals, paints, 
supplies and accessories. The show, 
held last year at Chicago’s Navy 
Pier, will follow the first annual 
convention of the .ear-old Auto- 
motive Service Industry Associa- 
tion—created out of the merging 
of MEWA and NSPA. 


Sponsor of the show is ASIA and 
Motor and Equipment Manufac- 
turers Association. Attendance will 
be limited the first day, Feb. 10, 
to member manufacturers and as- 
sociation member jobbers. On the 
second day these two groups will 
be joined by invited jobber guests. 

The last two days are for the 
special benefit of all automotive 
service trades, including vehicle 
dealers, independent garage own- 
ers, service station operators, fleet 
operators, specialty repair shops 
and all their personnel. 

Chairman of the Joint Operating 
Committee, charged with putting 
on the show, is Charles S. Rogers 
of P & D Mfg. Co., Long Island 


COLISEUM - NEW YORK CITY 


February 10-13 


@ 
o* 


v 
E SERVICE ind 


JOC Chairman Rogers 


City, N. Y. 

A total of 451 manufacturers 
drew for space last August, with 
116,000 square feet being assigned 
for approximately 1,100 booths of 
varying sizes. This alone indicated 
the ’60 show would be on a grand- 
er scale than ever before 

MEMA has scheduled a presi- 
dent’s reception and banquet Feb. 
9 at the Savoy-Hilton Hotel. 


Al Richardson has been added to 
the sales force of Terry Automo- 
tive Supply, Dallas, Texas, as rep- 
resentative for north Dallas, ac- 
cording to Sales Manager Jack 
McCalmon. 


Ted Nelson, the “founding father” 
of the Florida Automotive Whole- 
salers Association several years 
ago and its first president, is set- 
ting himself up as a manufactur- 
ers’ representative from his home 
at 535 Cardinal Street, Miami 
Springs, Fla. He has acauired sev- 
eral lines and is expecting to add 
one or two more soon. “I’m going 
to attempt to stay with Florida,” 
he said, “only because I believe 
that the way car registrations and 
jobbers are increasing I can give 
those manufacturers I represent 
a greater share of the Florida 
potential.” He has been an execu- 
tive with several Miami wholesale 
houses. 


SOUTHERN AUTOMOTIVE JOURNAL for JANUARY 1960 











Beard & Stone’s ultra-modern offices and warehouse are situated on Houston’s Gulf Freeway. 


Beard & Stone Expands with Houston 


wa and convenience are key 
\/ features of the new Beard & 
Stone Electric Co. building in 
Houston, formally dedicated with 
a series of receptions for custom- 
ers, suppliers and the automotive 
world generally the week before 
Christmas. 

“Space has been a_ growing 
problem for us in Houston,” Presi- 
dent Sam Suravitz said. “Our old 
building, in the path of downtown 
Houston’s outward expansion, had 
become increasingly difficult to 
reach because of the heavy traffic. 
Parking was at a premium.” 

By contrast, he said, the new 
$500,000 building, situated on a 
two-and-a-half-acre tract along- 
side Houston’s arterial Gulf Free- 
way, cures both problems. Easy to 
reach from all parts of the metro- 
politan area, it will be even 
handier when present super-high- 
way projects are completed. Ade- 
quate provisions have been made 
for customer and employe park- 
ing. 

The long, low, ultra-modern 
glass-and-brick structure has plen- 
ty of room for all the company’s 
sales, service and administrative 
functions in its 53,000 square feet 
of ground-level floor space. 

To provide for the continually 
growing automotive stock list, a 
major portion of the building was 
reserved for warehouse use. More 
than 60,000 individual parts from 
more than 100 manufacturers are 
stocked in the rear portion of the 
building. 

With an estimated 1,212,000 
residents and 450,000 motor ve- 
hicles now in Harris County and 
with both increasing steadily, 


Beard & Stone has provided plen- 
ty of room in which to operate 
and additional space in which to 
grow. 

Customers entering the display 
room at the center of the building 
are greeted by an impressive 54’ 
counter, designed with plenty of 
sales stations and arranged for 
fast, efficient and accurate process- 
ing of orders. 

A sales room and a _ separate 
catalog room adjoin the central 
display area. Next to them is a 
spacious meeting room with seat- 
ing for 100 at customer training 
sessions or other functions. The 
meeting room, adjoined by a snack 
bar, has a separate outside en- 
trance. 

Although the entire office and 
sales portion of the building is air 
conditioned (Houston’s average 


summer heat is a_ semi-tropical 
82.4° and humidity is 76%), a 
separate cooling system is _ pro- 
vided for the meeting room be- 
cause of the need for extra air 
circulation and because the meet- 
ing room is used when other parts 
of the building are closed 

The office area flanks the dis- 
play room on the other side. In- 
cluded are a reception room, stock 
records, the purchasing depart- 
ment, executive and general of- 
fices and a telephone order sec- 
tion. 

“We are especially proud of our 
telephone order department,” 
Harry Lyman, manager of the 
Houston store, said. “We have 
found already that the new tele- 
phone exchange equipment in- 
stalled in the new building has 


made possible even faster and 


John H. Duncan (right), president of Gulf & Western Corp., presents a 

key to Sam Suravitz, president of Beard & Stone Electric Co., at the 

formal opening of the new Houston plant. Taking part in the cere- 

monies also were Henry Desenberg (left), vice president, and Harry 
Lyman, general manager. 
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efficient handling of calls 
from customers.” 

Top ranking officials of Gulf & 
Western Corp., of which Beard & 
Stone is a subsidiary, and repre- 
sentatives of a number of manu- 
facturers whose products are dis- 
tributed by Beard & Stone at- 
tended the opening ceremonies. 

Among the notables (in addi- 
tion to Suravitz,) were Charles G. 
Bluhdorn of New York, chairman 
of the board of Gulf & Western; C. 
Arthur Woodhouse of Grand 
Rapids, Mich., vice chairman: 
John H. Duncan of Houston, presi- 
dent, and E. C. Beard of Dallas, 
Chairman of the board of Beard 
& Stone 

Presidents of two other Gulf & 
Western subsidiaries were also 
present—Basil E. Ryan of Car 
Parts Depot, Inc., El Paso, and J 
A. Walsh of J. A. Walsh & Co.. 
Houston, both vice presidents of 
the parent company. 

Four Gulf & Western directors 
—Seigel W. Judd of Grand Rap- 
ids, Joel Dolkart of New York, 
David N. Judelson of New York 
and Cyril R. Porthouse of Raven- 
na, Ohio—also were in Houston 
for the ceremonies. 

Since 1919, when 


more 


Beard & 


Stor 
Tex 
tive 
pan 


bution facilities supplying original o1 


fact 


Manufacturers representatives from across the nation (seated) met re- 
cently in Dallas with officials of the Mark IV Division of John E. 
Mitchell Co. (standing) to hear details of the 1960 program for auto- 
mobile air conditioners. Pictured are (l. to r.): first row, Lester Moss, 
George Heath, Rollie Rife, Paul Trauger, Frank Derby, Bob Cherry, 
Jr., J. McEwen Cherry; second row, Harry Bailis, John Edmiston, Jim 
Link, Vin Scully, Bernard Broekhuizen, Bill Scully, Bob Cherry, Bill 
Unger, Max Sylvester: third row, Jack McGarry, Lee Suhm, Mel Mer- 
cer, Walt Runglin, Fritz Keller, Eric Hyden, Lou Orsie, Bill Hanft: 
fourth row, Lee Yeager, Dick Hollingsworth, Bob Anderson, Gus 
Alexander, Edd Huff, Howard Knight, John E. Mitchell, Jr., Dudley 
Smith, Bill Olson, Orville Mitchell, Jr., Orville Mitchell, Sr., and 
Donald F. Mitchell. 


wholesalers in most 


1e’s Waco and 
as’ rapidly expanding automo- the major market 

market, the firm ex- At the Houston 
ded to four stores with distri- company’s technicians can replace 
detached units in 


service department 


tore began serving 


areas of Texa 


has location 


repair 


ory parts to service distrib- new central 





It’s Easiest To Sell 


THE BEST! 

‘ NOW-UNITED STATES 

TESTING CO. CERTIFIES 

Vlaati-Kot SUPERIOR 

TO OTHER AEROSOL 
PAINTS TESTED! 





Attractive 144 Can Floor Display 
Rack Assortment 


The exhaustive tests of this internationally known testing organization revealed 

these important facts which are vitally important to every automotive chain 

organization. 

% Plasti-Kote's Aerosol was without a failure in every test applied 
by United States Testing Company. 

% Plasti-Kote is outstanding for flexibility, adhesion, abrasion, re- 
sistance, impact resistance, and gloss. 

% Plasti-Kote is the first premium quality aerosol paint to earn this 
outstanding seal of approval. 

See Startling NEW Packaging Improvement in Booths 575-577 at the 

AAMA Show and Booths 4102-4-6 at the IASI Show. Another Plasti- 

Kote First. 

Don't delay — act now — stock and sell Plasti-Kote .. . 

paints now PROVEN superior to other aerosol products 

unqualified guarantee of customer satisfaction. 


the quality aerosol 
and your 


PLASTI-KOTE, INC. 9801 Harvard Avenue, Cleveland 5, Ohio 


Want more facts? Use Reader Service Card Page 89 
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the 


Morris of Texas, Tom Payne ol 


. ° Oklahoma and Jules L. Lamothe 
“Such a convention is unprece- 


dented in show history,’ Barnett 
By BARON CREAGER commented. 

Another convention to coincide 

Southwestern Eater with the show is scheduled, with 

details of arrangements to be an- 

 pheanee interest in the 15th state convention of wholesalers nounced. That is a meeting of the 

4 Southwest Automotive Show, were laid during a meeting of the Independent Garagemen’s Associa- 
scheduled for Dallas March 24 show board in Dallas on Dec. 2. tion of Texas. 

through 27, results from the fact Attending the meeting were the Barnett also announced in De- 

that this will be the one and only staff executives who manage the cember the appointment of a 

howing of automotive aftermar- three associations named—G. C. “president’s committee” consist- 


ket merchandise during a five- 
year period, according to Yancy 
Robertson of Dallas, show presi- 
dent. His company is Robertson 
and King Motor Supply. 

The last Southwest show was in 


the spring of 1957 and this region- 

al group is committed to a policy 

that limits frequency of shows to ores | . 
y y 


every other year. That would 


automatically bring up the 16th HAVE 344, To} >) SINCE 1915 
7 . 


how in 1962. 
“For that reason alone,” said 
Robertson, “a manufacturer doing VALVE CORES 
business = the Southwest a Our specifications and features include: 
hardly afford to stay out of the 
1960 show.” 
Evidence of this mounting in- 
terest was found in a report by A. 


L. Barnett, show manager, on the © Special fatique-resistant stainless 
jobbers steel spring 





® Swivel construction 
®@ Vulcanized rubber gasket 


@ All metal parts plated 


number of sponsoring 
signed for the 60 show. Just be- 


fore Christmas, Barnett reported VALVE CAPS 


that “more than 300 automotive 
wholesalers had been signed as All ACME Valve Caps (ex- 
cept No. 310, which is plastic) 
; are precision machined from 
months before opening ol tne solid brass, which results in 
show. a heavier, sturdier, longer 


sponsors at that time, or three 


“This is quite significant,” he lasting valve cap. Threads 

ened . ; are deeper and more pre- 
added For the last Southwest cise. Therefore, the seal is 
show in 1957, there was a grand more air tight with less like- 
lihood of lost caps due to 
ots: : ; Rv ‘ vibration. ACME Vaive Caps 
375 sponsoring wholesalers. Out hewe foam Ge chaten oF a 
goal is 800 sponsors and, at the pert mechanics the world 
over since 1915. 


total—as the show ended—of only 


rate wholesalers are pledging sup- 
port to the show, we expect to 


ee oe ACME Write Today for our complete new catalog 
opening day.” 

Another feature of the ’60 show ACME AIR APPLIANCE C0 INC 

7 "9 . 


will be a four-state convention of 
205 NEWMAN STREET ° HACKENSACK, N. J. 


automotive wholesalers, sponsored 191s 


by three wholesaler organizations. 
These are the Automotive Whole- HOW 600D ARE YOU? # 3-J 
salers of Texas, Automotive ” 
Wholesalers of Oklahoma and the In your mind, visualize these two loops of NY 
Automotive Wholesalers Associa- . vope. Imagine grasping the two loose ends iN 
tion of Louisiana. : ' | of each loop and pulling them tight . Which NS) 

This convention is scheduled for 29 rt 

LoopA Loop B 


f + +1 | ri | + 7 
‘ ° } > 1 A T ¢ 
Dallas on March 23, with hotel ME TWO LOOPS WHE MENS & Kine 
Attach the solution to your business card or letterhead avd mail 


headquarters, speakers and other 
details of the program to be an- to ACME. If you'te right, we'll send you a “Genius Award” for your accomplishment ! 


nounced later. Although there is . ‘6 ” 
no wholesaler organization in} QAERWMCEPUIMILULLUMA UUM UL, CALS 2 
Arkansas, Arkansas wholesalers 
are expected to participate and 
will be invited 

Preliminary plans for the four- 
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Directors of the Southwest Automotive Show at a salers of Louisiana; J. Neal Ferguson of J. Neal 
meeting in Dallas last month are (Il. to r.): seated, J. Ferguson & Associates, Dallas; G. C. Morris, execu- 
R. “Bob” Boulton of Unit Parts Co., Oklahoma City, tive director of Automotive Wholesalers of Texas; 
Okla.; Yancy Robertson of Robertson & King Motor Tom Payne, executive director of Automotive Whole- 
Supply, Dallas, president; H. M. Willey, Sr., of Hirsig- salers of Oklahoma; Eric Hyden of Keller-Hyden, Inc., 
Frazier Co., Houston, Texas; L. W. Barnett of Cogdell Fort Worth; A. L. “Artie” Barnett, secretary-manager 
Auto Supply, Fort Worth, Texas, and H. B. Braden of the show; Ralph Russell of Ralph E. Russell Co., 
of American Gear & Parts Co., Dallas; standing, Jules Dallas, and Joe Owens of Owens Motor Supply, Enid, 
Lamothe, executive director of Automotive Whole- Okla. The show is expected to attract thousands. 


ing of 100 picked men in the in- Contrary to previous announce- Park, Dallas. 

dustry of the Southwest. Their re- ments, date of this drawing is Jan. Barnett explained that the 
sponsibility will be personally to 15. Originally, the space drawing change in dates would enable 
promote the show at every op- had been scheduled for Dec. 18, some factories to exhibit who 
portunity. but was changed by the board in could not get the expense item 

By the time this issue of SAJ its Dec. 2 meeting. Following show into their 1959 budgets. 

reaches subscribers, the date of custom, the space drawing will be At an earlier board meeting, 
drawing for booth space by ex- held at 9 a.m. in the auditorium show hours were established as 
hibitors will be near. of the Hall of State Building, Fair Thursday, 8 to 5; Friday, 10 to 
1 for sponsors and exhibitors, 1 to 
9 for the trade; Saturday, 10 to 9; 


id Sunday, 10 to 5. 
In addition to Robertson, of- 
VY A ficers are: Joe Owens, first vice 
Uva 4 president, Owens Motor Supply, 


° Enid, Okla.; L. W. Barnett, second 
vice president, Cogdell Auto Sun- 








© 
IR CONDITIONING Riser Raph’ Eres Co 
f manufacturers’ representatives, 


or 
= Dallas. 
‘ L L 6 0 a U T Oo M O B I L E S ‘eens are: H. B. Braden, 


past president, American Gear 
and Parts Co., Dallas; Doyle 
[ '@] R Vv A | ss Moore, Automotive Parts Co., Lit- 

tle Rock; H. L. Hutchison, Dim- 
mick Supply, Lake Charles, La.; 
1 A L Cc @) a Max Figh, Automotive Service, 
Inc., San Antonio; E. A. Wagner, 
Vv A L I A N T Moore Brothers’ Electric Co., 

Houston; H. M. Willey, Sr., Hirsig- 
FOREIGN CARS Frazier Co., manufacturers’ repre- 

sentatives, Houston; Eric Hyden, 
Keller-Hyden Co., manufacturers’ 
representatives, Fort Worth; J. R. 
Lawson, Proto Tools, Houston; 


Bill M. Moncrief, Wagner Electric 
EASY TO INSTALL AIR CONDITIONING KITS ARE READY FOR Corp., Dallas; Tod Willis, Sanders 


IMMEDIATE DELIVERY ON ANY ‘60 MODEL AMERICAN OR } a : a a re 
FOREIGN CAR WITH COMPLETE INSTRUCTIONS . . . . tiene uk Gee ae 
Ss é jfes O aco, J. . ) 
— pocee p= Ang A amare Boulton, Unit Parts Co., Oklahoma 
City. 
A PRODUCT OF CAPITOL REFRIGERATION, INC. The all-important show com- 
FR-1-3471 3922 KALLOCH mittee is headed by T. H. “Tom- 


DALLAS, T my” Everett, president of Monkey 
S, TEXAS Grip Sales Co., Dallas. 
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Les A. Thayer (second from left) of Belden Mfg. Co., Chicago, may be 
elevated from first vice president to president of ASIA next month. 
He was formerly for many years in the jobbing business in Texas. Victor 
L. Toft (left) of The Sidles Co., Omaha, Neb., is president. J. A. “Jack” 
Bryant (third from left) of Motor & Electric Supply Co., Bowling Green, 
Ky., is second vice president and Gene P. Robers (right) of Carter Car- 


buretor Division, ACF Industries, 


Inc., St. Louis, Mo., is the third 


vice president. The latter two are likely to be advanced in office. 


ASIA to Draw Thousands 


YF proaggente of aftermarket peo- 
ple, including a huge segment 
from the South and Southwest, 
are scheduled to attend the first 
annual convention of the year-old 
Automotive Service Industry As- 
sociation at New York’s Carnegie 
Hall Monday and Tuesday, Feb. 
8-9. 

The association, born out of the 
merger of MEWA and NSPA at 
Chicago last year, will meet prior 
to the four-day International Auto- 
motive Service Industries Show 
in Gotham’s Coliseum. 

A preliminary “gun” will be 
fired in the form of the president’s 
reception (open to all members 
and invited guests) from 4:30 p.m. 
to 6:30 p.m. in the Terrace Room 
of the Plaza Hotel on Sunday, 


Feb. 7. 

The first general session will be 
held the next day from 1:15 to 
4:30 p.m. The membership ban- 
quet will be staged at 6:30 p.m. in 
the Grand Ballroom of the Plaza 
Hotel at 6:30 p.m. 

The concluding day’s program 
will begin at 9 a.m. and recess at 
noon for the membership luncheon 
to begin at 12:15 p.m. at the Park 
Sheraton Hotel. The afternoon 
meeting will run from 1:15 to 4:30 
p.m. in Carnegie Hall. 

The ASIA Young Executives 
Forum meeting and reception will 
be held from 5 to 7:30 p.m. in the 
Plaza Hotel and an open forum 
meeting of the ASIA Wholesaler 
National Council of Sales Execu- 
tives will begin at 8:15 p.m. in the 














IBMA APPROVED 


BATTERIES 
ASK YOUR DEALER OR JOBBER 


WE OUTSELL .. . BECAUSE 
WE OUT SERVE 





DIESEL 
MARINE 


INDUSTRIAL 


AIRCRAFT 
MOTORCYCLE 
COMMERCIAL 
AUTOMOTIVE 


YOCAM BATTERIES, INC. 


TAMPA ~- MIAMI - JACKSONVILLE 
PENSACOLA ~- ORLANDO, FLA. 
MOBILE, ALA, - COLUMBUS, GA. 
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NODULAR 


CAST 
CRANKSHAFT 


Crankshafts can be reclaimed satisfac- 
torily by our ARCWELL Process with a 
fused Chrome-Nickel application. 


Top photo—Thrust surface repairing. 
Bottom—Complete shaft reclaimed. 


Cut replacement costs 
by refinishing. 
Quality controlled. 


STANDARD 
CRANKSHAFT 
COMPANY 


PLANT AND OFFICE 
117 Southside Drive 
CHARLOTTE, N.C. 
Phone JA 3-2202 


928 23rd St. South 
BIRMINGHAM, ALA. 
Phone FA 4-7862 


1078 W. Adams St. 
JACKSONVILLE, FLA. 
Phone ELGIN 6-1444 
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AWO Manager Payne 


Plaza. 
An ASIA ladies’ matinee, “Des- 


wholesaler associations over the 
nation. 

Another speaker will be Charles 
E. Cullen, formerly executive vice 
Southwestern Busi- 
Houston and 


president of 
ness University at 
now operating a sales development 
firm serving many big corpora- 
tions from Charlotte, N. C. 
Additional speakers will include 
J. H. Mehan, manager of Dis- 
tributors Institute, Chicago; Ad- 
miral Arleigh A. Burke, U. S. chief 
of naval operations; Charles 
Roazen of Hunt-Marquardt, Inc., 
Boston, Mass.; Charles S. Rogers, 
who is the chairman of the Joint 
Operating Committee of the IASI 
Show; Harold T. Halfpenny and 
George Howell of ASIA’s counsel; 
Charles H. “Chuck” Davis of Chi- 


Oil Companies Accused 


Of Coercing Stations 
ee of the Automotive 
4 Service Industry Association 
led by president Victor L. Toft of 
Omaha, Neb., and legal counsel 
Harold T. Halfpenny of Chicago, 
appeared before a house small 
business subcommittee last month 
in Washington to accuse the majo! 
oil companies of coercive and un- 
fair trade practices in the sale of 
tires, batteries and accessories and 
to ask Congress to force these 
companies to get out of the auto- 
motive service field. 

Toft, in opening the hearing 
said that by forcing the service 
station operators to buy from 
them, the oil companies are cre 


ating a situation in the market 
place that doesn’t merely restr 
li 


cago, executive editor of Jobber 


try Rides Again,” will be held at 
Product News, and Morrill Palmer, 


2:30 p.m. Wednesday, Feb. 10, at 
the Imperial Theater, 249 West jobber of Joliet, I. trade and competition but ¢« 
45th Street. The Warehouse Distributors nates it completely on many prod 

Among the convention speakers Division of ASIA wil! kick off its ucts that the automotive whole 
will be Tom Payne, Jr., of Okmul- activities with a breakfast meeting saler has traditionally distributed 
secretary of the at the Plaza Monday morning, Toft said, “There is a general 
Feb. 8, with John Bury, sales man- trend among oil company 
ager of Purolator Products, Inc., to play fast and loose with price 
Rahway, N. J., speaking these as well as coercive prac 

William J. Barron of tice have brought cha to the 
Rapids, Iowa, is chairman of the to the 
program committee. “Team Prog- ason 
ress for Sixty” is the theme. 


Y 


ain 
nl 


gee, executive 
Automotive Wholesalers of Okla- 
immediate past presi- 
Automotive Whole- 
saler Trade Association Execu- 
tives. He will suggest ways for 
closer liaison between ASIA and 
the various state 


jobber 


homa and 


dent of the 
Cedar 
narket, and loss of busin¢ 
automotive wholesale! 


other than sales ability r ade- 


regional and 





START 
ENGINES 
EVERY DAY 
WITH 
SPRAY... 


DEALERS... 


The NEW MONE Y-MAKING 


Go-Jo “TRY-PACK” 


brings you 


42% PROFIT from 


Go-Jo Creme Hand Cleaner 
and Go-Jo Loshon Skin Cleaner 
Stock an ample trial inventory with a minimum 
investment. Introductory assortment includes: 


STARTING FLUID FOR DIESEL & GASOLINE ENGINES 


Get more starts, quicker starts, at lower cost with SPRAY START 

ING FLUID. Both the fluid and propellent burn there's no 
waste! Each pressurized can contains enough fluid for many starts 
... Starts that will sustain combustion until a smooth running 
engine can take over. Our greater supply of ‘vapor pressure 

at all temperatures, atomized at a high initial rate, shortens 
cranking and warm up time, reduces dilution, prevents electrical 
and Starting system wear, saves wasted man hours and equipment 
down-time. SPRAY is atomized for safe application and quantity 
control use only as much as the engine requires. Field-proven 
SPRAY STARTING FLUID will start the toughest engine down to 
65° below zero but for year ‘round economy start engines 
every day with SPRAY! Sold through automotive jobbers every 

where. 


4 14 oz. cans of Go-Jo Creme Hand Cleaner 


4 24 oz. cans of Go-Jo Creme Hand Cleaner 


Removes even the most deeply 
imbedded grease and grime 


4 Quart cans of Go-Jo Loshon Skin Cleaner 


For lighter cleaning needs. 


Aa Go-Jo Loshon Dispensers 


Delivers 360 efficient 
"clean-up" portions. 


GOJER, Init. 


Box 991, AKRON 9, OHIO Reps 


Ask about INSTNSTART closed system starting 


Insist on the can with the “balky donkey” trademark. 


SPRAY PRODUCTS CORPORATION 


P. 0. Box 844 + Camden 1, New Jersey 


@N.A. WILLIAMS 
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Well-known Southerners were among the witnesses testifying before the 

House Small Business Subcommittee last month (l. to r.): Thomas 

Payne, Jr., of Okmulgee, executive secretary of the Automotive Whole- 

salers of Oklahoma; J. R. “Chic” Stradley, Jr., of Titusville, immediate 

past president of Florida Automotive Wholesalers Association; Richard 

Melvin of the ASIA staff, and G. C. Morris of Austin, executive direc- 
tor of the Automotive Wholesalers of Texas. 


quate warehouse stocks and serv- 
ice to his customers.”’ 
Halfpenny told the 
tee that legislation was needed to 
force the oil companies to divest 
themselves of their automotive 
parts and equipment business 
Halfpenny said, “Despite the 
ability of the independent automo- 
tive service industry to offer com- 
petitive products at competitive 


ubcommit- 





HANDY SPOOL 


A NEW PACKAGING IDEA 
FOR PRIMARY WIRE! 


HANDY SPOOLS are 35 different sizes and 
colors of wire in graduated lengths de- 
pending on gauge. The right amount and 
gauge for the average job 
EVERY SPOOL 
SELLS FOR THE SAME PRICE 

A HANDY SPOOL IS 

100 ft.- 18 ga. / 75 ft. -16 


3 5H ft 
20 ft.-10 ga 2 


Dat Citys 8, 





THIS 8-SPOOL 

WIRE DISPENSER 
FOR DEALER'S 
WALL OR BENCH 
HOLDS INSTANT 
INVENTORY OF 
BALANCED STOCK. 
SMALL INVESTMENT 
FOR GREATER 
PROFITS. 


MORE DETAILS’? WRITE oe 
Dek City WiRE COMPANY, INC Jo 
P. 0. Box 2464, Oklahoma City, Okla Warehouse 
Distributors 
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prices, with much bette! 
1utomotive wholesalers are find- 
ing it more and more difficult to 
retain a fair share of the market 
“This is due primarily to the 
fact that the service station deal- 
ers have more and more been sub- 
jected to a well-developed sys 
if coercive selling practices a 


na 
na 


methods by the major oil com- 
panies 

“These companies 
their lessee filling station and ga- 
rages buy their automotive parts 
and accessories from a_ supplier 
they designate and recommend.” 


insist that 


Using his own company (The 
Sidles Co.) as an illustration, Toft 
aid, “Ow 
equipment inventory of over $400,- 
000. We employ a full-time equip- 
ment specialist. We employ sev- 
who are special- 


company Carries an 


eral mechanics 
ists in equipment repairs. It hard- 
y seems proper, therefore, that 


+ 


] 
through the machinations of the 


major oil companies who carry no 
tocks, provide no specialist se 
ice and provide no facilities 
repair, they should be able them- 
selves to buy at our cost or lower, 
or should be permitted to enable 
tnelr lessees to buy it these 
prices.” 

Among those appearing before 
the subcommittee were: G. C 
Morris, executive secretary, Auto- 
motive Wholesalers ol Texas: 
Robert E Phelps, president, 
Phelps-Roberts Corp., Washington, 
D. C.; Thomas Payne, Jr., Auto- 
motive Wholesalers of Oklahoma, 
Okmulgee, Okla.; J. R. “Chic” 
Stradley, Jr., Florida Automotive 
Wholesalers Association, Titus- 
ville, Fla.; Emory Young, presi- 
dent, Motor Car Supply Co., 
Charleston, W. Va. 





rT 

KEN “lebuidiied 
SPEED TIRE SERVICE 

HAMMERS 


* TRUCKS + TRACTORS 
“BUSSES + AIRCRAFT 


rr-11¢ ] PATENTED 


Exclusive combination tire ham- 
mer and bead Idosener. Finest 
design. Wt.: 6 Ibs. 


For heavy-duty work. Rugged 
chrome - nickel alloy steel. Wt. 


5!/. Ibs. 


Stee! and rubber mallet with re- 
placeable rubber heads. Speeds 
up all heavy-duty tire work. 
Wt.: 6 Ibs. 


Finest all-around truck hammer. 
Stee! and rubber head. Wt.: 
8'/, Ibs. 


Job-designed for driving be- 
tween tire and rim to get at 
stubborn beads. Wt.: 6!/2 Ibs 


SEE YOUR JOBBER 
SAVE LABOR, TIME AND MONEY. 
INSIST ON KEN TOOLS. Finest 
Quality and Design. Largest Exclusive 
Manufacturers of Tire Changing Tools 
and Equipment. 


The KEN-TOOL Mfg. Co. 
AKRON 5, OHIO 
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D. N. Test, Jr. (left), San Antonio, Texas, is the new 
president of NAPA, succeeding Wilton Looney of At- 
lanta. Other officers include (1. to r.) the veteran vice 


NAPA Annual Meeting Robert L. Stacey 


president and general manager, Robert L. Stacey of 
Chicago; Roy C. Barrett of Columbus, Ohio, vice presi- 
dent, and W. G. Gurich of Chicago, the secretary. 


at the annual The NAPA manufacturers’ 


° NAPA meeting at the Drake Hotel council reelected Neil A. Moore, 
Hears Sales Up 17% in Chicago last month. Dana Corp., as chairman; E. J. 


AX INCREASE of 17% in sales by Stacey 
National Automotive Parts As- 

sociation for the first ten months 
of 1959 as compared with ’58 was Senour 
reported by General Manager 


W. M. Stuart 


viewed the 1959 





-.:asS usual! 
with — 
the complete line 


crease in volume for 1960. Ca. 
of The Martin- Lansdale, DeKoven Mfg. Co., sec- 
Co., chairman 
NAPA advertising committee, re- 


of Parts” advertising program and Echlin Mfg. Co.; L. 

First A eon outlined the committee’s plans for United 
a the continuation and extension of 

the program in 1960. Co. 

Directors named included J. H. Parts Co.; 

Baldwin, Indianapolis; 

ter, Buffalo, N. Y.; 


predicted a further in- Muldoon, New Britain Machine 


vice chairman, and Charles 


of the retary and treasurer. Other direc- 
tors named were H. W. Clough, 
NAPA “Parade Belden Mfg. Co., J. E. Echlin, 
N. Fisher, 
Parts Mfg. Co.; Edward 
Gammie, Victor Mfg. & Gasket 
C. B. Johnson, Precision 
A. M. Currier Jr., 
A. F. Bax- Clevite Service; Jack McCandless, 
H. E. Bowman, National Products, Inc.; Charles 


of 1960 Models Des Moines, Iowa; H. A. Bradley Adams, Vehicle Products Co.; G. 
ia, Pa.; J. O. Brit- Z. Spencer, Trico Products Corp.; 


Jr., Philadelphia, 


City; R. C. Col- W. M. Stuart, Martin-Senour Co., 


c | BR t RE LASS tain, Oklahoma City; 
year, Los Angeles; 


J. R. Courim, and M. B. Terry, American Brake- 
blok Division, American Brake 


M U F F A ia R S Chicago; J. T. Emerson Sr., Mil- 
waukee, Wis.; Carlyle Fraser, At- Shoe Co. 


lanta; Malcolm Fraser, Memphis, 
; Frank Hummel, Salt Lake Wagner Names St. Louis Head 


Tenn.; ‘ 
DUAL SYSTEMS City, Utah; Wilton Looney, Atlan- 
i E. G. Anderson has been named 


i 
immediate shipment! Va. F. E. Nolen. 


ta; Mrs. Ethel Meador, Richmond, 


Los Angeles; manager of the St. Louis parts 


! 
Order Today! Paul C. Schwesinger, Cleveland, and accessories branch office of 


’ 
io: y “eo > . _ ag ‘ay 
rand AUTOMOTIVE Ohio; F. F. Rohrer, Pittsburgh, Wagner Electric Corp., 


succeeding 


PRODUCTS Pa.; G. P. Rouge, Syracuse, N. Y., Al Neef, Jr., who moved to a 





xX 


2055 N. Ruby St., Melrose Park, lil. and G. E. Schuman, Honolulu. 


similar position in Philadelphia. 





SLL III NN UY aig 
FREE Bonanza Prize upons 
> in every BEAR 

box of... ; 
@ BALANCE WEIGHTS 
@ ALINEMENT SHIMS 


= free prize catalog! & 


BEAR MFG. CoO. 
= Dept. $-5, Rock Island, It 


Co 
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get FULL POWER 
TIRE CHANGING 


peeectins POWER 


Bi A, 880-58 
USTUUTICTSE pin ELECTRIC (0% 
TIRE CHANGER iy 


AIR POWER Double Bead Breaker 

Wide circle, “Rolling Action” break- 

er shoes powered by big air wee 

break the tightest beads, 12” to 1714”. é 
ELECTRIC MOTOR drives Mount. 2. 
Demount device. Simple, fast, takes Cnucr words 
ALL the work out of changing the "”” ““* 
tightest tires. 

MANUAL and Semi-Power Models from $109.50 


Ask your Equipment Distributor for 
Bi demonstration or write direct. 
CSTEMMICLE WEG. CO. ROUTE 2, OSSEO, MINN, 
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94% Report Higher Sales for 1959; 
Net Profit Is Slow; Strike Hurts 


ee per cent of the 
jobbers over the South and 
Southwest answering SAJ’s 
monthly questionnaire last month 
said their sales were running 
higher than for the same 11 
months of 1958. Six per cent listed 
the same volume. 

The steel strike dampened busi- 
ness for some firms. An industrial 
community in North Alabama felt 
it, for example, as a wholesaler 
there estimated the strike cost him 
about two per cent. His volume 
nevertheless was up a total of ten 
per cent. 

The net profit was more of a 
problem. Some jobbers reported 
that while their sales were up as 
high as 15%, the net had not im- 
proved. An Arkansas company’s 
sales were up 15% with no im- 
provement in net profit. 

A St. Louis, Mo., firm expressed 
pleasure with its increase of more 
than 20% in sales and the higher 
net. 

Companies in El Paso and 
Amarillo, Texas, as well as some 
in areas of Missouri, all of which 
had suffered not too long ago 
from an extended drought, re- 
ported sharp upturns in sales, 
some exceeding 20% but generally 
running around 15%. 

An Atlanta, Ga., official reported 











QUALITY PRODUCTS 
For the wash rack trade 


Sold throughout the U.S. by 
major jobbers since 1933. 


The line that is fully guranteed. 


ADVANCE CENTURY MFG. 
co. 


Greenville, S. C. 
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A Reader Su 


a rise of 15% and commented: 
“Business is very good.” 

One veteran house in that city 
registered a climb of five per cent. 
“Sales to manufacturers and car- 
hauling fleets were down as a re- 
sult of the steel strike,” said a 
company official. 

Sales were up 20% for a Florida 
Panhandle company whose owner 
complained of “fellow competitors 
setting up service stations on job- 
ber basis on lines, especially fil- 
ters” and of “oil companies price- 
cutting on lines they have for re- 
sale.” 

Volume was up 30% for one San 
Antonio, Texas, company. 

Business had increased 12% for 
the 11 months for one veteran 
Baltimore, Md., firm. 

Sales continued to boom in 
Florida as its rise in registrations 
of motor vehicles has _ forged 
steadily higher. A Jacksonville 
establishment listed an increase of 
26%. 

A long-time North Carolina 
Sandhills house reported an up- 
turn of 22% in sales. 


Terry Hires McCalmon 


Addition of Jack W. McCalmon 
as sales manager for Terry Auto- 
motive Supply Co., Dallas, Texas, 
has been announced by General 
Manager J. Kenneth Terry. A 
graduate of Southern Methodist 
University and the University of 
Mississippi, McCalmon for several 
years was with IBM Corp. Most 
recently he was national sales 
manager of a Fort Worth concern. 


Pensacola Store Opens Branch 


United Auto Supply Co. of 
Pensacola, Fla., has opened Milton 
Auto Parts at Milton, Fla., owner 
D. D. Berh announced. Roy Gib- 
son manages the new facility. 


Atlanta Auto Supply Co., At- 
lanta, Ga., has been appointed 
distributor for Lincoln lube equip- 
ment, according to Secretary and 
Treasurer L. C. Matthews. 





Eliminates 


"BARE VALVE" HANDLING 


@ ALLOWS VISUAL COMPARISON 
WHEN HANDLING 


@ CUTS STOCK LOSSES DUE TO 
RUST FROM HANDLING 

@ KEEPS VALVES LOOKING FRESH 
AND NEW 

@ SHRINKS VALVE SHELF RE- 
QUIREMENTS 


@ APPEALS TO THE MECHANIC 


@ RECEIVES THE RMC EXTRA 10% 
STOCKING JOBBER DISCOUNT 


EASY TO OPEN 


Just hold head of 
valve and skin 
wrap over stem. 


OTHER RMC VALVE TRAIN PARTS 
VALVE SPRINGS @ SEATS-GUIDES @ ROTOCAPS 
ROTO ASSEMBLIES @ VALVE TAPPETS 
VALVE SPRING INSERTS 
WAREHOUSED IN ALL PRINCIPAL CITIES 
FOR NAME OF NEAREST 
DISTRIBUTOR WRITE TO: 
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The Mid-South Group of Automotive Affiliated Representatives met 

Joh : ‘ recently at Memphis, at which International President J. McEwen 
ohn E. Echlin (left), president of Cherry (right) presented a membership to a new member, J. R. “Dick” 
The Echlin Mfg. Co. Branford, Tate of Nashville. Looking on are (I. to r.): Earl Potter, Jim Sullivan, 
Conn., and Leonard N. Fisher, Jim Rule and J. Paul Saunders. Another new member, Schuyler Reid of 
president of United Parts Mfg. Memphis, was unable to attend the meeting, as were members M. E. 
Soier ak tei eee we = Groce, Herman A. Shields, Guy Keen, Jan Majors and Warren Todd. 
NAPA annual meeting in Chicago. 

The merger was scheduled to take 

place January 4 or immediately } i vice president; H. P. DeGreen of 
upon receipt of Treasury Depart- AAR Elects Kitchin chceurin Falls. O edu olin 
ment approval. Fisher will become To Presidency rs RE a ee eee : 
director and vice president of president; William S. Cowan of 
The Echlin Mfg. Co. and remain ARRY G. Kitchin of Richmond, Minneapolis, Minn., secretary; Lee 
as president of United Parts Divi- Ind., was elected president of A. Bergman of Chicago, treasurer; 
sion. No other management Be pies rr... ae ss 
changes were scheduled. These Automotive Affiliated Representa- J. McEwen Cherry (retiring presi- 
factory executives were among tives by a mail ballot last month, dent) of Nashville, Tenn J 
the large number who attended the second such election in the as- Austin Elliott of Vancouver, B. C., 
the annual meeting of NAPA, socis : story and Claude E. Sharp of Detroit, 
which is always held in December. a . ney ao ieee Me tenn Ua t. 2 co E ; anenectiine 
For details of this meeting, turn ther officers are arry ee . a 2 ee 

to page 118. Younger of Pasadena, Calif., firs secretary. 








WHY USE A CANFUL WHEN — 


A CAPFUL 
IS ALL YOU NEED 


FOR ALL 4-WHEEL DRIVE TRUCKS 


ere | WITH DUALMATIC HUBS 


POWER-PAL aes” SELECTIVE DRIVE - FREE WHEELING 


Gives 4-wheel drive trucks the pep, speed, performance 
and ease of handling of a 2-wheel drive * Simple to install 
The all- ose liquid super-charger (average less than 30 minutes) + Simple to operate (one 
_ gy te omer ee P ANK ger! minute without tools to change for drive conditions) * Easy 

to sell (a plastic demonstrator given with first order that 


CLEANS CARBURETORS will sell it for you) 


Removes gums, varnishes, carbons. 
, A ‘ DEALERS COST: Any 3 sets $37.50 for Willys * $42.50 for 
Rids engines of harmful deposits. Chevrolet, Ford, G.M.C., I.H.C. or Dodge to %4 tons / 
PLUS 10 KEEPS FUELS FREE OF MOISTURE - PREVENTS FUEL LINE FREEZING Warehoused in 60 principal cities Order from your fa- 
For free sample, write Dept. SAJ vorite Automotive Jobber or truck equipment distributor 4 
Manufacturer of World's largest, most complete line + 40 
different models to 5 ton ‘ Write for free catalogue and 


Mlorive SPECIALTIES ]D)ivision price list. 
NUTMEG CHEMICAL COMPANY DUALMATIC provucts co. 


130 HAVEN ST. NEW HAVEN, CONNECTICUT Tae ten ones 


VISIT OUR DISPLAYS AT THESE SHOWS 
A.S.A.1 . ifi ; = ¥ lorad 
Rie. aunvfocturers of POWER-PAL for Bines! Supine , sa aay 8 Re Bag - ag ay a 
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MANUFACTURERS’ AGENTS 


REPRESEN? TING OUR ADVERTISERS 


ALABAMA 


Alan Sales Co. — Birmingham 
Acme Air Appliance Co., Inc 
Herman J. Downey — Birmingham 
ayeee Chemical Corp 
Rich Mfg. Corp 


FLORIDA 


Hirsig-Brantley Co. -— Jacksonville 
H. B. Egan Mfg. Co 
Imco Mfg. & Sales Co 
National-Detroit, Inc 
H. Jones — Jacksonville 
sishman Mfg. Co 
C. Dimmick — Largo 
Champion Pneumatic Machi: 
L. Meadows — Ocala 
Plasti-Kote, Inc 


GEORGIA 


Aaron & Bell — Atlanta 
Stant Mfg. Co., In 
Warner-Patterson Co 

Clark- Richards < o. — Atlanta 
Bingham-Herbrand Cory 

Clayton-Mattie Co. — Atlanta 
Grand Automctive Product 

Harvey Johnson — Atlanta 
Shure Mfg. Corp 

F. J. Merryman — Atlanta 
U. S. Axle Co 

W. L. Morris — Atlanta 
Advance Century Mfg. C« 
Spray Products Corp 

Setzer-Humphreys Co. — Atlanta 
Nutmeg Chemical C 
Swi Laboratory, Inc 

N. A. Williams — Atlanta 
Gojer Co 
Ken Tool Mfg. Co 

Edward Zinnell — Atlanta 
Grand Automotive Produ 

F. H. Williams Co. — ( ovington 
Acme Air Appliance Co 
Monkey Grip Sales Co 

Roy Lippincott — Decatur 
Champion Pneumatic Machinery 

Dave Isom — Decatur 
K. O. Lee Company 

Paul Oxley — Macon 
Del City Wire Co., I 


KANSAS 


Charles L. Sparks — nye ned 
Champion Pneumatic Ma 

D. D. Garberson — Wichita 
K. O. Lee Co 


KENTUCKY 


J. Paul Saunders — Bowling Green 
Bishman Mfg. Co 
Monkey Grip Sale 
Lee B. Hughes — Louisville 
Acme Air Appliance Corp 
Gojer, Inc 
Grand Automotive Product 


LOUISIANA 


L.dJ nny r— New Orleans 
Weste Tool & Stamping ( 


MARYLAND 


William Chesney — Baltimore 
Champion Parts Rebuilders 

Sam Shemer — Baltimore 
Swiss Laboratory 

Cc. Gordon Mitchell — Towson 
Nutmeg Chemical Co 


MISSISSIPPI 


Guy M. Parker — Jackson 
K. O. Lee Co 
Plasti-Kote, Inc 
Southern Sales Co. — Jackson 
Champion Pneumatic Machinery 
Warren Sales Co. — Jackson 
Del City Wire Co., Inc 
Cc. Guy Keen — Meridian 
Advance Century Mfg. ¢ 
Wix Corporation 
Herman A. Shields — Meridian 
Muskegon Piston Ring C 
Rich Mfg. Co 


MISSOURI 


R. S. Black — Kansas City 
Warner-Patterson Co 

C. N. yy rye — Kansas ¢ ity 
Acme Air Appliance Co 
Monke y Grip Sales Co 

Herb Calkins, Inc. — Ranees City 
Grand Automotive Produ 
Plasti-Kote, Inc 

R. O. Dickey & Co, — Kansas City 
Jaycee Chemical Co 

Burt Eaton — Kansas City 
Western Tool & Stamping ‘ 

G. D. Heath Co. — Kansas City 

tional-Detroit, Inc 

Spray Products 

( harles H. Koslowsky — Kansas City 
Bishman Mfg. Co 

Frank L ibby Co, — Kansas City 
M iskegon Piston Ring ¢ 
Nutmeg Chemical Co 

H. R. Loy — Kansas City 
Del City Wire Co 

M. H. Swanman, Inc. — Kansas City 
Champ-Ite ne 
rojer, Inc 
Wix Corporatio: 

Paul K. Wilcox Co. — Kansas City 
Stant Mfg. Co ne 

Don Ayd — St. Louis 

hman Mfg. C 

Herman ~ Buergler — St. Louis 
Muskeg Piston Ring ¢ 

George M Gille — St. Louis 


Champion Pneumati Mact 


NORTH CAROLINA 


John Cain — Charlotte 
Spray Products Corp 
= Chaney — Charlotte 
Bishmar fg. Co 
P] asti-Kote Inc 
Tr. L. Kidd Co .— Charlotte 
Muskegon Piston Ring ( 
Rich Mfg. Corp 
rhe Walden Co. — Charlotte 
Del City Wire Co., In« 
J. 8S. Longdon — Greensboro 
Champion Pneumatic Machi: 
4. W. Mansfield — Greensboro 
K Lee Co 
Ruark & Cox — High Point 
Shure Mfg. Corp 


OHIO 


Benasich-Diachuk Assoc. — Cleveland 


Del City Wire Cx Inc 


OKLAHOMA 


M. A. Burnham — Oklahoma City 
Del City Wire Co., Int 

B. A. Kline — Oklahoma City 
Bishman Mfg. Co 

Henry Lee & Associates — 

Oklahoma City 

Grand Automotive Prod 

Jim Permenter — Tulsa 
Spray Products 

L. T. Solomon — Tulsa 
Champion Pneumatic Mact 
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PENNSYLVANIA 


Ray J. Daley — Plymouth Meeting 
Del City Wire Co., In« 


TENNESSEE 


Jim Rule — Rnenvilte 
Spray Products Cory} 

c. &. © — gn — Memphis 
Shur Mfg. Corp 

Earl Potter — Memphis 
Champion Parts Rebui 


P. Stublefield — Memphis 
Champion Pneumatic Macl 


McE — ( her rry Co. — Nashville 


TEXAS 


Battle & Davis Sales Co Dallas 
H. B. Egan Mfg. Co 
Brogan — Dallas 
nkey Grip Sales 
B. B. Burk — Dallas 
Bingham-Herbrand Cor 
aphton & McEvoy Co. — Dallas 
shure Mfg. ¢ 
J. S. Connell Co. — Dallas 
Basic Sleeve Associate 
H. M. Cree Co. — Dallas 
Plasti-Kote ne 
Croc kett-Jordan-Dune an Co Dallas 
Nutmeg Chemical ( 
Spray Prod. Corp 
John D. Harvey Co, — Dallas 
skegon Piston Ring C« 
rn Tool Stamping ¢ 
Albert Jayne — Dallas 
Ke Tool Mfg. Co 
Ralph Jeffress — Dallas 
Swi aboratories, In« 
Lynn & Hemphill — Dallas 
aycee Chemical 
tant Mfg. Co., Inc 
Warner-Totiersen 
McClintock Sales Corp. — Dallas 
Acme Air Appliance Co., In 
McDermott & Tighe — Dallas 
U Axle Co 
Shipp & Payne — Dallas 
dvance Century Mfg. C 
Vogel-Swygard Associates Dallas 
Bishman Mfg. Co 
Champion Pneumatic Mac ery ( 
W. L. Lyon — El Paso 
Gojer, Inc 


Rudy Copeland — Ft. Worth 
H. B. Egan Mfg. Co 


Neal Greenfield Sales Co. — Ft. Worth 
Rich Mfg. Corp 


Keller-Hyden, Inc. — Ft. Worth 
Champ-Items, Inc 
National-Detroit, In 


John W. Lovelady — Ft. Worth 


Gojer. Inc 


VIRGINIA 


Lyon Assoc. — Alexandria 
: Co 


Nutmeg Chen 


WEST VIRGINIA 


George M. Scott — Charleston 
sishman Mfg. Co 





A 


AC Spark Plug Div. 

Ace Rubber Co 

Acme Air Appliance Corp 
Advance Century Mfg. Co 
Airtex Products, Inc. 
Albertson Co. 

Alemite Division 


American Hammered 
Division 


Ammco Tools, Inc 
Anthes Force Oiler Co 
Artic-Kar 

Atlantic Steel Co 


B 


BCA Ball Bearings 

Basic Sleeve Associztes 

Bear Mfg. Company 
Bingham-Herbrand Corp 

Binks Mfg. Co 

Bishman Mfg. Co 

Blackhawk Hand Tools 

Bower Roller Bearings 

Breeze Corporation, Inc. 

Briggs Shock Absorber Div 81 


Cc 


Camel Patches 


Carter Carburetor 
Div. ACF Industries 


Casite Division 
Champ-Items, Inc 
Champion Parts 
Rebuilders, Inc 
Champion Pneumatic 
Machinery Co 
Champion Spark Plug Co 
Chevrolet Motor Div 
Chicago Rawhide Mfg. Co 
Clevite Service, Inc 
Coats Company 
Cole-Hersee Company 
Commercial Credit Co 


D 


D L Products, Inc 

Del City Wire Co., Inc 
Delco-Remy Division 
Dill Mfg. Co. 

Ditzler Color Division 
Doan Manufacturing Co 
Dole Valve Co. 

Dow Chemical Co 
Dualmatic Products Co 


E 


Echlin Mfg. Co 

Edelmann & Co., E 

Egan Mfg. Co., H. B 

Eis Automotive Corp 
Electric Autopulse Division 


122 


Electric Autolite Co 
Batteries . 
Institutional 
Parts & Service 
Spark Plugs 
Wire and Cable 


F 


F & B Mfg. Co. 
Federal-Mogul Service 


BCA Ball Bearings 

Bower Roller Bearings 

Federal Mogul Engine 
Bearings 

National Seal 


Felt Products Mfg. Co 
Fitzgerald Mfg. Co. 
Fram Corporation 


G 


Gabriel Company 

Gates Rubber Co 

G. M. C. Public Relations 
Staff ‘ 

Go-Jer Co. 

Gould National Batteries, 


Grand Automotive 
Products, Inc 


Griffin Lamp Co. 
Guaranteed Parts Co., Inc 
Gunk Laboratories, Inc 


H 


Hastings Mfg. Co 
(Filter Division) 
(Piston Rings) 

Heckethorn Mfg. & 
Supply Co. 

Hirsig-Brantley Co 

Holley Carburetor Co 

Holmes Co., Ernest 

Homestead Valve Mfg. Co 

Hull Mfg. Co 

Hydro-Loc Mfg. Co., Inc 

Hygrade Prod. Div 


Third Cover 


Imco Mfg. & Sales Co 
Inland Mfg. Co 


J 


Jack-Pack Mfg. Co 
Jaycee Chemical 


Corp. Second Cover 


K 


Kem Manufacturing 
Co., Inc. 
Kemkat Co 


Ken Tool Mfg. Co 
Kimco Auto Prods 


L 


L & S Bearing Company 
Laher Spring & Tire Corp...50, 51 
Lamson & Sessions Co ° 
Lee Co., K. O. 

Lindustries, Inc. 

Lisle Corp. . 


M 


Magna-Krom Mfg. Co 
Manley Valve Corp 
McQuay-Norris Mfg. 

+o. 72, 73, 
Merit Mufflers . 
Milesmaster, Inc. 
Minnesota Mining & Mfg. Co 
Monkey Grip Sales Co 
Monroe Auto Equipment Co 
Moog Industries, Inc 98, 


Muskegon Piston Ring 
Co. 60, 61, 68, 


Mustang Engines 


N 


N.A.D. Used Car Guide Co 62 
National-Detroit, Inc. 84 
National Seal Division ° 
New Britain Hand Tools 48C 
Novi Sales & Service Co., Inc. 70 
Nutmeg Chemical Co. 120 


Oo 


Official Products Co 


Pp 


P & D Mfg. Co 
Perfect Circle 
Corp. 
Permatex Co., Inc 
Pit-Bar Mfg. Co. 
Plasti-Kote, Inc 
Practical Mfg. Co 
Precision Automotive 
Components Co. 
Prest-O-Lite Batteries 
Proto Tol Co. 
Purolator Products, Inc 


Front Cover 


R 


Radiator Specialty Co. 102 
Rajah Company . a 
Ramsey Corp. Fourth Cover 
Raybestos Division . 
Rich Mfg. Corp. 119 
Rochester Products Division . 67 
Rogers Co., John . 24 
Rubbermaid, Inc. ° 


S 


Sealed Power Corp 
Shure Mfg. Corp. 
Shurhit Products, Inc 
Snap-On Tools Cory 
Southern Friction 
Materials Co. 
Spray Products Corp 
Standard Crankshaft & 
Hydraulic Co., Inc 
Standard Motor Products 
Stant Mfg. Co., Inc 
Storm-Vulcan, Inc 
Studebaker-Packard Corp 17 
Sun Electric Corp 64, 65 
Swiss Laboratory 106 


T 


Texaco, Inc 
Thompson Prod., Inc 
(Service Sales Div 
Three Star Sales Corp 
Timken Roller Bearing Co 
Toledo Steel Prods. Co 
Tung-Sol Electric, Inc 
Tungsten Contact Mfg 
Co., Ine 


U 


Unican Plastics, Inc 
United Motor Service 
U. S. Axle Co., Inc., The 


V 


Vaco Products Co 

Van Norman Machine Co 
Vapor Heating Corp 
Victor Mfg. & Gasket Co 


Ww 


Wagner Electric Corp 

Walker Marketing Corp 

Warner-Patterson Co 

Weaver Mfg. Co 

Wells Mfg. Corp 

Western Tool & Stamping 
Co. 26, 

Wilkening Mfg. Co 

Willard Storage Battery Div 

Wix Corp. 

World Bestos Corp 


Y 


Yankee Metal Products ° 
Yocam Batteries, Inc 115 
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CLOGGED OIL KI 
HASTINGS 








FLEX-VENT OIL” 


In these representative Hastings Oil Rings, you can see Use Hastings for every ring job. . . for fast seating— 


for yourself the ample ventilation that assures efficient for better, quicker oil control—for longer engine life. 


drain-back . . . prevents clogging . . . gives long-lasting You'll say goodbye to come-backs and have satisfied 


oil control. customers from the start. 


Whether supplied in chrome or steel, each Hastings 
> “ » . HASTINGS MANUFACTURING COMPANY ~ HASTINGS, MICHIGAN 
Ring set is “motor engineered” exclusively for the right - og 

: astings Ltd., Toront 


ring combination for replacement in worn engines. Piston Rings, Oil Filters, Casite Additives, Spark 


HAST Rises x 


TOUGH BUT OH SO GENTLE r tits 
“ee. J Ss 
TOUGH on pumping ‘ 
x = 


GENTLE on cylinder wa f 
. y -_ 


Hastings Fire-Power Spark Plugs . . . engineered for replacement service . . . j 
give premium performance, at competitive prices, with better profit for you. : 





wn’ 


WWW AWAY AWWA 


nile — 


Vdd 


a 


here's why men who know choose RAMCO 


or IMMEDIATE ae 
OIL CONTROL 


“Oil control from the first minute 
of operation is a necessity with 
customers. Most of them don’t 
’ realize the power loss from worn 
eeL_Low rings but can really diagnose their 
WALL PRESSURE, trouble by watching the dip stick. “al 
Vii, Secnen's tenmndiiietn ail alatial These are men who know— men whe 
QUICK BREAK IN ee . ey on the buying line—judge ring 
we've earned a lot of good, solid he Fifer i oFh: fs . 
A Aas sets by customer satisfaction. | 
customer satisfaction. 
sales gained or lost. 


$y 


“We do a lot of heavy duty work and 
some engines get a yearly overhaul. Ramco is the only set with more MODERN 
This points up the problem of block eS POWER benefits— (only a few are shown 
wear since excessive wear calls for an Harold Sloan es above)— extra ring actions that add up to 
earlier re-bore or re-sleeve. We've found Freight Ways, Inc. \ _ eee Aa See a ae 

that Ramco’s low wall pressure, chrome- 1309 N. Mosley \\\\™7*C . 2 
plating and quick break-in are our Wichita, Kansas For the 
entire answer. We can often go back See 


with the second or third set of the 
same size. We are pleased with our RAMCO means 


results from an operational viewpoint.” . 
ee wus 
at Booths MODERN PO WER 
: 2728-30-32-34 
— G&K pooee Troch Service vA at iia Ss U Cc Cc E Ss Ss iw Ely GYilanvEe 
X) | 2007-11 W. Estaugh St. Feb. 10-12th 
sf Philadelphia, Pa. 


how and why” of these benefits 
your RAMCO Jobber! 


Ramsey Corporation, 3693 Forest Park Blvd., St. Louis 8, Missouri 
A subsidiary of Thompson Ramo Wooldridge Inc. 


Copyright 1960 Ramsey Corporatior 














